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= of the "te iy — With FTC, NAD 


| WuHo.esaLe Prices—Rose 0.1 per- 
mt in latest week reported to 
10 percent of the 1947-49 average, 
cording to Bureau of Labor 
atistics. 
— Consumer Dest — Amounted to 
$275 billion at the end of May, 
a $464 million increase over the 
like 1953 month, according to 
= Federal Reserve Board. 
Business Inpex—Stood at 101.3 
ercent of the 1935-39 base index, 
n increase of 0.2 percent over the 
evious week, according to 
Barron’s. 
= * > 


Down 
May InvenTor1es—Were estimated 
$79.6 billion at end of May, a 
op of $714 million below April. 
Wuotesaters’ Sates—Totaled in 
May $8.5 billion, according to 
Commerce Department, or $227 
million less than in April and 
.$490 million below May, 1953. Au- 
tomotive wholesalers’ sales were 
given as $420 million in April 
and $452 million in May, 1953. 
Sree. Ourput—Operating rate of 
dustry last week was 59.7 per- 
ent of capacity, compared with 
765.8 percent in previous week. 
. Business Famures—Totaled 192 
n latest week surveyed, the lowest 
for any week this year, although 
ell above the 169 of the like 
953 week. 


Top Cars 


H 
New-car registrations for four 
months, plus 42 states for May: 

1954 Pos. Make 1953 Pos. 
Chev. 617,357— 1 
' 392,703— 2 
4 184,900— 4 
237,770— 3 
180,244— 6 
: 156,983— 5 
i 99,548— 8 


2,154,385 
m& For further details, see Page 50. 


Harley-Davidson 
Urdered to Drop 


xclusive Pacts 


¥7ASHINGTON. — The Federal 

Trade Commission last week, 
bllowing several years of investi- 
tion and hearings, issued an or- 
r prohibiting Harley - Davidson 
otor Co., Milwaukee motorcycle 
anufacturer from binding its 
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Makers to Attend 
Freight Parley 


July 29 Conference 
Seen by Industry 
As Hot Potato 


By William Ullman 
Washington Correspondent 
ASHINGTON.—Most auto mak- 
ers are expected to be repre- | 
sented at the FTC- maker - dealer 
conference an freight charges to be 
held here July 29. 

While NADA, which had con- | 
ceived the conference, said at 
press time Thursday that it had 
received no responses from mak- 
ers up to that time, it was learned | 
in Detroit that most makers— | 
although far from enthusiastic 
about the conference—would be | 
on hand. 

No official maker comment on the 
conference was available. However, | 
there were indications that some 
makers want no part of the con- | 
ference but feel that NADA had}! 
boxed them in by ringing FTC into 
the act. Thus, some may be repre- 
sented as observers rather than 
participants. 

+ 


* * 

_ checked by AUTOMOTIVE 
News, General Motors, Pack- 
ard and Kaiser-Willys were the 
only makers to give definite ac- 

ceptances to the invitation. 
Chrysler said it hadn’t decided, 
but it was learned elsewhere that 
Chrysler would be represented. 
Ford said its reply would come 
from its general counsel, William 
T. Gossett. Ford’s reference of 
the matter to the legal depart- 

ment may be significant. 
American Motors is also consid- 
ering its answer, while at Stude- 
baker, as far as could be learned, 
the matter had not yet come up 

for decision. 

* 





= 


N OTHER circles as well, it was 
indicated that the freight issue 
was a hot potato. It involves 
charges of “phantom freight” im- 
posed on vehicles from-branch as- 
sembly plants, as well as campaigns 
by distant dealers for freight equal- 
ization. 

This latter aspect, some dealer 
observers believe, may cause dis- 
unity within NADA, for dealers 

(Continued on Page 49, Col. 1) 
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New-Car Stocks 
In Field and in Transit, 


Average per Dealer 


Jury 1, 1954....... 
JUNE 1, 1954 
May 1, 1954......... 
Apr. 1, 1954 oechad 
pS ae 
Fes. 1, 1954 

JAN. 1, 1954 

Dec. 1, 1953 

Nov. 1, 1953 

UUs. Ty Mati ccestessrcsveccascicd 
Sept. 1, 1953................ .....13.0 
AUG, 3, TODS siniccccci.:... ..13.3 
JuLy 1, 1953........... 125 
BOE 1, BOG oui sinies scsi 119 
May 1, 1953. sisenncebantaee 
Age. 1, 100%........... 

Mar. 

Fes. 

JAN. 

Dec. 

Oct. 


34 ” 
14.4 
14.3 
13.2 
12.1 
10.5 
10.4 
13.4 
12.8 


—Automotive News compilation 


Missouri Passes 
California in 
Auto Output 


By Tom Hewitt 
Staff Writer 
” THE first state-by-state census 
of car production ever made, 
Automotive News has found that: 
1. Missouri, not California, is now 
the second-largest car-production 
state. California lost the No. 2 spot 
in 1953, after having held it since 
the end of World War II. 

2. Michigan, although No. 1 in 
output, assembles only about one- 
third of the car total. However, 
the Wolverine State produces 
about 92 percent of the parts used 

(Continued on Page 53, Col. 1) 


....12.3 Cars | 


Reverse Trend 


Of Year Ago 


Dealer Average Back 
To Pre-Spring Level 
Of 12.3 Vehicles 


By Bob Sheldon 
Associate Editor 

| SL sales drives and re- 
laxed output have slashed retail 
new-car inventories for the second 
‘month in a row, dropping the na- 
tional dealer average to a pre- 
spring level of 12.3 units. 

Automotive News tabulations 
disclosed last week that as of 
duly 1, dealers were in a rela- 
tively more comfortable position 
than a year ago, when stocks 
were going up instead of down 
and the index stood at 12.5 new 
cars. 

The latest reading of 12.3 repre- 
sents a cutback of better than a 
full unit from June’s 13.4. May 
stocks had set a postwar record 
of 14.4, 

- 7 - 
7; beginning of this month 
found a total of 517,511 unsold 
new cars in the field, including those 
on display in dealership showrooms, 
warehoused by dealers and fac- 
tories, used as demonstrators, and 


ETROIT.—General Motors last 
week announced a plan under 
which a GM distributor or dealer 
can be assured that his son or son- 


if the dealer dies or withdraws 
from business for health reasons. 
The plan was announced by 
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86,676 
2.9% 


174,652 
5.9% 


60,353 
2.0% 


® 


102,397 


in-law can carry on the dealership | 


$8 Per Year, 25c Per Copy 


vetbiGar Stocks Drop 
Seéond Month in Row 


still in transit. The June 1 figure 
was 565,719. 

A sustained sales push at dealer- 
ships was stimulated by bonuses 
and extra trading allowances from 
many factories as dealers sought 
to make the most of the waning 


-| spring market. Production at the 


same time held to the easier pace 
adopted in May. 

Individually, most.dealers polled 
in connection with the latest 
cars-in-stock census reported that 
they had whittled down invento- 
ries. Some said they had reduced 
stocks by as much as 50 percent. 

Only one dealer, in fact, told of 
an increase in his new-car supply, 

(Continued on Page 53, Col. 2) 


Holiday Slashes 
Output 21 Pct. 


— long July 4th weekend 
caused U. S. vehicle production 
to decline 21.1 percent last week— 
the lowest point of the year, But 
output is slated to climb more than 
20 percent this week since the 
plants return to a normal basis 
today (July 12) and Packard and 
Dodge resume assemblies. 

Turned out last week, accord- 
ing to Automotive News esti- 
mates, were 86,050 cars and 15,350 
trucks, compared with the pre- 
ceding week’s 109,296 cars and 
19,260 trucks, 

Packard last week completed its 

‘Continued on Page 56, Col. 3) 


GM Dealer Heir Plan 


Contract Addendum Provides for Son, Son-in-Law 
To Take Over Business 


Harlow H. Curtice, GM president, 
who said it represents a broad- 
ening of existing policy. 

In a letter to all GM dealers and 
distributors, Curtice described the 
plan as “another step toward the 
attainment of our mutual goals and 
in furtherance of our relationships 
as partners in progress.” 

* a s 

A DEALER or distributor wishing 

to take advantage of the plan 
will be permitted to sign an “in- 
terim agreement addendum” to the 
direct dealer selling agreement in 
effect between the dealer and a 
GM division. 

“This addendum will automati- 
cally make available to a son or 
son-in-law the appointment as 
the dealer or an interim selling 
agreement, provided he is ready, 
willing and able to meet the op- 
erating requirements of the sell- 
ing agreement,” Curtice said. 

The son or son-in-law must also- 
have been actively participating in 
the business for a reasonable period 
of time. 

The interim selling agreement 


alers against selling competitive 

oducts. | offered to the son or son-in-law will 

This case has been watched |remain in force for the remainder 

with considerable interest by the |of the term of the selling agree- 

‘Suto industry, since Harley- ment in effect at the time of death 
(Continued on Page 52, Col. 1) 


Davidson has contended that its 
de hip setup was similar to 
In This Issue 
Registrations, Prices .......... 


of the auto 
Auto selling agreements do not 
Used-Car Auctions ........ 


80 many words bar handling of 
bmpetitive products. But there 
ve been charges that, in practice, 
. (Continued on Page 55, Col. 1) 
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Here's Pattern of '54 Car Production Across the United States 
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Each Maker's Share of Car Output Tr 


Seasonal Buying Adjustments ine 


Used-Car Price Index Falls $29 


worst of the year, while '53s fell|of that model below $2,000 for the 


By Bob Lienert 
Staff Writer 
SED-CAR prices tumbled $29 on 
Automotive News’ index last 
week, under the impact of seasonal 
buying adjustments. 

The sharp cut in the overall 
price—heaviest since last Novem- 
ber—apparently reflected whole- 
sale buyers’ decisions to lay back 
in preparation for the late sum- 
mer months, since the retail 
market for both new and used 
cars continued strong through 
the holiday period. 

Used-car operators believe that 
as the year approaches the new-car 
dealers’ cleanup period, new cars 
will become more and More com- 
petitive pricewise with used units— 
particularly the late models. 

* * * 
—— also is a feeling that 
widespread styling changes on 
the ’55 Ford and Chevrolet will have 
an adverse effect on used-car 
values. 

One dealer put it this way: 
“If what they say about design 
of the ’55s is true, they’ll make 
a@ year-old used car look like a 
five-year-old.” 

Wholesale buyers apparently an- 
ticipate much lower prices, come 
fall, and are beginning to whittle 
down cost levels. 

At any rate, the overall average 
price of units wholesaled at auction 
last week skidded to $795. The $29 
loss was the heaviest since Nov. 9. 

* + ao 
S* of the eight individual models 
oes on the index suffered set- 
backs—all six winding up at new 
lows. The loss on ‘51s was the 





TUDEBAKER and Packard 

dealers are elated over plans 
to consolidate the two firms, an 
Automotive News survey revealed 
last week. 

Dealers in certain areas re- 
ported sales already have picked 
up, although a few feel that bene- 
fits from the merger will not 
become apparent for perhaps sev- 
eral years. 

Nearly all, however, feel that the 
consolidation represents a big step 
forward—not only for the com- 
panies involved, but for the auto 
industry as a whole. ‘ 

* 


GEVERAL dealers said they felt 
the merger had restored public 





Safety Reminder— 


Vice-President Richard M. Nixon (right), 
accepts a license frame bearing a re- 
minder to “Drive Safely" from Postmaster 
General Arthur E. Summerfield. Use of 
the frames is encouraged by the Presi- 
dent's Action Committee for Traffic Safety 
and the Inter-Industry Highway Safety 
Committee. The program was 
by B. J. Audette, president of Benmatt 
Organization of California, manufacturer 
of license plate frames. 


Dealers Back Merger 


Studebaker and Packard Retailers See Move 
Helping Their Business 


further than they had in any week 
since Feb. 8, 

A severe blow was dealt to 
474s, when 14 percent of that 
model’s total average value was 
wiped out in the week’s market 
loss—the worst for ’47s in 12 
months, 

The only used-car models to hold 
up in price last week were ’52s 
and ’48s. Both have shown sur- 
prising strength in recent weeks. 

A gain of $2 brought the price 
of ’52s up to $1,004, which is more 
than they were selling for a month 
ago. A $5 jump brought ’48s back 
up to $263, the same level they had 
held two months ago. ° 
+ * * 

EAVIEST losses were sustained 

at the top of the list, where 
’54s retreated $87 to wind up at 
$1,960, while $60 was skimmed off 
‘563s to bring the model down to 
$1,341. 

The loss on ’54s pulled the price 


Production 


Automotive News Estimates: 
U. 8. Cars, Trucks 


156,130 


128,556 
101,400 


Last Prev. 1953 
Week Week Week 


For complete production totals 
by makes, see table, Page 56. 





confidence in both Packard and 
Studebaker. One dealer noted that 
the announcement gave both com- 
panies a chance to mention their 
assets and show the public that 
they had plenty of financial 
strength. 

Dealers in the overwhelming 
majority said they felt that by 
consolidating, the two makers 
could move into a stronger posi- 
tion, cut costs, turn out better 
cars, build more effective adver- 
tising, pool engineering and de- 
signing talent, and strengthen 
dealer outlets. 


Many dealers expressed a strong 
interest in handling both lines, al- 
though Studebaker dealers seemed 
more receptive toward dualing than 
did Packard dealers. 

Most said that dual franchises 
would work out best in smaller 
towns and in rural areas. Few be- 
lieve that there will be many dual 
dealerships in metropolitan areas. 





For a city-by-city report on 
the Studebaker-Packard consoli- 
dation, see pages 46 and 47. 





Consolidation plans, according to 
the original announcement, call for 
dualing at selected points. 

* 7 a 


(pear dealerships, the surveyed 

dealers said, would most likely 
be able to provide better service 
in smaller towns than could dealers 
who were franchised for only one 
of the individual lines, 

Several dealers have already 
twinned their franchises, and in 
Minneapolis, the Packard zone 
office has signed three Stude- 
baker dealers. 

One of the big question marks 
for Packard dealers who are mull- 
ing a dual franchise is the Stude- 
baker truck. Several report they 
now are franchised to handle in- 
dependent lines of trucks. 

One said he would be willing to 
take a crack at selling light Stude- 
baker trucks, but was uncertain 
about the bigger jobs. 

A few Packard dealers said they 
thought they could make the Stude- 
baker truck a paying line. 






first time. 

Two models each suffered a 
$30 loss. The reductions brought 
’5ls down to $707 and ’47s down 
to $180. The $180 figure, it should 
be noted, is the lowest price ever 
quoted on Automotive News’ in- 
dex for any post-war used car. 

An $18 loss put '50s at $522, while 

’49s dropped $7 to level out at $386. 

Used-car dealers, finance firms 

and others who are concerned with 
(Continued on Page 56, Col. 1) 


29% of Vehicles 
Fail Safety Check 


Inspections Top Million 
First Time in History 


WASHINGTON. — One out of 
every four vehicles inspected dur- 
ing the May Check Your Car 
(Truck)—Check Accidents program 
failed to pass, it was announced 
last week by W. F. Hufstader, 
chairman of the Inter-Industry 
Highway Safety Committee and a 
General Motors vice-president. 

The number of cars and trucks 
checked during the campaign to- 
taled 1,071,144 units, the first 
time in the program’s history 
that inspections topped a million. 

Hufstader said brakes and rear 
lights were the two items most 
frequently found in unsafe condi- 
tion. These items were defective 
on one of each 10 vehicles in- 
spected. 

“The condition of brakes was 
found to be slightly improved over 
the 1953 report when one out of 
six failed to pass the voluntary 
check,” Hufstader said. “However, 
rear lights appeared more fre- 
quently in need of attention as the 
figure changed from one out of 
13 in 1953 to one out of 10 this 
year.” 

Other major causes for failures 
were: Front lights, one in 15; 
steering, one in 24, and exhaust 
sytems, one in 24. Also inspected 
were tires, windshield wipers, 
glass, horns, and rear-view mir- 
rors, 

Included in the 1954 report are 
results of checks conducted in 147 
cities. The community safety-check 
activity grew out of a cooperative 
effort of the Inter-Industry Com- 
mittee with the National Safety 
Council and Look magazine. An 
original plan to conduct programs 
in 25 selected cities, following a 
successful pilot campaign carried 
out in Dothan, Ala., grew to the 
final total of 147. 

Auto dealers played a dominant 
role in the campaign by giving 
free inspections. 

“The 1954 program has shown 
that results can obtained when 
the efforts of business, public of- 

ficials and civic groups are com- 
bined to carry out needed traffic 
safety programs,” Hufstader said. 

“Results of the check point up 
the need for every driver to make 
certain his vehicle is in safe oper- 
ating condition at all times.” 





How They Fared in First Half 


(U. 8S. CAR PRODUCTION) 


Output 
1st Half, 
1954 


378,781 
56,833 





a MOTORS ......... 1,528,119 
iebthasdibnbevesiirvictsvosctueits 287,042 

Cnailiac Sirecdis Seenticegieseltansion 61,741 
a ae 760,769 
Sierchs ticsheniaitan bane 223,962 

BE  Srccicigtiueiidaenvinnetins 194,605 


TOTAL BIG THREE. 2,832,179 


AMERICAN MOTORS ...... 50,145 
MIE, ~esvesccsietliotinsessevisvebicves 14,315 
BNE seiniihivibvinstsesninssisecenssees 35,830 

KAISER MOTORS ............ 14,216 
BID isccvissnivaricstentasebcitevnacs 5,732 
PUNE Sabvih biases svivecsidorrcesiaives 8,484 

PACKARD ooooioiooeecccceeeee 19,554 
TOTAL OTHER 

cudeuscnsiedie 126,574 
Total —, _— ienvewaiied 2,958,753 





Pet. of Output Pet. of Changs 
1954 Ist Half, 1953 Pet. o¢ 
Total 1953 Total Industry 
12.8 698,612 21.5 — 8.7 

19 101,264 3.1 — 12 
13 13,973 23 — 10 
2.3 182,243 5.6 — 3.3 
13 341,132 10.5 — 3.2 
31.2 657,936 20.2 11.6 
25.3 504,706 15.5 9.8 
0.7 27,951 0.9 — 0.2 
5.2 125,279 3.8 + 14 
5L7 = =1,541,482 47.3 + 4.4 
9.7 277,155 8.5 + 12 
2.1 62,851 19 0.2 
25.7 774,264 23.8 19 
16 196,772 6.0 16 
6.6 230,440 7.1 — 0.5 
95.7 2,898,030 89.0 + 6.7 
17 156,449 4.8 — 3.1 
0.5 50,139 15 — 16 
1.2 106,310 3.3 — 2.1 
0.5. 44,483 14 — 09 
0.2 19,839 0.6 — 0.4 
0.3 24,644 0.8 — 05 
0.7 59,923 L8 — Ll 
14 97,125 3.0 — 16 
43 a 1L0 — 6.7 
100.0 8,256,010 100.0 
* oe 


Only GM and Ford Increase 
First-Half Output Shares 


TH Ford Motor Co. scoring 

the biggest gain and Chrysler 
Corp. suffering the gravest loss, 
the Big Three accounted for a 
record 95.7 percent of the 2,958,753 
cars produced in the first half of 
1954, Automotive. News figures 
show. 

GM produced a whopping 517 
percent, the first time in its his- 
tory that it had gone over the 
“50” mark for a half-year period. 
All its divisions, except Pontiac, 
showed gains in percentage of in- 
dustry. 

Ford Motor rang up the largest 
gain—11.0 percentage points—giving 
it 31.2 percent of output. Ford and 
Mercury percentages rose, but Lin- 
coln dipped. 


OTH Ford division and Ford 

Motor also set postwar records 
for number of cars turned out in a 
first half—750,049 for the division 
and 925,279 for the company. 

Ford division’s output climbed 
9.8 percentage points to 25.3 per- 
cent of the total, while Chevrolet 
rose 19 points to 25.7 percent. 
Thus, 51 percent of the cars 
turned out in the first half were 
either Fords or Chevrolets. 

Chrysler Corp. dropped to 12.8 
percent from 21.5 percent in the 
comparable 1953 period. All its divi- 
sions showed declines. 

” * * 


Wirt the Big Three share at a 
new high, the smaller makers 
were able to produce only 4.3 per- 
cent, the lowest level in the postwar 
period. 

In 1948, the smaller producers 
accounted for 19.7 percent of car 
production; in 1949, 14.0 percent; 
1950, 13.0 percent; 1951, 12.8 per- 
cent; 1952, 13.3 percent, and 19583, 
8.9 percent. 

Among the smaller firms, Ameri- 

can Motors suffered the biggest 





Pontiac Dream Car on Tour— 


The Pontiac Strato Streak will be displayed in dealer showrooms this summer. To- 


gether with the Pontiac Bonneville Special, 
Robert M. Critchfield (left), Pontiac general manager, and H. E. 


some 70 cities. 


another experimental car, it will tour 


Crawford, sales manager, give the Strato Streak a sendoff. 


drop. Nash went down to 1.2 per- 
cent of total output from 3.3 per- 
cent in last year’s first half, while 
Hudson fell to 0.5 percent from 1.5 
percent. 

Kaiser slipped to 0.2 percent from 
0.6 percent; Willys to 0.3 percent 
from 0.8; Packard to 0.7 percent 
from 1.8, and Studebaker to 1.4 
percent from 3.0. 


New Owner Lets 
Federal Truck’s 
Old Line Drop 


DETROIT.—Dallas E. Winslow, 
head of Mast-Foos Mfg. Co., which 
two weeks ago purchased Federal 
Motor Truck, said last week that 
the firm no longer will produce 
the old line of trucks. Production 
was halted two weeks ago. 

He said a survey of specialized 
vehicles is being made to see what 
possibilities that field holds. 

Winslow said he would be glad 
to see “someone else” continue pro- 
duction of Federal’s former line. He 
did not elaborate. 


Up for sale is part of the com- 
pany’s real estate, including a por- 
tion of the factory and its Detroit 
branch. The New York branch will 
not be changed. 

Winslow, who also is a Ford 
dealer in Mount Vernon, O., em- 
phasized that service will be con- 
tinued through Federal’s dealers 
and distributors. 


Roach to Manage 
Chevrolet Region 


DETROIT.—Appointment of J. R. 
Roach jr., as assistant manager of 
Chevrolet’s eastern region was an- 
nounced last week by W. E. Fish, 
general sales manager. 

Roach, who had been Baltimore 
zone manager since 1952, replaces 
H. P. Sattler, who was appointed 
head of the commercial and truck 
department. The eastern region’s 
offices are in Washington. 

F. C. Silvey succeeds Roach as 
Baltimore zone manager, and Wes- 
ley P. Dalton replaces Silvey as 
Harrisburg (Pa.) zone manager 
Dalton most recently was Pitts- 
burgh city manager. 


N. Y. Dealers Tee Off 


ROCHESTER, N. Y.—More than 
100 members of the Rochester Au- 
tomobile Dealers Assn. attended the 
annual golf tournament and outing 
at the Oak Hill Country Club. An- 
other golf tournament, followed by 
a clambake, will be held in Septem- 
ber, 





for 















OL gretesgid is always a timely sub- 
ject in this trade. 

The-all-too-familiar fact is that 
automobile fatalities have been 
greater since the inception of the 
industry than the number of men 
we have lost in all the wars in 
the history of this nation. For 
this reason, the public constantly 
points accusing fingers at us. 

Of course, we have, as a trade, 
accomplished considerable to cut 
down automobile accidents. The 
Automotive Safety Foundation, 
originated by Paul G. Hoffman, 
has been and is doing wonderful 
things. Bud Darlington and the 
Inter-Industry Highway Commit- 
tee conduct an aggressive cam- 
paign. 

Dealers have unitedly supported 
the May Safety Check Campaign 
to improve the mechanical safety 
of cars in the hands of the owners. 
Dealers have loaned many thou- 
sands of cars, worth many millions, 
for high-school driving training.- 

All of this effort, while not re- 
ducing the number of fatalities, 
has cut them down appreciably 


BBB in Buffalo 
Levels Blast 
At Allen Ads 


BUFFALO. — The Buffalo Better 
Business Bureau took exception to 
a recent new-car promotion staged 
by Don Allen Chevrolet in which 
the dealership used a “Buy Direct 
and Save” theme, offering fully 
equipped four-door sedans at $1,899. 


In its current bulletin, the BBB 
stated: 

“Don Allen is an authorized Chev- 
rolet dealer. He is not a distributor. 
The statement, ‘This is a special di- 
rect sale, which appears in the 
above ad implies that an exception 
to this relationship between the 
factory and Allen has been made as 
a special purchase. The bureau is 
advised that this is not the case. 

“The price of $1,899 in this ad is 
indicated to be lower than usually 
charged by Chevrolet dealers by the 
statement, ‘Buy Direct and Save.’ 
The bureau is advised this is not a 
special factory price as the same 
car with identical accessory equip- 
ment could be purchased from 
other dealers at about the same 
price. 


“The accessories offered by Don 
Allen in this deal are not genuine 
Chevrolet parts and not what are 
usually installed, according to the 
salesman contacted by the bureau 
at the point of sale. This important 
fact is omitted from the ad. 

“In the bureau’s written report 
to Don Allen, it was recommended 
that such phrases as ‘Buy Direct 
and Save’ should not be used in 
future advertising. While this re- 
port has not been answered, some 
changes have been made in subse- 
quent ads featuring this offer.” 
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Dealers tell me 


By John 0. Munn 
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‘Most Perilous Period’ Cited .. . 


Order Cars with Care, 
R. I. Dealers Told 


from the stand point of the mil- 
lions of miles automobiles are 


driven. 
* * 


Danger in Speed 


ALL know the three E’s of 
safety — Education, Enforce- 
ment, Engineering. The industry 
is working aggressively in all of 
these directions and is to be compli- 
mented, but are we doing every- 
thing possible in connection with 
each line of activity? Sometimes 
it is questioned. 


Many think that we are fall- 
ing down in our progress in con- 
nection with the question of 
speed. Just recently there was 
considerable propoganda that the 
powerful engines now being in- 
stalled in many cars are a safety 
measure, 

Powerful engines mean to a lot 
of people more speed, and speed is 
fatal. You can’t sell people in this 
nation, particularly the automo- 
bile users, whose influence is con- 
siderable, on the idea that more 
power in automobiles is a safety 
measure when they see automo- 
biles on our country roads using 
that speed and endangering the 
lives of others who use the roads 
at more moderate speeds. 

The contention that cars with 
powerful engines are more flexible, 
can get around traffic in a hurry, 








5th Bomb in 32 Months 
Hits Simpkins Property 
ST, LOUIS.—A new ranch home 
in St. Louis County being built 
for Joe Simpkins, local Ford 
dealer, was bombed last week, 
with damage estimated at $3,000. 
This brought to five the num- 
ber of bombings of Simpkins 
properties in 32 months. 


Simpkins told police he knew of 
no reason for these acts. A $5,000 
reward has been offered by Simp- 
kins for some time, but none of 
the bombings has been solved. 





is only academic. When the time| ae 


comes that all cars will be pow- 
ered as high as some of the present 
models, who is going to get around 
whom in a hurry? It will only 
mean crashups at high speeds, and 
more fatal accidents. 

* * * 


Death Tracks 


IN there are others in the 
trade who regret very much 
the industry’s encouragement to 
stock-car racing. That is a pro- 
moters’ venture. Let it remain en- 


The Real Villain? — 


This is Willie Wedgehead, wanted for 
murder by speeding and known to be 
“armed with an outmobile.” According 
to the New York Good Roads Assn., the 
character was created as a symbol of 
all the half-wits who scourge the high- 


ways. He is being used in a safety 
campaign. 

a 
tirely in their hands without 


encouragement from the trade. 

Automobile racing isn’t neces- 
sary to prove the speed or stam- 
ina of any car. There are plenty 
of testing tracks for that pur- 
pose. Stock-car racing kills and 
injures many drivers. That gives 
the industry a bad press. It sets 
an example for younger drivers 
to hop up cars and use the 
public roads for speed tracks, 

No criticism is intended to the 
Indianapolis Speedway. In the early 
years it contributed importantly to 
the engineering development of 
passenger cars. It still is extremely 
useful for tire, battery, spark plug, 
accessory and other component 
manufacturers and suppliers of the 
industry. 

I don’t know what the Memorial 
Day race, which takes place on this 

(See MUNN, Page 49, Col. 1) 
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de Island Dealers Hold Outing— 





PROVIDENCE.—Dealers are now 
going through the most perilous 
period in the history of new-car 
retailing, Leo B. Carey, president, 


the cleanup period, Carey said, it 
would be easy to slip into distress 
selling. 

“The time is now with us, he.said, 


told members of the Rhode Island/|“when we should carefully check 
Automobile Dealers Assn. at their| our stock of new cars. Do not let 


annual outing last week. . 
With dealers fast approaching 








the factories ship one more car 
than you can sell profitably.” 

He urged dealers to be particular- 
ly careful as to what they ordered 
and to cancel any orders they had 
placed for cars they did not desire. 

“It would be better to do this,” 
he said, “than to lose $100 or $200 
to move them in November or De- 
cember.” 


Carey also discouraged Rhode 


| |Island dealers from becoming en- 


tangled in sales races. He said: 


“Let’s not, at the expense of the 
dealers of Rhode Island, place 
this car or that car in first place 
in sales, when each and every 
dealer will have to pay the pen- 
alty for a few dealers who are 
engaged, for the pride of their 
factories, in seeing the particular 
car that they are selling in first 
place in sales.” 

In scoring questionable selling 
tactics such as “would-you-takes,” 
Carey said, “We should conduct our 

businesses as the department store 
merchant or the hardware mer- 
chant and let’s not kid ourselves, 
we are entitled to a profit,” 


Revenue Audits 
Explained by Utah 
Dealer Group 


SALT LAKE CITY.—Plans of the 


Among those attending the annual summer outing of the Rhode Island Automobile 
Dealers Assn. were (seated, from left), Leo B. Carey, president, and Frank J. Kohl, Internal Revenue Service to audit 
outing chairman. Standing: Harry Sandager and G. Washington Frazer, vice-president. 


INDIANAPOLIS.—In a letter dis- 
tributed by the Automobile Dealers 
Assn. of Indiana, a dealer says: 

“It seems to be the theme of this 
day to trade and give more, cer- 
tainly not for the sake of making 
a reasonable profit, but to take a 
deal away from some competitor. 

“This must stop and (we must) 
start working with and for each 
other. We need profit.” 

The dealer, Verlin Brown (Chrys- 
ler-Plymouth), said that the pres- 
ent state of the auto retailing busi- 
ness was due to psychological 
factors. 

“Little has changed,” he said, 
“except our thinking and anxiety. 
There is a good potential market, 
in my opinion approximately 4% 
million new cars. 

“In most lines, factories are not 
now pressuring dealers and those 
who are can be stopped if we re- 
fuse to place the orders. If we don’t 
do so soon, our financial limita- 
tions will stop them for us, but it 
will be too late to do any good 
We'll be long gone.” 

Brown urged dealer associa- 
tions to do everything in their 
power to make the trade con- 
scious of its weaknesses, needs 
and responsibilities. 

This is necessary, he said, “so 
that we may all resolve to make a 
reasonable profit, learn that our 
destiny lies in our ability to co- 
operate and respect one another, 
so that we may again lift our col- 
lective chins from our chests and 
proceed to do business on a basis 
and in a manner that will build, 
not destroy, the public trust.” 

Brown said that dealers had 
gotten themselves into their pres- 
ent state because ‘we dealers ap- 
parently were so deluded with the 
profits that we previously made 


Boys’ Club Honors Ingold 


SAN FRANCISCO.—The $750,000 
new boys’ club here has been named 
for Ernest Ingold, Chevrolet dealer, 
who has retired after three years 
as its president. : 


Dealer Pens Unity Plea 


Hoosier Calls for End to Giveaway Transactions; 
Says Improper Attitude Is to Blame 


that we feared the consequences 
if we failed to cooperate (with 
factories on taking cars).” 

“Where, pray tell, was our logic?” 
he asked. “And if we had the good 
sense to recognize it for what it 
was, where were our guts to be 
firm and say ‘no’ when we had 
enough?” 


Officers Elected 
By Idaho Groups 


BOISE, Id.—Dealer associations 
| in Lewiston and Twin Falls have 
elected new officers. 

Lewiston officers are: President, 
Lou Bell; vice-president, Tom To- 
bin, and secretary-treasurer, John 
Adams. 

Officers in Twin Falls are: Presi- 
dent, Robert Reese; vice-president, 
Robert Wills, and secretary-trea- 
surer, Miles Browning. 






income, payroll and excise taxes in 
one operation were explained last 
week to members by the Utah Au- 
tomobile Dealers Assn. 

The association pointed out to 
members that the combination 
audit would cut to a minimum in- 
terruption in office routine by rev- 
enue agents checking books. 

The association elaborated on 
points the auditors will cover, as 
follows: 

Entertainment expenses — Will 
have to be justified as business ex- 
pense. 

Depreciation — Rate claimed will 
have to be justified. ‘ 

Bad debts—Proof will be required 
that collection was tried and that 
the debts are worthless. 

Pension and profit-sharing trusts 
—Strict compliance with the plan 
will have to be shown. 

Fringe benefits — These will be 
checked to see if they constitute 
income to employes. 

Capital gains on sale of equip- 
ment—Proof that it was a capital 
asset will be required. 

Contributions — These will be 
checked closely to determine that 
they went to legitimate charities. 

Foreign tax credit—Dealer must 
show nature of the foreign tax. 


On the House .. . 


Auto bright spot in recent months has been used- 
car turnover; ditto on service and retail parts sales. 
Latest evidence in these fields is report by Chicago- 
area Ford dealers, which shows June used-car 
sales volume 9.2 percent over May while June’s 
repair orders and parts sales topped May by 11 


to 18 percent. . 


Iowa association is moving to larger quarters at 
415 Tenth St. in downtown Des Moines . . . Illinois 


Wemhoft 
phone,” dealers 





association president, C. W. Albrecht, has named 
the following to his executive committee: Ralph 
Cox, Larry Hackett, Ralph Knight and Robert 
Spangler ... “Give nobody nothing, never over the 


are being advised by their asso- 


ciations in an effort to thwart charity rackets ... 

Although Ford Motor and a Pontiac (Mich.) real estate firm 
won’t comment, it’s pretty well understood in auto circles that Ford 
is buying 7,000 acres between Romeo and Leonard, Mich., about 
40 miles from Detroit, for a proving ground to replace present 
inadequate facilities near Dearborn. 


—Pete Wemuorr, Editor, 
Automotive News 
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Capsule Comment 


If makers exercise caution on production, dealers declare, | 
this year’s new-model cleanup should not be as bad as last | 
year. 

Could it possibly be? 
e ? a 

Despite a lot of ballyhoo as negotiations started with the 
steel companies, the steel workers union quietly dropped its | 
demands for an annual wage and settled for a pay boost. 

Will the UAW’s buildup for an auto annual wage blow 
up the same way? 


The House is considering a bill that would deny states 
Federal highway aid by the amount of. revenue the states | 
collected from “third-structure” truck taxes, such as ton- | 
mile levies. 

A realistic approach to a grave problem. 


az * * 
Kaiser-Willys has turned down a proposal by UAW Local 


12 to form an Ohio distributorship for K-W cars. 
A wise move. 


American Medical Assn.’s house of delegates is urging 
car makers to equip autos with plane-type safety belts in an 
attempt to cut down fatalities. 

But how are you going to make motorists use ’em? 


Labor costs consumed 25.5 percent of industry’s sales 
dollar in 1953, compared with 25.2 percent a year earlier, 
reports Standard & Poor. 

After Uncle Sam and materials cost consume their share, 
there’s not much left. 





In early 1954, nearly two-thirds of all “spending units” 
in the nation owned one or more automobiles, the Federal | 
Reserve Board reports. 

Still one-third to go. 





Dealer Conventions 


Sept. 10-11—Colorado Automobile Dealers 
Association, Broadmoor Hotel, Colerado 
Springs. 

Sept. 10-12 — Maine Automobile Deolers 
Association vention, Sameset Hotel, 
Rockland, Maine. 

. 12-13— South Dakota Automobile 
alers Association Conveation, Rapid 
City, South Dakota. 

Sept. 16-18—New Mexico Automotive Deol- 
ors . Convention, Hotel Hilton, 
Albuquerque. 

Sept. 17—Kanses Automobile Dealers Assn. 

tion, Broadview Hotel, Wichita, 


Sept. 19-20—Automobile Dealers Associe- 
tion of North Dakota, Convention, Fargo, 
North Dakota. 

. 19-22—New York State Automobile 
lers Convention, Saranac inn, Sara- 
nac, New York. 

Sept. 20-2i—Minnesota Automobile Deal- 
ers Association Convention, Nicollet 
Hotel, Minnaeapolis. 

. 21-22—Wisconsin Automotive Trades 
sociation Convention, Hotel Schroe- 
der, Milwaukee. 

Sept. 23-24—New Jersey Automotive Trade 
Association Convention, Atlantic City. 

Sept. 28-29—Automobile Dealers Assn. of 
Alabama, Inc., Convention, Buena Vista 
Hotel, Biloxi, Miss. 

Oct. 3-4—Oklahoma Automobile Dealers 
Association Convention, Skirvin Hotel, 
Oklahoma City, 

Oct, 3-5—Automobile Dealers Association 
of Alabama Convention, Biloxi, Missis- 


sippi. 
Oct. 8-9—Pennsylvania Automotive Asso- 


ttn . tion, Haddon Hall, At- 
antic lew Jersey. 
Oct. 10-12—Mississippi Automobile Deal- 


os Assn. Convention, Buena Vista Hotel, 

Oxl. 

Oct. 10-12—Texas Automotive Dealers As- 
sociation Convention, Gunter Hotel, San 
Antonio. 

Oct. 17-18—Georgia Automobile Dealers 
Association Convention, General Ogle- 
thorpe Hotel, Savannah. 

Oct. 17-19—Tens Automotive Associa- 
tion Convention, Peabody Hotel, Mem- 


phis. 

Oct. 23-25—Arkansas Automobile Dealers 
Association Convention, Marion Hotel, 
Little Rock 


“Jan. Comat, Gongs Welhaies 
sn. intion, ie Washington 
Hotel, Jacksonville, ce 
Oct. 26 — Connecticut Automotive Trades 
Association Convention, Hartford. 

Oct. 31-Nov. I—i0th Annual Convention, 
Texas Independent Automobile Dealers 
Association, Hilton Hotel, Fort Worth. 

Nov. 7-9—Ohio Automobile De 
Convention, Mayflower Hotel, Akron. 

Nov. 7-9 — tucky Automobile Dealers 
Association Convention, Kentucky Hotel, 
Louisville. 

Nov. 14-16—National Used Car Dealers 
Association Convention, Empress Hotel, 
Miami Beach, Fla. 

Nov. 18-19 — idaho Automobile Dealers 
Association Convention, Boise Hotel, 


ise. 

Nov. 20— Utah Automobile Dealers As- 
sociation Convention, Newhouse Hotel, 
Salt Lake City. 

Dec. 2-4 — Montana Automobile Dealers 
pow Convention, Florence Hotel, Mis- 
soula. 

Dec. 7 — Milwaukee County Automobile 
Dealers Assn. Convention, Milwaukee 
Athletic Club, Milwaukee. 

s 8 ¢ 


Dealer Auto Shows 

Jan. 8-16—Chicago Auto Show, Interna- 
tional Amphitheater, Chicago. 

Jan. 8-16—Washington, D.C. Auto Show, 
Washington, 

Jan. 29-Feb. 6—Detroit Auto Show, Mich- 
igan State Fair Grounds, Detroit. 

Feb. 5-12— Milwaukee Auto Show, Mil- 
waukee Auditorium, Milwaukee, 

Feb. 12-19—San Francisco Auto Show, Pan 
Pacific Auditorium, San Francisco. 

* 8 @ 


General 

July 12-16—ATAM Annual , Broad- 
moor Hotel, Colorado Springs’ Cole, 
August 16-18—Society of ive i- 
seers (National West Coast Meeting), 


Sept. 10-12—National Truck Le 
pt. —National Truc’ asing Assn., 
Gu Annual Meeting, Stemarch Hotei’ 
icago. 
1&-17 — National Petroleum Assn. 
52nd Anaval Meeting), Traymore Hotel, 
jantic City, New Jersey. 
. 20-22 — Truck Sosy and Equipment 
Association, Inc., Hotel Statler, Buffalo. 
Sept. 23-25—Automotive Parts Rebuilders 
(Continued on Page 51, Col. 2) 


20 Years Ago... 


The Big Story 


General Motors sales during June reached a total of 112,247 units, 
an increase of 17.8 percent over the 95,253 units sold during May... 
Chrysler Corp. sales in the first six months of 1934 amounted to 
388,742 vehicles, an increase of 79 percent over the previous year... 
For the first time in financing history, wholesale volume exceeded 
retail this year during the first four months. . 
motor vehicles, especially in the lower price ranges, was stepped up 
sharply during 1933, bringing substantial improvement in the automo- 
tive industry as compared with the previous year. World auto produc- 
tion in 1933 totaled 2,715,575 units, an increase of 37.4 percent over 1932 
. . . Surveys by traffic officials show that motorists favor speed limits 
. Average power output in auto engines is 
88 percent greater than nine years ago. The horsepower of the smaller 
cars is now 4% times the 1925 figures. Brake mean effective pressure 
at the power peaking speed has increased 27 percent. 


of 45 miles per hour. . 
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‘Controls & Softies ... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Hditor, Automotive News, Detroit 26, Mich. 











|after July 31 regardless of factory 
pressure. 

Trade only up to where you have 
: enough gross left to cover the total 
than a 50 percent drop in sales. | expense of selling that new car. No 


Quit Bellyaching 
We sell an independent make 
which has nationally suffered more 


further! Look at the trade on the 
basis of today’s wholesale value. 
And—while on the subject of values 
—may I say the best guides are 
actual cash values as shown in auc- 
tion figures. 

Control expense rigidly with an 
iron grip. Budget all expense items. 

“Bootlegging” of new cars? If a 
dealer doesn’t know how to elim- 
inate this competition in his area, 
he doesn’t deserve to be a dealer. 
After all, the used-car dealer can- 
not buy them any cheaper than the 
new-car dealer can. 

And last, let’s quit bellyaching, 
run our own business and keep gov- 
ernment out of it. I am sick to 
death of filling out silly forms so 
that some nitwit may hold a civil- 
service job. 

You say you can’t sell cars against 
competition and do these things?- 
That we are only selling an inde- 
pendent—what do we know about 
volume? Well, we don’t know, but 
we have out sold Chevrolet and Ford 
in our town for the past five years 
and at a profit, too. . 

Thanks for listening. — Luioyp L. 
GRANT, owner, Grant’s Auto Sales & 
Service (Nash), Puyallup, Wash. 

° * - * 


We, among others, have been try- 
ing to get the government out of 
private business for 20 years. Now 
the softies in this business want 
Uncle Sam to fight their competitive 
battles for them. Why don’t they go 
farming so that they may be guar- 
anteed a profit through price sup- 
port? The first thing you know 
dealers will want price supports on 
used cars, too. 

As a dealer who is comfortably 
in the black for the year to date 
(which I understand many Big 3 
dealers are not), may I respectfully 
suggest to other dealers: 

Take only from the factory those 
cars you can sell at a profit. 

Stop taking unneeded new cars 





Tempus Fugit 

Seeing J. B. Van Tassel’s picture 
in Automotive News, together with 
his splendid articles, reminded me 
of the old days at Packard. 

The marketing of automobiles, by 
dealers, has undergone some drasti< 
changes since Van, Ray Chamber- 
lain, Lorrenger and Jack Gilray 
used to help us Packard dealer 
figure out ways and means. 

I remember asking Gardner Plat’ 

(Continued on Page 54. Col. 3) 


. Production of all 





—From the files of Automotive News. 
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This New Sales Procedure Sells More Cars 


... say enthusiastic dealers 


A modern method for selling more automobiles in today’s 4. Profit by time-tested techniques in overcoming objections 
market is available to all dealers and all salesmen. It is a part and clinching sales. 

of the Universal C.I.T. Continuing Program for Developing 5 
Dealer Profits, introducing new ideas and techniques that 
show how you and your salesmen can: 


. Use positive methods of controlling the sale. 


6. Close more car sales with greater profits and commissions. 


Automobile dealers and salesmen can use these successful 
methods in selling more cars—to the benefit of the entire in- 
dustry. And that is the purpose of this invitation to you. If 
you have not had these methods presented to your salesmen, 
your Universal C.I.T. representative will welcome the oppor- 
. Avoid mistakesin selling which turn prospects into shoppers. tunity to cooperate with you in making this possible. 


1. Build up large numbers of prospects who are interested in 
buying a new or better used car. 


. Apply new merchandising methods proved by successful 
sales campaigns. 


Universal C. 1. T. Credit Corporation 


One Park Avenue, New York 16, N. Y. 


OVER 400 BRANCHES SERVING THE UNITED STATES AND CANADA* 
*In Canada, Canadian Acceptance Corporation Limited 
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Slugfest—from Texas, Westward... 


Dealers Tell Why They Bootleg 


By Bud Harris 
Traveling Correspondent 

- LOOKING in on the auto mar- 

kets from Texas westward, the 
names that show up most frequent- 
ly in the wild slugfests and bootleg 
sources are Ford and Chevrolet. 

In Texas cities, Ford and Chev- 
rolet dealers are slugging it out 
with used-car dealers. 

Many new cars rolled through 
the aeeiione I visited in Denver and 
Salt Lake City. Four to six miles 
were on the speedometers. Most of 
them were Fords | and Chevrolets. 


vom wete market bright spots, 
here and there. Like in southern 


Kansas, which has a bumper wheat 
crop coming up—Wichita, Hutchin- 


companies push in the opposite di- 
rection—they demand that dealers 
move cars floorplanned by a desig- 
nated time. 

When the finance companies push 
too hard, the dealers say they are 
forced to wholesale new cars at 
heavy losses or go out of business. 

» e 


—pAms seems to be an impor- 
tant battleground for Ford and 





Serial-Number Altering 
Investigated in N. C. 
RALEIGH, N.C. — The North 
Carolina Motor Vehicles Depart- 
ment has announced that it is in- 
vestigating reports of cars with 
identification numbers concealed 






















Chevrolet. Here are some specific 
ads from dealers: 

A Chevrolet dealer advertises 
“acres of New Chevrolets” at 20 
percent off. An illustration shows a 
lot jammed with several hundred 
cars, 

Below that ad a Ford dealer 
offers new Fords at $99 down and 
$69.50 monthly payments. Copy 
says: “We can beat anybody’s 
deal on new ’54 Fords—re 
of price, terms or down payment.” 

On the same page is a used-car 
dealer’s ad offering new Chevrolets 
as low as $1,595 and new Fords 
(Custom 8) as low as $1,795. 

Another authorized Chevrolet 
dealer advertises “new cars at used- 
car prices, used cars at wholesale 


prices to retail buyers.” Another 
Ford dealer advertises $900,000 in 
rolling stock going at $89.50 down 
in a sale of new Fords. 

> a * 


| ipd HOUSTON papers the tone is 
quieter among authorized Ford 
and Chevrolet dealers, although 
there are many ads from used-car 


son and Dodge City. 

But in many of the smaller towns, 
dealers report a downturn where 
seasonally they would expect an 
upturn. 


or altered being offered for sale. 

Commissioner Edward Scheidt 
said the practice, which appar- 
ently stems from bootlegging, is 
a State violation. 

Scheidt also said some firms 
are not giving purchasers title 
papers listing the actual seller as 
the owner of the vehicle, This, 


in Texas who have 

to used-car dealers 

say that they have been caught 

me a squeeze between factory and 


Ford, Inc. 


Chicago Dealers Name New Officers— 


Earl Zweifel (second from left), head of Zweifel Motors, Inc. (Ford), has been 
elected president of the Chicago Automobile Trade Assn., succeeding Steve J. 
Barrett. New vice-president is E. C. Schneider (left), of E. C. Schneider Motor Sales 
(Lincoln-Mercury), and secretary, M. F. McCarty (right), of International Harvester 
Co. Jerry H. Cizek, of Logan Square Sales & Service (Chrysler-Plymouth), was re- 
elected treasurer. Also elected were two new directors to fill unexpired terms, Walter 
Gerwig, of Gerwig-Nelson Motors, Inc. (Buick), and Donald C. Mullery, of Broadway 


finance company. 
The factories push stocks on 


them, they say, and the finance 





too, is a State violation. 





Dealers Get NLRB Nod 


New Labor Rulings Indicate Policy Reversal 
In Favor of Employers 


jurisdiction over a concern that has 


By Joe 
Staff Writer 
“BETTER SHAKE” in employe 
relations is in store for the 
nation’s auto dealers and other em- 
ployers, it was indi- 
cated last week by a 


ON number of National 
LABOR Labor Relations 
FRONT Board rulings. 

While the rulings 


of the board, now dominated by 
President Eisenhower appointees, 
came as no great surprise, many 
observers feel that the board is 
finally embarking on a definite 
pro-management policy which will 
reverse many of the pro-labor 

established by NLRB 
in the first two decades of its 


existence. 

A short time ago, the board an- 
nounced that it would not rule on 
a matter simply because of the 
“changed membership” of the board, 
but it is quite certain that cases 
will go before the board with slight 
technical differences and the net 
result will be reversed rulings be- 
cause of the “changed member- 
-* * * 


N THE latest pro-employer rul- 

ing, NLRB has renounced juris- 
diction over the labor relations of 
all firms which have a “direct out- 
flow” of products worth less than 
$50,000 and an “indirect outflow” of 
less than $100,000. Previously, these 
figures had been $25,000 and $50,000, 


sale of goods to a purchaser out- 
side the buyer’s state. “Indirect 
outflow” concerns the sale of 
goods to a firm engaged in inter- 
state commerce or to a public 


utility. 
Currently, NLRB will not exert 


New Cadillac Job 
Goes to Baldwin 


DETROIT.—J. M. Roche, general 
sales manager of Cadillac, last week 
named Kenneth R. ldwin to 
the n position 
of assistant busi- 
ness management 
manager. 

“This appoint- 
ment will enable 
ug to increase our 
business manage- 
ment services to 
a growing field 
organization, con- 
: sistent with the 

—_ expanded market 
K. BR. Baldwin enjoyed by Cadil- 
ee and dealers,” Roche 
said. 





A veteran of World War II, 
Baldwin was a member of Gen. 
Douglas MacArthur’s staff and also 
was assistant ordnance officer on 
the Sixth Army staff. 


an interstate “direct inflow” of 
goods worth less than $500,000 and 
an interstate “indirect inflow” of 
less than $1 million. 

+ * * 


Bur it is a near certainty that 
these figures will be doubled 
(Continued on Page 48, Col. 1) 


duly 7 

(Raining very hard today, and sale 

very bad. Sold 76 cars out of 128 of- 
ferings.) 

BUICK—’53 Special 2-dr., $1,600. ’52 
RM Riviera coupe, $1, 290° = ae- 
per 4-dr., $1,165*; Special 4 
145*. '51 Special 4-dr., b 
Riviera coupe, $750*; "4-dr., 


CADILLAO — '53 (62) 4-dr., $3,010* 
(ps). °51 (61) coupe, $1,745* (ps); 
(60) 4-dr., $1,780* (ps). '50 (61) 4- 
ar., $1,150*. °46 (62) 4-dr., $220°*. 

CHEVROLET—’53 Bel Air coupe, $1,- 
375; 2-dr., $1,210, $1,180. °52 SL De- 

; 4-dr., $880, 

, $750; SL "special 
Business coupe, $1,050*; club coupe, 
$580. 50 SL Deluxe 4-dr., ra 5. 
’49 SL Deluxe 2-dr., $345. FL 
Aerosedan, $260. 

CHRYSLER—'49 Royal club coupe, 
$490; 4-dr., ae $360. °48 Windsor 
4-dr., $210; 2-dr., $160. 

"52 Cestem 4-dr., $840*, 
$785°. °51 Custom 4-dr., $650. 

DODGE—’53 Meadowbrook 2-dr., $590; 
%-ton pickup, ; 

FORD—’53 Custom (6) 4-dr., $1,225; 
ay $1, 135. °52 Crest (8) Victoria, 

; Custom (8) 4-dr., $890; Main 

., $855; Main (6), 2-dr., $700. 

‘51 Custom (8) Victoria, $785; 2-dr., 

$675, $650; Deluxe (6) 2-dr. 


$560. '50 Deluxe (6) 2-dr., $445. 49 
Deluxe (6) 2-dr., $205. 
KAISER — '51 Special 4-dr., $400*, 


$390* $355. °49 Special 4-dr., $125. 
LINCOLN—'49 4-dr., $155. 


MERCURY—’52 4-dr., $1,045. '51 4-dr., 
$690*. °50 4-dr., $425; club coupe, 
$370. 

NASH — '51 Rambler station wagon, 
— a dr., $375. '50 Statesman 2- 

» $265. 

oLDsMoOBiLE— 51 (98) 4-dr., $740°. 
"28 2-dr., $135. 

PLYMOUTH—'52 Cranbrook 4-dr., 
$675; Concord 4-dr., $455. °51 Cran- 
=~ — $655. *50 Cranbrook 4- 

$37 

PONTIAC’ 53 Chieftain (8) Catalina, 
$1,400*; 4-dr., $1,355*, $1,350°. ‘51 
Silver Streak (6) 2-dr., $565. 49 Sil- 
ver Streak (6) 4-dr., ‘$290. *48 Tor- 
pedo (6) 4-dr., $165. 

STUDEBAKER—'53 Commander 4-dr., 
$1,350*. '52 Champion 4-dr., $600. '51 
Champion 4-dr., $375. 

MISCELLANEOUS—'51 Henry J (4) 2- 
dr., $225. ‘ . ‘ 


June 30 
(Sale and prices very strong. Sold 
122 cars out of 150 offerings.) 
BUICK—Super Riviera coupe, $1,900*. 
‘52 Special 4-dr., $925*. °51 Super 
Riviera coupe; $950*; Special 2-dr., 


Used-Car Bulletin from Detroit... 


Latest Auction Prices 


(Copyright, 1954, by Automotive News) 
(Aptco Auto Auction. Sale every Wednesday.) 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction Reports are on Pages 40, 42, 44, 45 


dealers offering new Fords and 
Chevrolets from $1,595 to $1,674. 

Other makes get into the act with 
price ads, though. An Oldsmobile 
dealer offers 88s at $2,694; a DeSoto 
dealer offers new DeSotos (equipped 
with Powerflite, directional signals, 

backup lights, etc.) at $2,492 deliv- 
ered; a Lincoln-Mercury dealer 
says: “you can’t beat our deal.” 

A used-car dealer offers Pontiacs 
at from $500 to $1,000 off. 

In Corpus Christi, it is the 
used-car dealers again who are 
making the price splash—“up to 
$800 discounts on Fords, Chevro- 
lets, Buicks, Pontiacs and Mer- 

” 


WASHINGTON.—Automobile pa- 
per outstanding increased $40 mil- 
lion during May, according to the 
Federal Reserve Bank. It was the 
first increase since last November. 

While finance company credits 
increased $47 million, commercial 
bank holdings of auto paper de- 
clined $14 million. Credit by auto 
dealers totaled $390 million, up $2 
million from May. 

The total auto credit at the end 
of May amounted to $9,838,000,000 
or $321 million more than in May, 
1953, and a $404 million increase 
over the year. 

The total consumer installment 
credit was estimated at $20,932 mil- 
lion at the end of May, or $23 mil- 
lion above the preceding month and 
$719 million above a year ago. 

Credit for consumer goods other 
than autos decreased. $46 million 
in May, while repair and modern- 


Stradella to Head 
GMAC; Schumann 


A Chevrolet dealer advertises 
simply: “It will pay you to find out 
why before you buy.” 










$715*. °50 Special 4-dr., $525, $450, 
$445*; Super 2-dr., $410°. "49 ee 
conv., $275*. ’48 Super 2-dr., 
CADILLAC—’53 (62) coupe de 
$3,420*; 4-dr., $3,100 
4-dr., $2,250" (ps). 
$1, 800* (ps). '50 (60) 4-dr., $1,000*. 
CHEVROLET—’52 SL Deluxe 4-dr., 
$885; 2-dr., $825, $810. ’51 SL De- 

















1 2-dr., $720, $690, $680, $635, , 

$625; SL ‘Special Sar $510) Stepping Down 

e _ pickup, $590, "So, SL, ‘Deluxe NEW YORK.—At ti last 

rs ‘same ‘ .—At a meeting las 

$sis, $990! SL Special 4-dr., || week of the board of directors, 
CHRYSLER — °'50 Windsor Newport. || Charles G. Stradella, manager of 

$510°. 







DODGE—’52 Coronet conv., $910*. °49 
$380*. 


Coronet 4-dr., 


FORD—’54 Custom (6) 4-dr., $1,700. 
"53 Crest (8) aa $1, 405; Main 
(6) 4-dr., $1 . 2-dr., $940. "52 
Crest (8) Sictocts, $1,150*; conv., 
$1,075; 4-dr., $925°*; 
Main (6) 2-dr., $700. 
Deluxe (8) Victoria, 
Custom (6) 2-dr., 2 at 
(8) 2-dr., $655; Deluxe (6) 2-dr., 
$580, $535. ‘50 Custom Deluxe (8) 
4-dr., $590, $510; conv., $555; 2-dr., 
$450; Deluxe (6) 2-dr., $375, $340, 
$305. °49 Custom Deluxe (8) 2-dr., 
$355; Custom Deluxe (6) 2-dr., $365, 
yn $260, $255; club coupe, $370, 
$300. 




















C. G. Stradella 


J. J, Schumann 


the New York staff of the General 
Motors overseas operations divi- 
sion, was elected president of Gen- 
eral Motors Acceptance Corp. 

He succeeds John J. Schumann 
jr., who has resigned after a busi- 
ness career of 51 years. 








MERCURY—'53 2-dr., $1,450. 52 2-dr., 
$1,170; club coupe, $1,125*. ’51 4-dr., 
$725, $655; club coupe, $615. °50 
club coupe, $440, $430; 4-dr., 


NASH—-’52 Rambler Hard Top, $855. 
‘51 Rambler Hard Top, $555; 4-dr., 
$425. '50 Statesman 2-dr., $230. 

OLDSMOBILE—’52 (98) 4-dr., $1,420*. 

















'51 (98) 4-dr., $975*; (88) 4-dr., Stradella joined GMAC in 1919, 

Sa oer” s Fd oa ee the year it was organized. In 1924, 

$370*; (88) 4-dr., $275°. * || he became manager of the London 
PACKARD—’53 4-dr., $1,750*. ‘49 4- || branch, and the following year, 
PLYMOUTA = ’53 Cranbrook club European regional menager. 

coupe, $1,325; 4-dr., $1,020; Cam- In 1931 he was elected vice-pres- 

bridge 4-dr., $910, $855. °52 Cran- || ident of overseas branch operations. 

brook 4-dr., $775. 51 Cranbrook 4- |/ Tn 1942 he was made finance man- 





dr., 






ager of overseas operations and, in 
1949, manager of the New York 
staff. 






Suburban, $605; 4-dr., $450, $4 
PONTIAC—’54 Star Chief (8) conv., 








$2,425*. ‘53 Chieftain (8) Catalina, 
$1,660*. ‘52 Chieftain ) 4-dr., 
$1,075*. °51 Silver Streak (8) 2-dr., Schumann has been with GMAC 






$830*; club coupe, $810*; Silver Streak || since 1919. He began his career in 









(6) 2-dr., $770, $620. 50 Silver 1/1903 with N. W. Harris & Co., 
zoeeete a a oe ; — which subsequently became Harris, 
$575, $470. '49 Silver Streak (8) 4- || Forbes & Co. 

dr., $460°; Silver Streak (6) 2-dr., In 1920, Schumann was elected 






$305. °48 Torpedo (6) 2-dr., $370*. 
‘47 Torpedo (6) 4-dr., $160. 
STUDEBAKER—’ 51 Commander coupe, 
$465°; 2-dr., $425 
wiLLys— 52 '2-ar., "$515. 
MISC.—’51 Henry J. (4) ‘2- dr., $215. 


vice-president of GMAC and direc- 
tor the following year. His eleva- 
tion to the presidency came in 1929, 
and in 1934 he was named a direc- 
tor of General Motors. He was also 
chairman of the board of both Gen- 
eral Exchange Insurance Corp. and 
Motors Insurance Corp. 



































Auto Credit Up $40 Million, 
Ist Rise Since November 


ization loans and personal loans 
increased $11 and $18 million, re- 
spectively. 

Short and intermediate-term con- 
sumer credit amounted to an esti- 
mated $27,520 million at the end of 
May, or $190 million above April 
and $464 million above a year 
earlier. 


Bendix to Step Up 
Radio Output for 
29 Model Year 


BALTIMORE. — The radio com- 
munications division of Bendix 
Aviation Corp., which operates one 
of the world’s longest assembly 
lines for automobile radios, will 
virtually double its car radio pro- 
duction facilities to meet output 
levels required for 1955 models, it 
was announced here last week, 

Part of the production increase 
will involve the manufacture of 
50 percent of the six-tube receivers 
for 1955 Fords, according to Ed- 
ward K. Foster, general manager of 
the division. 

Foster said “preproduction” ship- 
ments of the new receiver would 
start this fall, with deliveries of 
production quantities scheduled for 
shortly thereafter. 

Bendix, which has been manu- 
facturing radios for the Ford di- 
vision since April, 1948, expects to 
deliver its two millionth Ford unit 
toward the end of this year. 

The six-tube receiver for next 
year’s Ford will feature a new de- 
sign and will take up less space 
than previous models, Foster said. 


Car Costs Dip in Canada 

OTTAWA.—The cost of operating 
an automobile in Canada dropped 
to 114.9 in May, compared with 
115.1 in April, the Canadian Gov- 
ernment has reported. In May, 1953, 
the figure was 113.8. The year 1949 
represents 100 on the index. 





Studebaker Salute— 


P. O. Peterson (left), Studebaker vice 
President, receives a 35-year pin from 
H. S. Vance, president. Peterson is in 
charge of development and procurement 
of defense contracts. 
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How to talk to *7,000,000,000! 


THE INQUIRER is the voice on speaking terms 
with the $7,000,000,000 buying income of ever- 
expanding Delaware Valley, U.S.A. Latest Sales 
Management Survey shows effective buying 
income is already well above the national aver- 
age. And the Valley continues to grow! 


This is the valley which THE INQUIRER covers 
... intensively. This is the world’s greatest indus- 


trial area—which recognizes THE INQUIRER 
as ‘The Voice of the Valley!” And in the Valley, 
THE INQUIRER is FIRST in national advertising, 


retail advertising, classified advertising and total 
advertising! 


Surely THE INQUIRER should be first on your 
schedule, too! 


Che Philadelphia Pnguiver 


Exclusive Advertising Representatives: 


NEW YORK 
ROBERT T. DEVLIN, JR. 
342 Madison Ave. 
Murray Hill 2-5838 


CHICAGO 
EDWARD J. LYNCH 
20 N. Wacker Drive 

Andover 3-6270 


The Voice of Delaware Valley, U.S.A. 


West Coast Representatives: 


SAN FRANCISCO 
FITZPATRICK & CHAMBERLIN 
155 Montgomery St. 
Garfield 1-7946 


DETROIT 
GEORGE S. DIX 
Penobscot Bldg. 

Woodward 5-7260 


Food Sales Higher in 
DELAWARE VALLEY, 
U.S.A. 


Food sales per family in Dela- 
ware Valley average $117 
more than the national family 
average! Here, only 2.9% of 
the nation’s population ac- 
counts for 3.4% of U.S. Food 
Store Dollar Volume. 


LOS ANGELES 
FITZPATRICK & CHAMBERLIN 
1127 Wilshire Boulevard 
Michigan 0259 











FOB FACTORY 
Quiet Revolution Brews 


Inside Forge Shops 


hee DESCRIBE a modern forge hammer expert as a 
grownup blacksmith is as uncomplimentary as it is 
inaccurate. The modern forge shop worker produces hun- 
dreds of parts the blacksmith never heard of. He produces 
these parts in tremendous quantities to tolerances that once 





were thought to be improb- 
able if not impossible. He 
performs much less physical 
work than his predecessor, yet his 
production per square foot of floor 
space has been increased several 
hundred percent. 

He’s a combined engineer, me- 
chanic, heat-treat and materials- 
handling expert, this modern forg- 
ing engineer. He knows when to 
substitute forging presses for forge 
hammers. 

He has quite a few tricks up 
his ample sleeve — including the 
use of hot and cold extrusion 

(where it is economical to do so). 
U.S. forging companies have also 
shown a keen interest in the 
counterblow hammers that are 
used quite commonly in Europe. 
It may be the same forge shop 

but it’s going to look a lot different 
when all the new induction-heating 
units, new fast - heating furnaces, 
new materials-handling devices and 
many new kinds of forge hammers 
and presses are installed. 
+ * * | 

Hammers Save Metal 
7 HAS recently been reported 
that in Germany gears for auto- 


U.S. Firm to Build 
1,000-Car Garage | 
In Montreal 


Plans for construction of a 1,000- 
car underground garage in Mon- 
treal are being negotiated between 
City officials and a U. S. firm which 
recently opened a Montreal branch. 

It was learned that officials of 
H. K. Ferguson & Co. of Canada 
have discussed the plan with City 
executive committee members. 


It is believed that the company 
would finance construction of the 
underground garage. Traffic au- 
thorities, estimate the project would 
cost $3 million to $3.5 million. 


The project will be confined to 
the Dominion Square Park area, 
bounded by Dorchester St. on the 
south, Peel St. on the west, Met- 
calfe St. on the east, and Domin- 
ion Square Place on the north. 

It is understood the builders 
would temporarily remove the park 
area. Once the underground build- 
ing is completed, the park—includ- 
ing monuments and trees—will be 
replaced exactly as it was. 








New Chevrolet Dealer— 


Fred D. Gillogly (seated) signs his Chev- 
rolet franchise as B. C. Carter, Buffalo | 
zone manager, looks on. Gillogly took 
over Community Chevrolet, Buffalo, from 
John G. G. Campbell. The new firm is 
named Gillogly Chevrolet. 





mobiles and tractors are being 
largely completed on forge ham- 
mers. Machining operations have 
not been eliminated entirely. How- 
ever, an important gain in metal 
conservations has been achieved. 


Counterblow hammers offer a 
number of new possibilities, in- 
formed forging experts say. Some 
of the newest units, according to 
a recent report to SAE members, 
can produce forgings up to 8500 
pounds. 

Heretofore, light hammers such 


as those used for cutlery, largely 
dominated the use of counterblow 
hammers in this country. 

In a counterblow installation, the 
foundation may be as deep as the 
hammer is high, All shock and vi- 
bration are absorbed by the dies 
and the machine. 

* * * 


Weights Controlled 
C—- control of billet weights 

has made an important contri- 
bution toward improved quality of 
press forgings. Better temperature 
control also aids in maintaining 
quality of both drop-hammer and 
press forgings. 

Increased knowledge of die ma- 
terials and the use of quality 
control has increased the pro- 
duction of acceptable forged 
parts. 

An important observation report- 
ed to the SAE recently is that dies 
may last as much as 25 to 100 per- 
centage longer when billets are in- 
duction-heated rather than oil- 
heated. 

Absence of scale on the billets 
heated by electrical induction ap- 
pears to play an important part in 
improving die life. 





150-foot structure will more than 
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Dodges for Indiana State Police— 


R. C. Somerville (right), Dodge sales vice-president bids good-bye to Frank Jessup, 
superintendent of Indiana State Police, as he takes delivery of 11 specially built 
Dodge cars to be used in safety instruction. 


Kiefer Motor to Get New Home in Moorhead 


Kiefer Motor Co. (Chevrolet),;double present facilities and will 
Moorhead, Minn., will move into a| combine parts, service and new-car 
new building this fall. The 75-by-| display space with’ the tire depart- 
ment. 









IT’s EASY! 
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ANY *PEAK” and 


THIRD PRIZES 
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~NOR’WAY - bag 


FOR DEALERS FIFTH PRIZES 
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apie Pate s ONLY! 's or Women’s Lone! 
Ten Mens etail ..- 
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house clock — 





FIRST P .4 Florida Five Bolex B-8 motion, radios « « - attractive clock tare 
n all-expense-pa! ameras and M-8 . 7 and off automatically- 
Seven | ips for two - - - OF» picture can $333.50 retail. radio on ani 
Kibet ne CASH Trip home projectors. . $40.00 retail. 
win $500.00 in ; 
starts November 7th. SEVENTH PRIZES a 
am ; r “Snorkel” pen @ 
OND PRIZES 5 FOURTH PRIZES Pity Shee sells for $34.00 
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ination consoles. 





retail. 


$235.00 retail. 








WIN A TRIP...CASH... VALUABLE PRIZES ... DON'T MISS THIS GREAT OPPORTUNITY 














e 
Business Code 
Rubber Executive Counsels 
On Do’s and Don’ts 

SUPERIOR, Wis. — Graduates of 
Wisconsin State College were start- 
ing out on their road of life with a 
modernized version of the 10 com- 
mandments for business success. 

Speaking at the commencement 
exercises of his alma mater, L. A. 
McQueen, sales vice-president of 
General Tire & Rubber Co., offered 
the commandments as proven 
methods for business progress. 

Of his 10 commandments, Mc- 
Queen rates the sixth, fifth and sec- 
ond as most important in that or- 
der. They are: 

Sixth: You shall not covet your 
boss’s job, but prepare yourself 
from the start to fill it. 

Fifth: You shall not kill—time. 
To do so is a form of suicide for 
anyone seeking success. 

Second: You shall believe in your- 
self and show it by quiet confidence 
that the boss may come to believe 
in you likewise. 








Ned Jordan—famous for the Jordan car, 
and the classic copy that advertised it— 
gives you an inspiring look at the world 
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Letter to Salesmen 


By John O. Munn 


Dear Son: 


THERE ARE men who 
make a specialty of taking 
over a business that has 

either failed or 


ms x lost money and 
series Ut the business 


on a sound finan- 
cial basis. Their success is 
proof that difficult things 
can be done. They are in- 
dividuals who use the op- 
portunities available and 
do not wait for ideal condi- 
tions. 

No salesman can reach 


Utopia. When all dealers 
can satisfy factories by 
taking only the cars they 
desire; when the opportun- 
ist dealer with no overhead, 
who makes life miserable 
for the service operator, no 
longer exists; when there 
are not too many dealers 
in a given territory; when 
all dealers offer the same 
amount for an old car; 
when used cars do not lose 
their value after they be- 
come the property of a 





dealer, oh boy, that would 
be Utopia in this field! 


There are many things to be 
desired, things that are beyond 
the control of salesmen to cor- 
rect. We just have to make 
the best of them. On the other 
hand, there are lots of things 
that are within our own con- 
trol. But the first thing to re- 
member is that nothing is ever 
perfect. Even if factories took 
off the pressure, reduced the 
number of dealers and insisted 
on price maintenance—all that 
combined would not offset 
poor selling methods, 


In this mad rush for 
survival, both business and 








each week in Automotive News. 





SPEND A WEEK OF 


FUN IN THE SU 


THIS FALL! = 


Win an all-expense-paid trip 
for you and your wife or 
another member of your 
family. Start the winter right— 
enjoy a full week of sightseeing, relaxing, fun- 

making in Florida’s most exciting resorts this Novem- 
ber. Or, if you can’t make it, you win $500.00 CASH. 








HERE’S WHAT YOU’LL DO! 

e 
Ze WHERE YOU'LL GO! 

ae 3 

poe it ' The winners get first-class round-trip 
3 <. transportation all the way. You'll go to 
<-~ Jacksonville, St. Augustine, stay in lovely 
~ Orlando. Spend 3 full nights 
and 2 glorious days at luxurious 
Miami Beach. Visit Tampa and 
St. Petersburg. You and your wife 
will see Marineland, Hialeah, Coral 
Gables, Lake Okeechobee, the 
mysterious Everglades, the famous 
Cypress Gardens Water Show and 
Silver Springs. You'll stay at the 
finest hotels, eat at gourmets’ 
restaurants, go to the most exciting nightclubs. Don’t 

miss out on the chance to win one of 

these vacation trips for two. It’s the 
opportunity of a lifetime! 
























-«- they give trouble-free protection 








... GET YOUR ENTRY BLANK TODAY! 





VACATION tor two 


Anti-freeze Contest for dealers only! 


r HOW TO WIN? 


YOU’RE A SURE WINNER WHENEVER YOU 
PUSH “PEAK” and “NOR’WAY” ANTI-FREEZE 


Commercial Solvents Corporation, New York 16, N. Y. 






" ASK YOUR “PEAK” and “NOR’WAY” 
ANTI-FREEZE SUPPLIER FOR COMPLETE 
DETAILS TODAY! 










Any “Peak” or “Nor’way” dealer or his 
employee who has ever sold anti-freeze 
can win. It’s that easy. Yes, and only 
dealers and employees get a chance at the 
102 prizes. It’s easy to enter and you’ve 
got a good chance to win. Your “Peak” 
and “Nor’way” supplier has full details. 
He carries a supply of official entry blanks 
and he’s ready to help you win one 

of these big prizes. Why delay—call him today. 
CONTEST ENDS SEPTEMBER 30th, 1954. 





















THIS YEAR... THE GREATEST 
HOMETOWN ADVERTISING CAMPAIGN 
IN CSC HISTORY... 







Television spots, newspaper ads; 


e outdoor billboards... this year 
motorists will see CSC ads all 
——— ae through the week, every week, 


all season long on the strongest local adver- 
tising media available ...plus a campaign in leading 
national and farm magazines. Ask your jobber about the 
campaign in your HOMETOWN. To win your full share 
of the anti-freeze business in your neighborhood, stock 
“Peak” and “Nor’way” and tie in with the 
advertising. Make up your own display or 
use the material furnished by CSC at 
no extra charge. awl 
~~ 














No other brand 
gives more 
protection. 


High-in-Strength 
Low-in-Cost 


Hi TT TTT 


so - Af ©Sc 
Mie FREE 



















physical, we are apt to 
overlook certain fundamen- 
tals that are now and al- 
ways have been essential 
to success. One of these 
fundamentals is: “He 
profits most, who serves 
best.” 


AS SALESMEN, we na- 
turally expect owners to 
come back and buy from 
us everytime they come 
into the market. We look 
at them as our best source 
of prospects and expect 
them to keep us posted if 
any of their friends are 
about to buy cars. 

Do we expect too much? 
What do we do, after the 
owner has spent a couple 
of thousand dollars with us, 
to rightfully expect loyalty 
from him? Do we call on 
him frequently? Do we in- 
quire about his car per- 
formance? Do we remind 
him of what to do in order 
to keep his maintenance at 
a minimum? Do we leave 
him to take delivery of the 
new car alone? 

Shouldn’t we evidence as 
much interest in him on the 
day he takes delivery as we 
did before he signed on the 
doted line? We must develop 
our customers, if we want 
them so friendly that they 
seek us out when they or their 
friends are to buy a car. It is 
just poor sales tactics if we 
don’t follow through. We must 
use those friends and develop 
new ones. 

Automobiles are not like 
pianos that customers keep 

for years and years. Car 
owners are continually buy- 
ing better used cars or new 
cars. If we follow them up, 
buyers can be found. We 
are continually reminded 
that the road to hell is 
paved with good intentions. 
Don’t we demonstrate this 
slogan effectively if we 
don’t do the things we 
know should be done? 

It has been said, too, 
that we spend too much 
time figuring out the rea- 
sons why we can’t locate 
good prospects. Yet every- 
day, everywhere and in 
every line of business, 
there are men who refuse 
to admit defeat. They know 
it can be done and they do 
it. The same adverse prob- 
lems confront them that 
confront all of us. They 
toil under the same eco- 
nomic conditions and in 
the same trade. They meet 
the same discouragements 
and reverses. Yet they re- 
fuse‘ to be whipped. They 
are the men who take ad- 
vantage of the opportuni- 
ties that are always avail- 
able. 


Cordially yours, 


Dad 


Materials Institute 


Reelects President 


NEW YORK.—Frederick C. Wey- 
burne has been reelected president 
of the Frictional Materials Stand- 
ards Institute. 

William J. Nanfeldt was named 
vice-president; Vincent A. Spina, 
treasurer, and Harriet G. Duschek, 
secretary. 

The board of directors consists of 
John R. Heath, William J. Vachout, 
Franklin A. Miller, Howard N, Wil- 
helm and Lev S. Sullivan. 





How to make the most memorable impression 
on the human mind is the subject of a now 
classic debate among the advocates of mass 


advertising media. 


It started with the advent of radio and the 
thesis that the li i 1 i 
to action because it 






best moved men 


human persuasiveness, give it the precise 
emphasis your message required, and make 
every line a headline. 


















The partisans of the 
arguments as old as Con is 
in addition to the authority: f 
word, the use of pictures Cou 
evoke a mood and a desixg 


spoken word alone coul 


Since the appearance of 
seems somewhat academic. 

participate in it, but nobody . an 
For we’ve never found anyone who d¢ 


television’s impact...even before it beg 


It was obvious at once that televist 
the strongest impression. But it was nowt 


certain to make it with comparable economy hs 


Yet television already wins larger audiences 
than any other mass medium. And it already 
reaches more people per dollar than printed 
media. To deliver the same total circulation 
today, television costs half as much as a 
group of magazines and a quarter as much 


as a group of newspapers. 


° And in all television, the network with the 
lowest cost per thousand is CBS Television 
—20% lower than the second network. 


Advertisers, convinced that the eye and ear 

work best together, seem to have settled the 

debate with some finality. In the first four CBS TELEVISION 
months of 1954, they made a greater investment 


in the facilities of CBS Television than in any 


broadcasting network or national magazine. 
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AUTOMOTIVE WASHINGTON 


FTC Role in Industry 


Looms Ever Larger 


By William Ullman 
Washington Correspondent e 
I‘ THE light of recent events, the Federal Trade Commis- 
sion apparently is slated to play an increasingly impor- 
tant part in the fortunes of the automotive industry. It 
seems certain that the agency’s views and recommendations 
are likely to affect—for the better, it may be assumed—both 
the production and distribu- ate and House, and a nation of car 
tion of cars. | sellers and buyers vitally interested, 


With a number of auto Congress cannot well ignore the 
bills already introduced in the Sen-| several demands made upon it for 


legislation that will enable the FTC 
to find out what’s what in the 
motor industry. 


Very little in American life comes 
closer to the people than automo- 
biles. 


Farm commodities, employment 
and unemploy- 
ment, transport, 
health and na- 
tional life in 
many of its 
aspects revolve 
around and with- 
in the world of 
motoring. 

The manufac- 
ture, delivery and 
selling of automo- 
biles has grown 
to Tremendous 
proportions, Quite naturally, that 
growth has given birth to many 
industry problems. 

There are charges and counter- 














William Uliman 


By now, most car owners are aware of the many ad- 
vantages of power brakes. Smooth, instant response to 
light pedal pressure . . . quicker, shorter, surer stops 
. . . less strain, less fatigue, greater driver comfort. 
But up until recently, power brakes were available 
only as factory installed optional equipment on certain 
: makes of new cars. Now—thanks to Borg-Warner en- 
gineering—B-W ‘Feather Touch” Power Brakes can 
be installed in an hour or so on most ’46 to 54 models 
of all popular makes of cars. - 
As with scores of other Borg-Warner products, this 
new unit is engineered owt of deep experience with the 


in performance. 
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that must be spread bare, 





last week by Chairman Edward 


examined and adjusted in a fair | Howrey: 


and impartial manner. 


That is where the FTC likely| 


will step in under orders from 
Congress orders that now seem cer- 
tain to be issued in the months 
ahead. 

Car makers and dealers alike 
know where the kinks are. Con- 
gress and the FTC are to be in- 


formed. Then action. 
+ + * 


Up to Industry 


J haem Congress legislates, the 
investigation will be up to the 
FTC. Whether the loose ends can 
be brought together and adjusted 
amicably—which the FTC certainly 
will try to do—or whether the 
entire matter will have to be 
passed on to the Department of 
Justice for prosecution, will be 
largely - to the industry itself. 
Here is the FTC role, as stated 


with BORG-WARNER 
“FEATHER TOUCH” POWER BRAKES 


Designed for Service Shop Installation on Most '46 to '54 Model Cars 


automotive industry’s high standards. It has a mini- 
mum of wearing parts, requires no lubrication, is un- 
affected by changes in climate. And it is the industry’s 
smallest, most compact unit, low in price, dependable 


Designed and built by B-W’s Marvel-Schebler 
Preducts Division, the new ‘‘Feather Touch” Power 
Brake is another example of Borg-Warner’s “design 
it better—make it better’’ tradition. One more in a 
long list of B-W contributions to the driving safety, 
comfort and pleasure of the motoring public. 


B-W engineering makes it work B-W production makes it available 


Almost every American benefits every day 
from the 185 products made by 


BorGc-WARNER 





Lakes easel] 


G-WARNER, ATKINS SAW « BORG & BECK ¢ BORG-WARNER INTERNATIONAL * BORG-WARNER 

SERVICE PARTS * CALUMET STEEL » CLEVELAND COMMUTATOR © DETROIT GEAR © FRANKLIN STEEL * HYDRALINE PRODUCTS e INGERSOLL 

PRODUCTS © INGERSOLL STEEL ¢ LONG MANUFACTURING * LONG MANUFACTURING CO., LTD. ¢ MARBON ¢ MARVEL-SCHEBLER PRODUCTS 

MECHANICS UNIVERSAL JOINT © MORSE CHAIN * MORSE CHAIN CO.,LTD. ¢ NORGE © PESCO PRODUCTS © REFLECTAL « ROCKFORD CLUTCH 
SPRING DIVISION ¢ WARNER AUTOMOTIVE PARTS ¢ WARNER GEAR ¢ WARNER GEAR CO., LTD. « WOOSTER DIVISION 





“With industry and business 
now in an era of vigorous com- 
petition, attention naturally is 
focused on competitive practices. 
This in turn emphasizes the im- 
portance of the programs of Gov- 
ernment agencies which interpret 
and enforce the rules of the 
competitive game. 

“It should be of special signifi- 
cance that the present Federal) 
Trade Commission feels that it 
should do what Congress and the 
courts have clearly said should be 
done; that it should not deplete its 
limited resources by pursuing 
peripheral or borderline test cases. 

“The FTC will, I believe, give its 
attention to hard-core violations of 
the antitrust laws instead of test- 
ing the limits to which these laws 
might be applied or extended. 

“The commission will emphasize 
gathering and carefully apprais- 
ing industry facts and data. 

“We propose to concentrate our 
efforts on activities which actually 
mean something to the public. 

* * * 


What FTC Will Not Do 


"7 AT the commission will not 
do is almost as important as 
what it will do. For example: 


“1. It will not concern itself with 
‘fringe’ theories, such as conscious 
price parallelism. 

“2. It will not extend or formu- 
late new per se doctrines under 
which certain practices are auto- 
matically presumed to be viola- 
tions of the law, no proof being 
needed that competition was or 
might be unfairly injured. 

“3. It will not use the ‘sub- 
stantiality’ test in merger cases. 
The commission will not contend 
that mere size or participation in 
a ‘substantial’ share of a market 
is sufficient grounds for declaring 
a merger illegal as such. 

“This does not mean, of course, 
that there will be any de-emphasis 
in the merger or other antitrust 
work of the commission. Rather, 
it is a shifting of emphasis from 

actions to effects.” 


Preventive Law 


At THIS point, Howrey explained 
that the FTC was designed to 
suppliment the work of the Depart- 
ment of Justice and the courts 
under the Sherman Antitrust Act. 
The job of the Department of 
Justice, he said, was to be pri- 
marily that of the prosecutor. 

The job of the FTC, he added, 
is to practice preventive law 
through administrative and regu- 
latory activities. 

“There should be no doubt,” said 
the FTC chairman, “that the pres- 
ent commission intends that the 
antitrust laws should be enforced. 
We want to do so with vigor, and 
we feel that business and industry 
will be better off—and not worse 
off—if this is done. 

“Any businessman — even the 
tough ones—will admit that the 
antitrust laws are necessary and 
their effect beneficial to business 
itself as well as to the public in 
general.” 

That is the man who, with his 
staff, will sit in conference with 
auto manufacturers and dealers 
July 29 to discuss various factory- 
dealer differences, and particularly 
freight rates and transportation 
charges in the industry. 


French Ford, 


Simca to Merge 


PARIS.—A merger of Ford of 
France with Simca Automobile 
Works was announced last week 
and will be submitted to the stock- 
holders of both companies. 


Under the agreement, Simca will 
acquire the assets and liabilities of 
the French Ford firm. Ford stock- 
holders will receive 455,713 shares 
of new Simca stock at the rate of 
one Simca share for 23 Ford shares. 


The merger will make Simca the 
largest private car manufacturer 
in France. Only the government- 
owner Renault Works makes more 
cars. 

Ford’s production in May was 
1,747 cars, Simca’s 6,813. Present 
Ford dealers will be retained under 
the new setup. 

Current Ford models, including 
the Vedette and Vendome, will re- 
main in production. 
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—~ Most thrilling difference 


to DRIVE 





CHRYSLER => 
235 h.p. pus POWERF LITE 











The power of leadership is YOURS with the beautiful Chrysler & 


Chrysler Division, Chrysler Corporation, Detroit, Mich. 











soe Honig, able Nash dealer 
in Los Angeles for 32 years, 
cites some of the dangers of laying 
cars on the street for a few bucks 
@ Car. : 

In the first place, says Spence, 
_@ dealer will get his name on a lot 
of time paper for 18 months or 
two years, and a lot can happen 
in that period which may make 
him unhappy—or even send him 
to the cleaners. 

Then there’s the dealer who 
doesn’t know his own costs. Some 
take cost from the factory and add 
$100. But his commission will take 
at least $50, new-car preparation 
$20, cooperative advertising contri- 
bution $25. . 

If his backshop is covering 100 








It’s no wonder automotive business 


Merchandising 


Memos to Dealers 


By Bob Finlay 









percent of his overhead, he may 
come out OK, but how many deal- 
ers have 100 percent service ab- 
sorption? 


Here Today... 
ESTERN Buick dealer was 
complaining of the trouble he 
has getting station wagons. 

“Brother, we got ’em,” said Ivan 
Wiles, general manager of Buick, 
who was sitting nearby. 

Dave Castles, veteran Buick deal- 
er, remarked: 

“I’ve never seen anything that 
can turn as fast as station wagons. 
When you haven’t got any, every- 
body wants them. Then when you 


do get them, it’s kinda hard to 


**You bet business is good’”’ 


_ AUTOMOTIVE NEWS, JULY 12, 1904 


magazine devoted exclusively to 





find all those people who had 
wanted them.” 
* * ” 

Uranium, Ho! 
ee of station wagons, 

Charles Freed, NADA president 
and DeSoto distributor in Salt Lake 
City area, says they—and anything 
that runs—are going good out in 
his territory where the uranium 
fever is at a high pitch. 

Freed says it is like the old 
gold-rush days in the West, with 
notable differences in transpor- 
tation and equipment, Every hard- 
ware store features Geiger count- 
ers. rs fly low over the 
desert in small, slow planes. 

When the counter ticks, they land 
on the nearest level patch, rush > 
stake a claim and then rush bac 
to file their claim at the land office. Papa Pushes Packard— 

And just as in the gold-rush days, Mayor James Breslin of Lyndhurst, N. J. (fourth from left) congratulates Rudy Papa, 
there are the claim jumpers and/tyndhurst Packard dealer, on having sold 19 cars to merchants within two blocks 
the sharpies waiting to climb on of his showroom. A parade of Packard Caribbeans was staged in honor of the city's 
someone else's beck. ‘ | 150th anniversary. Among those present is A. R. Marzelli (right), New York zone 
| monager. 
BBL BURKE, a Milwaukee Ford | - 

salesman, advises: “Sell ’em| : 
through the seat of their pants.” | they're pushed a little. 

That’s good advice. Most people It’s a wise dealer who can fig- 

| ure out ways to get people into 


—men, anyway — get used to one 
brand, and, in the normal course of} his cars for demonstrations. 
events, rarely get a chance to bel While most of us are creatures 


sold on another brand, unless| of habit, we are also suckers for 








a change if someone can nudge 
us. 

I’ve always been sold on the small 
head of a Shick razor, but I missed 
shaving to catch a plane the other 
day, and so I used the Remington 
which American Airlines planes 
have available. It did a slick job. 

Don’t know what arrangements 
Remington has with American Air- 
lines, but I have a hunch that Rem- 
ington’s idea ig just to put its prod- 
uct in the path of people who are 
caught short and will be in a mood 
to appreciate it. 

There are many ways dealers can 
perform courtesies in their own 
community and demonstrate their 
products. Do it up with ribbons, if 
you do it at all. The little touches 
count. 


No Deal 


A USED-CAR dealer says the 
bootleg scare is interfering with 
long-time relationships between 
new and used-car dealers. 

This dealer says that for years 
he has acted as an agent in buy- 
ing new cars for friends of his, 
and both new and used-car dealer 
would make a few bucks on the 
deal, 

But the other day he was told 
that the zone manager had told his 
friend in the new-car business that 
such deals were out. 

| * na * 
Tease 


LIM BARNARD, auto editor of 

the Los Angeles Examiner, tells 

of an unusual sales contest staged 

by John Wilks, a Chevrolet dealer 
in Pasadena. 

Wilks rented a number of man- 
nequins made of plastic. One was 
assigned to each salesman, and 
every time he sold a new or used 

| car, the salesman was allowed to 
put an article of clothing on his 
doll. 

At the end of the contest, Wilks 
staged a banquet. Each salesman 
was required. to come dressed to 
the extent which he had draped his 
mannequin. 

+ * * 

A salesman’s designation for a 
competitive car—a_ three -holer 
Chic Sales. But, man, they seem 
to be popular. 

* 


* * * 


* * 





Auctions 


H D. Albright Sales Co., Den- 
*ver, reports that it has run 
over 150 public used-car auctions 
for Ford dealers in the West and 
Midwest. 

Drawing card was a free used 
car or door prizes. According to 
Albright, many of the sales made 


because the Country-Side Unit gives 
are on impulse by persons who had 




















in the Country-Side market is so 
good. 

The 19,000,000 families who live 
in Country-Side America—in towns 
under 10,000, in crossroads villages, 
down country lanes and on farms— 
own more than half the nation’s cars. 
They also account for most of the 
nation’s service business. In fact, the 
majority of car dealers and inde- 
pendent repair shops depend on 
Country-Side America for a living. 

The biggest sales and advertising 
medium here is the Country-Side 
Unit —the combination of Farm 
Journal and Town Journal maga- 
zines. Farm Journal is America’s 
largest selling farm magazine. Town 
Journal is the only dual appeal 


Country-Side family interests. To- 
gether they reach and sell over 
4,450,000 of the best families in 
America’s biggest automotive market. 

That’s why more and more auto- 
motive advertisers are supporting 
their dealers through advertising in 
the Country-Side Unit. Dealers, of 
course, are delighted that they are, 


—_ 


rae ey Town Journal 


o ‘ 





them what they want — coverage 
among their own best customers and 
prospects like a local newspaper. 
To find out what the Country-Side 
Unit does for you, send for the 
free Country-Side Analysis Sales 
Folder for your territory. Write 
Dealer Service Department, Farm 


Journal, Inc., Philadelphia 5, Pa. 


THE COUNTRY-SIDE UNIT... 


4,450,000 of the best families 
concentrated in America’s biggest 
automotive market 

SELLS THE WHOLE 
COUNTRY-SIDE MARKET 


no intention of buying. Approxi- 
mately 75 percent of the sales stick, 
it is said, 

Sales must be conducted at a 
much slower pace than a normal 
auction, since most of those at- 
tending are not used to the 
normal auction tempo. 

Clowning by those running the 
auction has a tendency to loosen up 
the crowd and put people in a buy- 
ing mood, according to Albright. 


Business Dictionary 
NEW YORK.—“The Dictionary 
|of Business and Industry,” edited 
|by Robert J. Schwartz, defines 
45,000 business and legal terms. It 
has just been published by B. C. 
Forbes & Sons Publishing Co., Inc., 
80 Fifth Ave., New York 11, N. Y. 
The price is $7.95; with thumb 
index, $8.95. 
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To Cover 1,000 Miles of Highways Sa 
Illinois Seeks $1 Billion Toll Roads 


a could handle a $1 bil- 
lion toll road program on a long- 
range basis, covering about 1,000 | 
miles of highways, Gov. William | 
Stratton told the Union League 
Club of Chicago. 

Expressing hopes that construc- 
tion work on toll roads worth be- 
tween $400 million and $500 million 
will be under way within the next 
two years, he said revenue bonds 
in that amount might be marketed 
next winter and a number of the 
projects might be started the fol- 
lowing summer. 

The governor did not go into 
detail en proposed routes, a sub- 
ject expected to be covered by a 
subsequent announcement by the 
State Toll Road Commission. 

In upholding on technical grounds 
a lower court’s dismissal of a suit 
intended to test the validity of a 
1953 act creating the Montana Toll 
Bridge Authority, the State Su- 
preme Court did not rule on the 
constitutionality of the statute. 

In the friendly test action, two 
Helena plaintiffs had sought to stop 
the authority from issuing $450,000 
in debenture bonds to help finance 








Seaway, Turnpike 
To Benefit Trucks, 
Woolsey Says 


CLEVELAND.—The impact which 


the St. Lawrence Seaway and the, 


new Ohio Turnpike may have on 


the trucking industry and other! 


transportation in Ohio has been de- 
scribed here by William S. Woolsey, 
general truck sales manager for 
Dodge. 

He estimated that the seaway and 
the turnpike would bring an in- 
crease of at least 30 percent in 
truck registrations, in addition to 
the normal inerease brought by 
population, business and industrial 
growth. 

Ohio is one of the bright spots in 
the nation in truck sales this year, 
Woolsey said, with truck registra- 
tions for the first quarter only 2 
percent under those for the same 
period of 1953. National truck regis- 
trations were down 12.1 percent, he 
noted. 

Woolsey was in Cleveland as the 
guest of Dodge truck dealers for a 
driveaway of 111 new trucks which 
were shipped here by water from 
Detroit. He visualized this ship- 
ment ag a practical example of how 
the seaway would tie into highway 
transportation. 

Ohio is one of the areas which 
will receive major benefits from the 
seaway on the basis of transporta- 
tion, industry, population and num- 








an $800,000 toll bridge across the 
Missouri River in central Montana. 


PREDICTION that Ohio’s 241- 
mile $326 million toll highway 
will open on schedule Oct, 1, 1955, 
was made by State Turnpike Com- 


mission Chairman James W. Shock- | 


nessy. 
“By 
of men and machines,” he said, 


“the Ohio Turnpike from the 


dint of the greatest effort 'T 
| way from St. Johns, Mich., 


Pennsylvania line to the Indiana 
line will be completed and open 
to traffic on the scheduled date.” 

Shocknessy said a 22-mile expe- 
dited section in the vicinity of 
—t would be opened by 
Dec. 1 


+ * 


to St. 


result of the erection of the Mac- 
kinac Straits toll bridge. Jack; 
Schaub, representative of the Mich- 
igan State Highway Department, 
told a regional meeting in Mt. 
Pleasant of the Michigan Municipal 
League. 

Warning, however, that actual 
construction of the highway 
would depend on the availability 
of funds, Schaub added that 
“there is no money in sight now.” 

The new bridge, he said, empha- 
sized the coming need of a four- 


IMETABLE for construction of|lane highway all the way from 
a $100 million four-lane high-| Lansing to St. Ignace, with the 


traffic load expected to be increased 


Ignace, Mich., may be speeded as a! several times the present level. 
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| Spokane Dealers 
Ask Sunday Close 


SPOKANE.—(UTPS)—New and 
used-car dealers have joined forces 
in requesting the Spokane City 
Council and Spokane County Com- 
missioners to pass an ordinance 
to prohibit selling of cars on Sun- 
day by dealers. 

The ordinance, as proposed, 
would carry a penalty of a fine 
of not more. than $300 and a jail 
term of not more than 90 days. 


More than 100,000 persons read AUTO- 


MOTIVE NEWS every week! 


eS 


Ce 
aN 


* Me % 
, * Ca 
a ee 


y 


Positive identification—day and night 
itt PLEXIGLAS 





ber of ports, according to Woolsey. 


Safe Odds 


Only 9-to-1 Chance of Trouble 


On Car Vacation 


NEW YORK.—The chances are 
at least 9 to 1 that a motorist will 
be completely free of car trouble 
on his vacation trip, based on fig- 
ures quoted last week by Shell Oil 
Co. The figures assume that a driv- 
er takes reasonably good care of 
his car. 

Here’s how the statistics were 
compiled. The American Automo- 
bile Assn. recently released figures 
showing that breakdowns average 
out at one per year per car in the 
U.S. This includes not only mech- 
anical or electrical trouble and flat 
tires but such non-mechanical diffi- 
culties as running out of gas and 
being locked out of cars. 

The average car owner drives 
about 12,000 miles a year, of which 
about 1,200 miles, or one-tenth, is 
on his two-week vacation trip. 
Therefore, if a driver hews to the 
average, there is only one chance 
in 10 that his car will break down 
on a vacation trip. 

The Shell statement pointed out 
that this speaks highly for the de- 
Pendability of today’s motor car, 
Particularly since even the odds of 
8 to 1 can be vastly increased by 
correct pre-vacation car care. 


Choose a sign made with PLexicias, if you want 
your name to stand out along automobile row. 


In daytime, PLExIGLAs signs are clean and colorful, 
command instant attention. At night, interior light- 
ing brings to life the entire translucent plastic area. 
Day and night, names and symbols are attractive 
in appearance, easy to see and read. 


In addition, signs made with PLExiGLas are dur- 
able, because this acrylic plastic is highly resistant 


to weather, breakage, and discoloration. These 
signs are also easy to maintain. 


The sign shown above is just one of many designs 
possible with PLexicLas—for the identification of 
showrooms, used car lots, and parking areas. Use 
the coupon below for detailed information on the 
sales power this material can bring to your signs. 


Prexictas is a trademark, Reg. U.S. Pat. Off. 
and in other principal countries of the Western Hemisphere. 


Canavan Distaisutor: Crystal Glass & Plastics, Led., 130 Queen's Quay at Jarvis Street, Toronto, Ontario, Canada. 


ROHM & HAAS COMPANY 

Washington Square, Philadelphia 5, Pa. 
Please send: 

(J “PLEXIGLAS—the Outdoor Plastic—for Signs”. 


(_] The names of PLEXIGLAS sign companies in this area. 
() Samples of colors in which PLEXIGLAS is available. 


OI nS 
Spe eipcalshllciccnihlctnelinintiabrhmeihicht cali anjeteamecticnaaaitags ita tities 
ADDRESS 


CIry. ZONE___STATE 


ROHM & HAAS 
COMPANY 


WASHINGTON SQUARE, PHILADELPHIA 5, PA. 
Representatives in principal foreign countries 








284 Pages of Automotive Advertising 


These Leading Manufacturers of Automotive Products Have Placed 284 Pages of Advertising in THE PROGRESSIVE FARMER 


AUGUST 1953-JULY 1954 


PASSENGER CARS PARTS & ACCESSORIES 


Buick Dodge Plymouth AC Fuel Pumps Hester Batteries 
Chevrolet Ford Pontiac AC Oil Filters Perfect Circle Piston Rings 
Chrysler Oldsmobile Studebaker AC Spark Plugs Prest-O-Lite Batteries 
Alemite Lubricating Equipment “Prestone” Anti-Freeze 
TRUCKS Auto-Lite Service Parts Purolator Oil Filters 
Chevrolet G.M.C. Studebaker Bowes “Seal Fast” Products Timken Bearings 
Dodge International Willys Jeeps Champion Spark Plugs U. S. Industrial Chemicals, Anti-Freeze 
Ford Eaton Axles Western Auto Supplies 
Fram Filters Willard Storage Batteries 
TRACTORS Ford Parts & Service Wix Oil Filters 


Allis-Chalmers Farmall Massey-Harris a 


J. I. Case Ferguson Minneapolis-Moline 


i Oli 
5 es = ar PETROLEUM PRODUCTS 


Alemite Lubricants Pan-Am Lubricants 
TIRES American Petroleum Institute Penn. Grade Crude Oil 
Armstrong Goodyear Cities Service Lubricants & Fuels Phillips Chemical Co. 
Atlas U. S. Royal Conoco Lubricants & Fuels Pure Oil Products 
Firestone Emerol Marvel Oil Quaker State Oil 
Esso Standard Oil Products Sinclair Lubricants & Fuel 
MOTORCYCLES Ethyl Gasoline Standard Oil of Ky. Products 
Harley-Davidson Gulf Lubricants & Fuels Texaco Lubricants & Fuel 
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‘billion 


automotive market! 














The SOUTH is a vast and inviting market for automotive manufacturers. In 
1953, the 16 Southern states spent $9,513,383,000 for automotive products.* 


In planning advertising to produce your share of sales in the big, dynamic, 
up-and-coming Southern automotive market, it will pay you to consider these 
pertinent facts: 





The South is a rural market ...51.4% rural in population. In 1,174 of the 
South’s 1,387 counties, the big majority of families live on farms or in rural 





The Rural South 
Steps on the Gas! 
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communities of less than 2,500 population. Urban magazines are extremely 
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Between 1950 and 1953, the South 
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limited in their coverage of the rural South...TV coverage is spotty and in- 
adequate... City newspaper circulation is concentrated in urban counties... 


was responsible for... 


Where, then, can you place your advertising to sell the rural South? Your 
one right answer is The Progressive Farmer, the magazine that dominates the 
rural South as no other magazine dominates a market of similar size. 


54% of the U.S. gain in 
farm-owned AUTOS 


48% of the U.S. gain in 
farm-owned TRUCKS 


37% of the U.S. gain in 
farm-owned TRACTORS 


More Southern rural families read more advertising in 
Census figures, 1950. Farm Implement News estimate, 1953. 
Be ae et) : The Progressive Farmer than in any other publication. 


*Sales Management estimate. 


THE SOUTH IS RURAL-THE SOUTH SUBSCRIBES TO 


The Progressive Farmer 


PAUL HUEY, Vice-President and Advertising Manager H. EARL BUTCHER, V. P. and Eastern Advertising Manager OSCAR M. DUGGER, V. P. and Western Advertising Manager Other Advertising Offices: Pacific Coast: Edw. S$. Townsend Co. 
Birmingham 2, Ala. « Telephone: 54-2571 250 Park Ave., New York 17 © Plaza 1-0160 Daily News Bidg., Chicago 6 « Central 6-3400 RALEIGH « MEMPHIS « DALLAS San Francisco « Los Angeles 


Leading automotive manufacturers rely on The Progressive Farmer as their 
best Southern salesman. The large volume of advertising they are placing in the 
South’s leading magazine is another important reason why The Progressive Farmer 
is the Nation’s No. 1 Farm Magazine in lines and pages of advertising...and in 
advertising revenue gains for 1954! 
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National farm magazines have low readership on Southern farms. 
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By Leo T. Parker 
Attorney at Law 

A FEW days ago I received this 

letter from an auto dealer, who 
said: “I desire to know whether I 
am required by law to clean snow 
and ice off my driveway and park- 
ing lot which I furnish for use of 
our «ustomers. Can an injured cus- 
tomer who falls on the ice sue me 
and get damages?” 

In Wise vs. Great Atlantic & 
Pacific Tea Co., 115 N. E. (2d) 33, 
it was shown that a parking lot 
was covered with snow and ice. An 
auto owner was seriously injured 
when she slipped and fell. She sued 
the parking lot owner for heavy 
damages, claiming he was negligent 
in permitting the ice to accumulate 
and remain on the parking lot for 
an unreasonable period of time. 

It is interesting to observe that 
the higher court refused to hold 
the owner of the parking lot 
liable, and said: 

“In the case at bar, there is no 








“Trick 





Fruehaut “Unit-Built” 
Truck Bodies are 
available to truck 
dealers at a pro- 
tected discount and 
@ guaranteed profit! 


Lawsuits Affecting Dealers... . 
Court Decisions 


FRUEHMAUF 


*umiT-BuuT* 
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claim that there was any defect in 
the parking lot or that it was main- 
tained in a dangerous condition, ex- 
cept as to such dangers as were 
created by the natural accumula- 
tion of snow and ice.” 

For comparison, see Turoff vs. 
Richman, 61 N.E. (2nd) 486. In this 
case the facts are that a driveway 
was covered with snow. It had been 
snowing for a week or more and on 
the night before the accident about 
two inches of snow had fallen. 

The injured person claimed that 
the owner of the parking lot was 
liable because he had not cleaned 
the ice and snow from the drive- 
way and traffic had packed it down. 
This higher court refused to hold 
that a person who slipped and fell 
could recover damages from the 

| owner of the parking lot and drive- 


way. 
| a * 


Zoning Ordinance Valid 


| Ast month a higher court held 
that a city zoning ordinance 


VES 





‘which restricts and prohibits sell- 
ing used automobiles in a residen- 
tial area is valid and enforceable. 


For illustration, in City of Anchor 
| Vs. Paulk, 113 Fed. Supp. 698, a 
used-car dealer violated a city zon- 
| ing ordinance by using two lots in 
' @ residential district for the storage 
of used vehicles, 

The used-car dealer contested 
the validity of the ordinance. The 
higher court held the ordinance 
valid, thereby convicting the deal- 
er, and said: 

“I have no hesitancy in conclud- 
ing that the plaintiff (city) was 
empowered to restrict the use of 
the vacant land involved and to 
restrict, to the point of prohibition, 
the storage of used motor vehicles 
upon vacant lots in residential dis- 
tricts.” 4 

s + 


Automatic Insurance 


ACCORDING to a late higher 
court decision, an insurance 
policy which “automatically” in- 
| sures newly purchased automobiles 
is valid. | 
For example, in McKinney vs. 
Calvert Insurance Co., 257 S. W. 
| (2d) 452, it was shown that one, 
McKinney had an insurance policy | 
which covered a Studebaker truck. 














Belgian King Decorates Ford— 


At a visit to the Antwerp plant, Henry Ford Il, president of Ford Motor Co., was 
decorated by King Baudouin of Belgium with the Order of Leopold II. Shown is L. 
Craeybeckx, mayor of Antwerp (left), extending the city’s welcome to Ford. Between 
them stands J. Van Luppen, managing director of Ford Motor Co. of Belgium. At 
right is J. R. Davis, group executive of Ford Motor (U. S.). 





The policy contained a clause for 
automatic insurance for newly ac- 
quired automobiles. 


McKinney purchased a new 
GMC truck for $2,435. It had 










Carrying Salesmanship 4 S%o AorMer... 


EVERY DOLLAR of profit counts these days, and 
a great number of truck dealers have already dis- 
covered a way to carry salesmanship one step further 
and earn welcome extra profits. 

They sell Fruehauf Truck Bodies in connection 
with their chassis sales, and bring in a sizeable addi- 
tional profit every time. So can you — without any 
fuss or trouble, without leaving your salesroom floor. 
You only need to mail the coupon below to get a 


express gates 





Make COMPLETE, More 
PROFITABLE Truck Sales 


Utilize Fruehauf’s 500 
Truck Body Options! 


$x 





completely illustrated Fruehauf Truck Body Catalog 
and price list. Show these to your customer, and order 
from among 500 body options — Fruehauf does the 
rest, including free, immediate mounting and painting. 


Your profit is guaranteed, your price protected by 
Fruehauf’s nationwide price policy. By carrying sales- 
manship one step further every time you sell a Truck 
chassis you can sell a body, too, and bring in added 


profits. You’ll build customer 


satisfaction by offer- 


ing them the added convenience of buying the 
world’s finest truck bodies in your own salesroom. 


Truck Bodies at protected prices and guaranteed profits. 


TO SEND IN THIS COUPON JUST ATTACH TO YOUR COMPANY 
LETTERHEAD, SIGN YOUR NAME, AND DROP IN THE MAIL. 





Special Fruehavf Accessories Add To Dealers’ Profits, Too! 


Fruehauf Step Bumper — popular with truck body 
buyers, profitable for truck dealers. 


r 

; FRUEHAUF TRAILER CO., Treck Body Division, 10985 Harper Ave., Detroit 32, Mich. 
| [] Please send me free, illustrated Truck Bedy Catalog and special Dealer Price List. 

; [_] Please have « representative call te give me complete details on selling Fruehaut 
| 

| 

| 


been delivered to him and was 
being used in the operation of 
his business but outside the 
county when it was destroyed by 
fire. 

McKinney had not paid anything 
on the GMC truck and had not re- 
ceived a certificate of title or a li- 
cense . receipt when it was de- 
stroyed. Nevertheless, the higher 
court held that McKinney was en- 
titled to receive payment from the 
insurance company for the value of 
the destroyed truck. 

The court said that although the 
truck was destroyed by fire outside 
the county, the insurance company 
was liable because the policy con- 
tained a clause to the effect that 
newly acquired automobiles would 
be automatically insured under the 
policy. 


Auto Industry Cuts 
Accident Rate; 
Record 3rd Best 


CHICAGO. — The auto industry’s 
accident rate in 1953 was 3.39 per 
million man-hours, according to the 
National Safety Council, a drop of 
six points from the 1952 rate. 

The average accident frequency 
rate for all industries was 7.44 last 
year, a reduction of 11 percent from 
the year before. 

Lowest accident rate was in the 
communication industry, with 1.22 
injuries in 1953, or 10 percent less 
than in 1952. The electrical equip- 
ment industry was in second place 
with 2.88, and the auto industry in 
third place. 

At the bottom of the list was 
lumbering with 33.71 injuries per 1 
million man-hours, although this 
represented a 5 percent drop from 
the 1952 rate. 


Acceptance Buys 


South Bend Firm 


NEW YORK.—F. R. Wills, pres- 
ident of General Acceptance Corp., 
has announced acquisition of Na- 
tional Discount Co., South Bend, a 
division of Walter E. Heller & Co., 
with 11 sales finance offices in In- 
diana, Illinois and Michigan. The 
purchase price was more than $7 
million, 


New offices in Illinois are located 
in Aurora, Decatur, Peoria, Rock- 
ford and Waukegan. Indiana offices 
are located in Gary, Indianapolis, 
La Porte, Logansport and South 
Bend. The Michigan office is locat- 
ed in Benton Harbor. 

As a result of this acquisition, 
General Acceptance will be operat- 
ing 84 offices in 16 states. 


Plugging Drain on Profits 

CHICAGO.—The National Safety 
Council’s new booklet, “Plus Cost.” 
tells how accidents destroy small- 
business profits and suggests means 
of accident control. It ig available 
from Small Business Program, Na- 
tional Safety Council, 425 N. Mich- 
igan Ave., Chicago 11, Ill. 


William Ullman, tops among Washington 
automotive newsmen, reports each week 
on news affecting the auto industry 
Automotive News. 
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PENNZOIL22-7 


FULL POWER INGREDIENT BUILT IN 


FREES VALVES! 
STOPS CLATTER! 


CUSHIONS CAMS AND LIFTERS 
KEEPS THEM CLEAN 


am 


PLL 


RESTORES POWER SO QUICKLY, SO COMPLETELY 
YOU ACTUALLY FEEL THE DIFFERENCE BEHIND THE WHEEL 


11 MORE HORSEPOWER FOR '51 CHEVROLET! 


‘Ran test three times to eliminate chances of error. Pennzoil with Z-7 showed an increase 
of 11.25 R. W. Horsepower at 60 MPH. All hydraulic valve lift clatter was gone. We 
consider this a remarkable test.” 
WILLIAM MELLINGER, Service Manager 
Packard Lancaster Co., Lancaster, Pa. 


PONTIAC ENGINE PING DISAPPEARS! 


“Tried many oils and additives without success, then serviced this car with Pennzoil with 
Z-7. Owner said that not only did the engine ping disappear but also that the car was 
functioning better than it had been for some time. You can be sure that with results like 
this, we are completely sold on Pennzoil with Z-7.” 

EDMUND NEALE, Service Ma 

Montauk Pontiac, Inc., Bay Shore, N. Y. 


SIX HORSEPOWER INCREASE IN 1951 FORD! 


‘“*... Instruments showed 32 hp delivered at the wheels. Oil was drained... installed 
-Pennzoil with Z-7 using four quarts. A second test was conducted on the dynamometer 
with a net increase of six road horsepower delivered at the wheels.” 

Gorpon W. Wartrtson, 

Downtown Buick Company, Kansas City, Mo. 


STOPS VALVE NOISE IN '53 LINCOLNI 


‘“*.. Prevalent valve noise was completely eliminated after a few miles with Pennzoil with 
Z-7. Not only proves your claims but exceeds them.” 
EARLE M. RICHARDSON, Owner 
Albany, N. Y. 


CHRYSLER IN TOP CONDITION GAINS 10 HP! 


“At 2,500 RPM 92 hp was delivered to the rear wheels. We then changed this 1953 
Chrysler Newport to Pennzoil with Z-7. At 2,500 RPM the engine delivered 102 hp to the 
rear wheels! We were amazed . . . adding 10 hp to the rear wheels in a motor we believed 
to be in excellent condition is an outstanding achievement.” 
EDWARD R. GouLp, General Manager 
R. O. Gould Co., Long Beach, Cal. 


GIVES '50 CADILLAC NEW CAR PERFORMANCE! 


‘*_.. Drained the oil, installed a new oil filter cartridge and six quarts of Pennzoil with 
Z-7 in a 1950 Cadillac with over 40,000 miles. After one week of driving with Pennzoil 
with Z-7 in the crankcase, the pee was equal to a 1954 Cadillac just taken off the 
showroom floor. Pennzoil with Z-7 certainly seemed to do the trick.” 

James O. Ronricn, Vice President 

Charles W. Rohrich Company, Pittsburgh, Pa. 


100% SATISFACTION FOR USED CARS! 


“.,. Returned because of sticky valves. Had decided to tear this engine down and replace 
the lifters, (then) changed the oil to Pennzoil with Z-7, gave it a road test. Can honestl 
say I have never seen a motor oil that gives as good results. Gave 100% satisfaction to both 
myself and my customer, as all evidence of sticky valves was eliminated. Rest assured all 
future used cars handled by us will be serviced with Pennzoil with Z-7.” 
JosEPH F. RHEIN, Service Manager 
Charles Taeymans, Babylon, N. Y. 


GET THE FULL 


PROFIT STORY 
MAIL THIS COUPON TODAY inne 





©1954, The Pennzoil Co., Member Penn. Grade Crude Oil Assn., Permit No. 2 
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Owners, service men 


THREE CARS AVERAGE 15 MORE HP! 


‘Results of tests with Pennzoil with Z-7 were beyond belief in that increased horsepower 
resulted in cars tested by merely changing the oil. For example, in a 1949 Cadillac, 1952 
Chevrolet and my own 1953 Dod Tod Rem V-8, the average increased horse 

per car under load was 15 after dynamometer tests. I’m certainly sold on Pennzoil 


with Z-7.” 
Everette H. Russ, Service Manager 
- Joe Fisher, Portland, Oregon 


LESS OIL CONSUMPTION IN 50,000 MILE ENGINE! 


“After running test on a customer’s car on the dynamometer and seeing such an increase 
in horsepower, I put Pennzoil with Z-7 in my car. This engine has 50,000 miles and has 
not been touched. I have been using about 3 quarts each 1,000 miles. Since I = to 
Pennzoil with Z-7 I have used 1 quart in 1,400 miles and the engine performs a lot better 
with smoother acceleration.” 


B. J. Morrett, Service Ma 
B & B Motors, Inc., Louisville, Ky. 


¥ 


1949 CADILLAC GAINS 12 HORSEPOWER! 


“It is hard to believe that my Cadillac increased 12 hp by merely changing the oil to 
Pennzoil with Z-7. It is unbelievable, especially when the car has over 41, miles on 
it—almost all city driving. The dynamometer showed me the increased hp; driving the 
car proved it to me.” 
A. J. SHERRILL, Owner 
Portland, Oregon 


Change customer complaints to 
compliments on your service —by just 
changing the oil to Pennzoil with Z-7! 


Make this test: Put Pennzoil with Z-7 in an engine that’s hard to start, 
that runs rough, that has severe hydraulic valve clatter. Then simply run 
it at a fast idle for about 30 minutes. 

Results will prove to you that Pennzoil with Z-7 is the greatest devel- 
opment in motor oil history—that here at last is your key to satisfied car 
owners...more service customers... big used car profits...greater net profits! 


coast to coast tell you... 
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THE PENNZOIL COMPANY, Olt CITY, PA. 
I'd like more information—and proof of performance—on Pennzoil with Z-7, 
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High ways & Safety ns 


By Gerhardt Neumann 
Staff Writer 

IGHWAY laws have not been 

keeping pace with technical ad- 
vances and modern concepts of 
highway engineer- 
ing and manage- 
ment, says Louis 
R. Morony, chair- 
man of the com- 
mittee of highway 
laws of the High- 
way Research 
Board and a di- 
rector of the Au- 
tomotive Safety Foundation. He 
addressed the Western Interstate 
Committee on Highway Policy 
Problems at a meeting in Phoenix. 
Generally speaking, Morony said, 
the highway laws of most of the 
states are a hodgepodge of statutes 
enacted as expediency demanded 
over the years. 

Highway departments in most 
states, he pointed out, have been 
confronted with legal road blocks 
— -not only in projecting long- 
range programs, but in trying to 
reorganize to perform routine 
tasks more efficiently. 

A similar situation exists in Fed- 

eral-aid legislation. 

Public Roads Commissioner Fran- 
| cis I. duPont recently asked a con- 
| gressional committee “that the 

whole body of Federal-aid legisla- 
tion be redrafted into a one-pack- 
age law, to include such changes 





THE ANSWER: 


ARNDT-PALMER'S VINYL COATING comes in all 
standard colors including white. 

Colors can be intermixed to obtain shade desired. 
Or to match original color if desired. 

This material can be brushed or sprayed. 

Dries in 30 minutes. 


_ Write for prices to: 
ARNDT-PALMER LABORATORIES, INC. 
17730 DORA ST., MELVINDALE, MICHIGAN 


“Foremost Manufacturer of Used-Car Reconditioning 





Materials in America" 


You need... 


earns THE 





DALLAS NEWS 
COVER 


TO 


THE DALLAS 
MARKET 


The combined circulation of no several other news- 
papers in the Dallas area equals the merchandisable 
coverage by The Dallas News of the 72-county 
Dallas market that looks to Dallas, buys in Dallas, 
visits with Dallas each morning through The Dallas 
Morning News. 








LARGEST DAILY NEWSPAPER 
veel ee hry et) 


TEXAS’ 


i 4 PS 
i Circulation 








t: March 31, 1954 





More people BUY The News . . . more people READ The News .. . 
} more people are INFLUENCED by The News than any other morning 
or evening newspaper in Texas. 


CRESMER & WOODWARD, INC., NATIONAL REPRESENTATIVE © New York Chicago Detroit Atlanta los Angeles San Francisco 
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SPARKLING ELEGANCE 


For Every Used Car and Truck Cab Interior 


Shabby, worn out leatherette and vinyl trim 
made to look like new! !! 


Road Laws of States 
Called Hodgepodge 


vide a modernized Federal highway 
law.” 

Morony admitted, however, that 
there is no clear conception as yet 
with regard to the final require- 
ments in road laws. 

“When the staff has completed 
the monumental task of collecting, 
analyzing and recording all the 
facts about state highway laws,” he 
said, “the next step will be to sift 
the accumulated data.” 

* 


What Price Safety? 

Awe alone, however, do not 
guarantee safety, according to 

a recent article in Tax Hconomics 

Bulletin, entitled “What Price 

Safety?” 

Most authorities, it is stated, ‘are 
convinced that the greatest oppor- 
tunities for accident prevention lie 
in a reduction of those human fail- 
ures which statistics prove are the 
root cause of nine-tenths of the 
problem. 

To be fully effective, the article 
goes on, any safety program must 
be comprehensive and well-bal- 
anced. Greater uniformity in mo- 
tor vehicle laws, more rigorous 
and im law enforcement, 
removal of particularly hazardous 
road conditions where they exist, 
continued education of drivers— 
all these must be stressed. 

But the article comes to the con- 
clusion that these approaches will 
largely be futile unless some effec- 
tive means is discovered for deal- 


or new provisions as would pro-|ing with the real villain — human 


carelessness. 

In a comparison of the records of 
the Pennsylvania and New Jersey 
Turnpikes, it be comes apparent 
that better law enforcement in New 
Jersey reduced traffic fatalities 
from 6.1 per 100 million vehicle 
miles in 1952 to 4.1 in 1953, while 
fatalities on the Pennsylvania Turn- 
pike rose from 7.3 in 1952 to 7.5 in 
1953. i 

Highway engineering, the article 
concludes, “can contribute greatly 
to the improvement of driving con- 
ditions, but the man behind the 
wheel remains the primary factor 
for the further reduction of deaths 
and injuries from motor vehicle 


| accidents.” 


Traffic Deaths Down 


| (FRAPPIC deaths in May, by the 


way, showed a 3 percent drop 
below May of last year, according 
to latest National Safety Council 
figures. 

The May death toll was 2,960, 
and the total for the first five 
months was 13.470—down 5 per- 

cent from the like period in 1953. 

Twenty-eight states had fewer 
deaths, 19 had more and one had 
no change. 

In 495 reporting cities, deaths 
were 12 percent lower in May and 
11 percent lower for the first five 
months. Of these cities, 346 had | 
perfect records in May. The three 
largest were Cincinnati, Columbus, 
O.. and Rochester, N. Y. 

The three leading cities with 
more than one million population 
were Los Angeles with 3.2 deaths 


per 10,000 registered vehicles; De- ' 


troit with 3.4, and Philadelphia 
with 3.6, 


r een-Agers Flock 


To Ga. Conference 


The second annual Governor's 
Teen-Age Traffic Safety Conference 
met at Lake Blackshear with Geor- 
gia high school drivers. 

The conference, sponsored by the. 
Georgia Citizens Council and the 
Georgia Teen-Age Traffic Safety 
Assn., spotlighted safe driving 
through discussion groups and fea- 
tured speakers. 

Stan Benfell, -president of the 
Western Regional Teen-Age Traffic 
Safety Assn., Denver, was the prin- 
cipal speaker. 

Tommy King, of Tampa, Fila., 
president of the Youth Safety 
Council of Florida, also addressed 
the conference. 

Panel discussions concerned traf- 
fic safety education in schools; 





teen-age traffic safety programs, 
traffic violations by youthful driv- 
ers and driver license laws. 


Adult consultants serving in an 
advisory capacity on panels were 
T. A. Carmichael, Georgia state co- 
ordinator of driver training; Lt. R. 
V. Richards, director of the acci- 
dent reporting division of the State 
Patrol, and Sgt. J. O. Goodwin and 
Cpl. Lamar Polk of the State Patrol! 
safety education division. 

* 


N.Y. Thruway 
Offers Cut Rates 


The New York State Thruway 
Authority offers owners of cars reg- 
istered in the state, half-year, $8 
permits for unlimited travel on sec- 
tions of the expressway opened 
this year. 

The permit may be used for the 
115-mile link between Rochester 
and Utica opened last week as well 
as other sections scheduled for toll 
operation this year. 

Beginning next year, a $20 an- 
nual permit will entitle drivers to 
unrestricted use of the Thruway. 


Safer Driving 
Ontario C of C Submits 


10-Point Plan 


A 10-point program for safer op- 
eration of automobiles was pre- 
sented by the Ontario Chamber of 
Commerce to a committee of the 
Ontario Legislature. 

The program suggests driver ad- 
ucation for teen-agers; more thor- 
ough screening of applicants for 
driving licenses; re-examination of 
all drivers periodically, probably at 
five-year periods; compulsory an- 
nual inspection of all motor vehi- 
cles, and direction signals as stand- 
ard equipment. 

Under further suggestions, driver- 
license examiners would be em- 
ployed on an annual-salary basis, 
rather than on commission; “acci- 
dent-prone” drivers would be con- 
trolled by a point system, and the 
present 50-miles-an-hour speed lim- 
it would be retained, but surveys 
made to see whether it might be 
increased to 60 miles in some areas. 

* 7 ~ 


Canada Traffic Picture 


Shows Deaths on Increase 


Motor vehicle accidents in Canada 
numbered 43,134 in the fourth quar- 
ter last year, compared with 40,097 
in the last three months of 1952, 
the Dominion Bureau of Statistics 
has reported. Killed were 668 per- 
sons, against 614 a year before. 

Last year’s fourth-quarter fatal- 
ities included 423 drivers and pas- 
sengers, 216 pedestrians, and 29 bi- 
cyclists and motorcvclists. Injured 
were 4,207 drivers, 6,137 passengers, 
2,497 pedestrians, and 721 bicyclists 
and motorcyclists. 

a * 


os 
Ditzler Color Division 


Wins Safety Award 


The Ditzler color division of Pitts- 
burgh Plate Glass Co., has been 
cited by the National Safety Coun- 
cil for the plant’s outstanding safe- 
ty performance last year. 


H. H. Hill, divisional director, an- 
‘nounced that the division has re- 
ceived the Council’s Award of Mer- 
it. This’marks the second safety 
award won this year by the plant 
which completed the 1953 calendar 


year with out a lost-time accident. 





Turnpike Locker— 


A new money-handling system at nine 
toll points on New Jersey's Garden State 
Parkway will save collectors 6,000 man- 
hours a year. The system is expected to 
eliminate traffic tieups at toll stations 
when shifts change. In this picture a 
guard inserts his $15 change fund ‘or 
the next day's business in the safe- 
deposit locker. The locker also includes a 
depository unit and a vault for scfe- 
guarding cash receipts. 








You have to keep fishing 


oe {you wand lo 
Keep your shi 


Spicer has been in the center of the stream . 
of automotive progress for 50 years. 
Consistently . . . year after year for a half-century . . . Spicer has built 
up a rich fund of power transmission knowledge and skill. 
in peace and war .. . in every phase of civilian and military service . . . 
Spicer automotive equipment has convincingly demonstrated why 
it has earned the reputation of 
“The Hlandard of the Industry” 
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SPICER 


POWER TAKE-OFFS 


... built with the skill 
gained from 50 continuous 
years of experience in 
power transmission design 


Spicer Power Take-Offs and Spicer Power Take- 
Off Joints embody all the advantages of Spicer 
engineering, Spicer precision manufacturing, and 
Spicer dependable performance. These units are 
available in a wide range of models to meet every 
service requirement. They are more widely used 
than any other similar type of equipment. 


Spicer engineers offer the benefit of their vast ex- 
perience to assist you in the adapting of Spicer 
Power Take-Off units to the particular needs of 
your product. Spicer Power Take-Offs are designed 
to meet all operating conditions of continuous or 
intermittent service. They include Medium and Heavy 
Duty Single, Dual and Reversible Speed Models 


for all service vehicles. For many years Spicer units 
have been 


“a referred by the Trucking Industry! = 


SPICER MANUFACTURING DIVISION 


of Dana Corporation 
Toledo 1, Ohio 


SERVICE ENGINEERING 


MANUFACTURING 


TRANSMISSIONS « UNIVERSAL JOINTS «© PROPELLER SHAFTS 
¢ BROWN-UPE and AUBURN CLUTCHES « FORGINGS « AXLES « 
STAMPINGS « SPICER BROWN-LIPE GEAR BOXES « PARISH 
FRAMES «¢ TORQUE CONVERTERS ¢ POWER TAKE-OFFS 
POWER TAKE-OFF JOINTS ~ RAIL CAR DRIVES 

GENERATOR DRIVES AIRCRAFT GEARS « 
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Dealer 


Taylor-Hauser Motor-Co. (Chev- 
rolet - Oldsmobile - Cadillac), Great 
Bend, Kans., has held its formal 
opening. 

D. D. Taylor and H. B. Hauser 
became partners after the recent 
division of the Davis-Child inter- 
ests. Taylor worked for Davis-Child 
in its Hutchinson (Kans.) dealer- 
ship for 32 years. Since 1948, Hauser 
had been r of the Davis- 
Child firm in Ellinwood, Kans. 


* * » 


. New Lot for Roth 
* Roth Motors, Inc., has opened a 


~ downtown used-car lot at Twelfth 


and French St., Erie, Pa. Al Meyers 
‘'¢ Manager. 
* * 


Scott Gets Full Ownership 


of Oklahoma City Deal 


R. Thornton Scott, a partner in 
AcDonald-Scott Chevrolet Co., 801 

N. Broadway, Oklahoma City, has 
acquired full ownership of the deal- 
ership, 

The firm will continue to operate 
under the name of McDonald-Scott 
Chevrolet and there will be no 
changes in the organization, Scott 
said. He has been in the automobile 
business for 35 years. 

* . * 


Cleveland Buick Dealers 
Set Up Organization 
Twelve Buick dealers in Cleve- 
land have organized the Greater 
Cleveland Buick Dealers Group 
with the purpose of promoting 
sales, providing members with in- 
formation and advancing the wel- 
fare of the industry. 
Trustees are V. B. Qua, Ralph 
S. Stewart and Paul F. Corell 
The incorporation papers provide 
that if the group is ever dis- 
banded, any money on hand shall 
be turned over to charity. 
. *~ + 


Blanton Wins Primary 

Dewey B. Blanton, Chesnee (S. 
C.) auto dealer and member of 
the Spartanburg County legisla- 
tive delegation, was renominated 
in the primary election for an- 


-. other two-year term in the House. 
” + ca 


| “Heil Division Names Roadway 


As Michigan Distributor — 


W. A. Carlson, sales manager of 


’ Heil Co.’s body and hoist division, 


has appointed Roadway Mounting 
and Equipment Co., 21177 Mound 
Rd., Van Dyke, Mich., as distributor 
of Heil truck bodies and hoists. 

Roadway is now serving Monroe, 
Washtenaw, Wayne, Oakland, Ma- 
comb and St. Clair Counties. 

* + x 


Aash Dealership Started 


By Davidson in Texas 


John D. Davidson has opened 
#avidson Nash Co. at 201 Polk St., 
Amarillo, Tex. 

Davidson had been a partner in 
Moore & Smith Body Shop for 16 
years before selling his interest. 

*~ * x 


Indianapolis Ford Dealers 


Elect Hart President 


Clifford Hart, president of Hat- 
field Motors, Inc., has been re- 
elected president of the Ford 
Dealers Assn., Indianapolis Dis- 
trict, Inc. 

Other officers are: Glen Pit- 
mann, Glen Pitmann, Inc., vice- 
president, and William Keck, 
Keck Motors, Inc., secretary. 

Three new members were elect- 
ed to the advertising committee 
for the area. They are Barney 
Hawkins, Hawkins Ford Sales, 
Marion; Jack Leahy, Jack Leahy, 
Inc., Greenfiield, and Richard 
Bowlin, Allen County Motors, 
Fort Wayne. 

* 


* * 


McLean Motor Inaugurates 


135-Car Lot in Vancouver 


Bowell-McLean Motor Co., Ltd., 
Vancouver, has opened what is 
described as the largest used-car 
lot in western Canada. It accom- 
modates 135 cars. 

dim Patterson is manager of the 
lot, which is an amalgamation of 
three smaller lots formerly operated 
by the company. 

own as Bow-Mac Supermar- 
ket, the lot has a staff of 19, with 


- 
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Doings 


Bud Irwin as used-car sales man- 
ager. Bowell-McLean is a dealer- 
ship for Buick, Cadillac, Pontiac 
and Vauxhill. 

* 


+ * 


Fincher Motors of Miami Sets 


Two-Month Sales Record 


R. W. Fincher, president of Fin- 

cher Motors (Oldsmobile), Miami, 
has reported that his dealership set 
a sales record during April and 
May. 
In that two-month period, the 
dealership sold 928 new and used 
cars with a staff of 10 new-car and 
12 used-car salesmen. 

Fincher is president of the Miami 
Automobile Dealers Assn. 

* + + 


Shelton Buys Mercury Deal; 


Trapp Bows Out in Kansas 


F. C. Shelton, formerly sales 
manager of a Lincoln-Mercury 
dealership in Great Bend, Kans., 
has purchased Trapp Motor Co., 
(Mercury), Hiawatha, Kans. The 
firm now will be known as Shel- 
ton Motor Co. 

Wayne Trapp, who vacates the 
dealership, plans to take an ac- 
tive part in the Morrill & Janes 
bank in Hiawatha, of which he is 
vice-president. 

* 


* 


Utica Hudson Submits 


Bankruptcy Petition 


A petition in bankruptcy has been 
filed by Utica Hudson Motor Sales, 
Inc., Utica, N. Y., showing liabilities 
of $154,003 and assets of $127,053. 

The petition states that the liabil- 
ities include $9,000 in taxes owed to 
the Federal Government, $71,557 in 
unsecured claims and $72,317 in se- 
cured claims. 

Officers of the corporation are 
Thomas Pinto, president; Rose 
Pinto, vice-president, and Walter 
L. Aylesworth, secretary. 

* oe * 


Ornduff, Cox in Deal 


Leonard A. Ornduff and Robert 
B. Cox have opened a Studebaker 
dealership in Fairfield, Ia. Name 
of the new firm is C. & O. Motors. 


* * * 


Wilcox Host to Beef Show 


The used-car lot of Wilcox Motor 
Co. (Chevrolet), Waverly, Va., was 
the site of the first annual 4-H 
Baby Beef Show for Sussex County. 
Over 500 persons attended the 
event, according to dealer J. L. 
Wilcox. 


Kansas Deal Assigned 
Myron L, Hall has received a 
Studebaker franchise in Liberal, 


Kans. The dealership will be 
known as Hall Equipment Co. 
+. 7 . 


Galer Carries On 


Nyles N. Galer has opened a Stu- 
debaker dealership at 1181 Seymour 
St., Vancouver, B.C. Galer repre- 


sents the third generation to en- 
gage in the auto business. His 
grandfather, the late Homer N. 
Galer, had the Maxwell and Gray 
Dort outlet in Vancouver, and his 
father, Chick Galer, covered west- 
ern Canada for Studebaker. 
* * * 


Daniels and Harlowe Buy 


Sailor -Motor in Ukiah 


Purchase of Sailor Motor Co. 
(Cadillac-Pontiac), Ukiah, Calif., 
has been announced by George 8. 
Daniels and Meredith Harlowe. 
The new firm name is Daniels- 
Harlowe Corp. 

Daniels is a former San Fran- 
cisco Pontiac dealer and past- 
president of the San Francisco 
Motor Car Dealers Assn. Harlowe 
will be manager of the new deal- 
ership. 

= + + 


Alleghany Motor Mechanics 


Average 10 Years of Service 


Allegheny Motor Sales Corp. 
(Chrysler - Plymouth), Pittsburgh, 
reports that each of its mechanics 
has been with the organization an 
average of 10 years. 

The oldest mechanics in terms of 
service, have been with the firm 
more than 20 years. Service man- 
ager is Henry R. Nadoiny. 

+ * 


Dealers Provide Cavalcade 


For Beauty Contestant 


The Keene (N.H.) Automobile 
Dealers Assn. staged a big sendoff 
for Mae Nancy Allen, “Miss New 
Hampshire Press Photographer,” 
when she left to compete in the 
“Miss National Press Photographer” 
beauty contest in Atlantic City, N.J. 

A cavalcade of new cars, provided 
by the dealers, accompanied Miss 
Allen to the airport. Arthur F. Ber- 
geron, an official of A. F. Bergeron, 
Inc., supervised plans for the caval- 
cade. 

* * * 
Ridgefield (Conn.) Body Shop 
Gets Studebaker Franchise 


Ridgefield Auto Body Shop has 
been granted a Studebaker fran- 
chise in Ridgefield, Conn. Armondo 
Pambianchi is the owner. 


* * * 


Fisher Sells MoPar Business 


To Central for $500,000 


Central Motor Parts, Inc., Port- 
land, Ore., has bought the parts de- 
partment of Joe Fisher (Dodge- 
Plymouth). The $500,000 transac- 
tion leaves Central Motor Parts as 
the only MoPar distributorship in 
the Oregon distributing region. 

Tom Walker, who was parts man- 
ager for Fisher, is now manager of 
Central Motor Parts. George Ealer, 
former manager of Central, is now 
in an executive position with the 
firm. Roy O. Burnett, of Roy Bur- 
nett Motors (DeSoto-Plymouth), is 
head of the parts distributorship. 


* * * 


Morley Starts Branch 


Earl Morley Motors (Oldsmobile), 
Hillsboro, Ore. has opened a 
branch in Beaverton, Ore., with 
Don Shafer as manager. 








Pontiac Plant Welcomes Customers— 


Since each summer thousands of customers arrive in Pontiac, Mich., to pick up 
their Pontiac cars at the factory, the division has built a 26,400-square-foot building 
for retail delivery. While there, the visitors may take a trip through the assembly 
and stamping plants. In June, 1953, Pontiac made 1,388 retail deliveries, 1,207 of 
them to buyers from the Pacific sales region. 


Ce he ee ie ee 


GEORGE P. HOOPER 


THE PROFIT FROM A SINGLE 
EXTRA JOB A MONTH MORE 
THAN PAYS FOR IT......... 


All experts agree that a greater part of every 
auto dealer’s profits will in the future have to 
come from his service department . . . and more 
of that department’s profits will come from an 
increase in body and paint work. You can get 
a greater share without investing large sums 
in new larger paint shops. Lease driQuick infra- 
red ovens and triple your output. You will turn 
out jobs with smoother finish and better bond. 
You will be able to operate at greater capacity 
every working day of the year, free from inter- 


ruption by abnormal tem 


rature or humidity 


conditions ... and you will be able to meet and 


beat competitive 
rices and make a 
tter profit. 


DRY CLIME 


LAMP 


Greensburg, Indiana 


CORP. 


On West Coast: Dry Quick Sales Co., 
4710 Crenshaw Bivd., Los Angeles 


Dry Clime Lamp Corp., Greensburg, Ind. 


Dept. A 






Please send me more information on the driQuick leasing plan. 
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Correspondent George Glaser Writes ... 


Auto Letter from Europe 


By George L. Glaser 

* Buropean Correspondent 
PAks. France. — Fiat's experi- 
mental gas turbine car is basic- 
ally similar to those shown by 
Rover or General Motors. Fiat also 
is working on an efficient heat-ex- 
changer, in which field, Chrysler is 

already far ahead. 

The wheels of the Fiat car are 
independently s us pended. The 
driver’s seat is in front of the 
turbine, and the rear part of the 
body can easily be removed to 
get at the turbine. 

The turbine has a 200-horsepower 
output, and a speed of 155 miles an 
hour is anticipated for the 2,200- 
pound car. 

Fiat also is experimenting with 
plastic bodies. The firm also is said 
to have nearly completed tests of a 
small car with rear engine. There 
is a need for low-priced transporta- 
tion in Europe. However, many ob- 


servers feel that underpowered cars 


are becoming traffic hazards be- 
cause of their slow pickup. 
* o * 


400-H.P. Sports Car 


T= Italian race and sports car 
firm Ferrari offers a new sports 
car with V-12 engine delivering 
more than 400 horsepower, which 
gives this light-weight two-seater 
an acceleration similar to that of a 
space ship. Its top speed is said to 
be 200 m.p.h. 


Another sports car, called the 


Ohio Dealers Warned 


On Phony Salesman 


COLUMBUS, O.—The Ohio Auto- 
mobile Dealers Assn. has reported 
that a man giving the name of Paul 
Lechner and claiming to represent 
the Empire State Mutual Life In- 
surance Co., Jamestown, N. Y., has 
been trying to sell health and acci- 
dent insurance to Ohio dealers. 

The association has warned that 
Lechner has no connection with the 
insurance firm and is unknown by 
it. 


Mondial, delivers 175 horsepower 
and uses a DeDion-type rear axle, 
with transmission and rear end 
combined into one unit. 

Alfa Romeo has added to its line 
a two-seater sports coupe, appropri- 
ately named Giulietta (Juliet). The 
car, which costs around $2,700, fea- 
tures a four-cylinder engine with 
only 79.3 cubic-inch displacement 
but has two overhead camshafts to 
squeeze out of this motor 65 horse- 
| power, giving the car a top speed 
of 100 m.p.h. 

* + * 


Austrian Designers Busy 


AUSTRIAN engineers, too, are 
busy designing new units. A 
light Palten truck, which resembles 
the German Volkswagen truck, is 
the latest development in Austria. 
Its engine is a two-cylinder V- 
diesel which is air-cooled and de- 
livers 20 horsepower. Its wheels 
are independently suspended. 
Austria’s largest auto firm is 
Steyr-Daimler-Puch, a combination 
of three old firms: Steyr, in the car 
business since 1918; Austro-Daim- 











Fiat's Experimental Turbine Car— 





The gas turbine of Fiat's experimental car delivers 200 horsepower, with a top 


speed of approximately 
. +” + 

ler, independent from the German 

Daimler firm since 1905, and Jo- 

hann Puch, former bike and motor- 

cycle manufacturer. 


155 miles an hour. The wheels are independently suspended. 


a * * 
to give them ample power in hilly 


Austria, Steyr also produces diesel 
trucks and tractors. 
ok * * 


Steyr assembles Fiat cars but| No Metropolitan for Gls 


equips them with a stronger engine 








6 ways to make a car 
Safer, quieter, cooler 


L-O-F’s Super-Fine Fiber-Glass is being used today by manu- 
facturers of cars in almost every price class. There are six 
different ways you can insulate a car against heat, cold and 


sound, and provide greater passenger safety. 


6 SUGGESTED APPLICATIONS 


(1) Used under hood, it muf- 
fles high-frequency air- 


borne sound. 


(2) Package tray insulation; 


reduces sound. 


(3) Roof insulation; reduces 


sound. 


easily, quickly handled and applied. 


FIBER > GLASS 





LIBBEY - OWENS » FORD GLASS COMPANY 
FIBER - GLASS DIVISION 


-(4) Front-quarter insulation; 
reduces heat and sound. 

(5) Fire wall insulation; re- 
duces heat and sound. 

(6) High Density Super: Fine 
instrument-panel cover; 
gives protection. 


Super’Fine’s glass fibers resist fire, oil, grease and most acids. 
In production, lightweight L-O-F Super-Fine Fiber-Glass is 


compartment. 








Leading auto manufacturers use L-O-F 
Super-Fine Fiber-Glass for a fire wall in- 
sulation in automobiles. It helps shut out 
heat and high-frequency noise from engine 


For more information, get in touch with 
L-O-F’s Detroit office: 610 Fisher Building, 
TRinity 5-0080. Or, write: Libbey Owens: 
Ford Glass Company, Fiber Glass Division, 
5-74 Wayne Building, Toledo 3, Ohio. 


_ Nash Metropolitan has. gen- 
erated a lot of interest in Eu- 
rope. American servicemen sta- 
tioned in Europe complain that 
they cannot buy the car, since all 
of the output is sent to the U.S. 
The GIs believe that Nash 
should make a certain number of 
* * + 





Austrian Truck— 


The Palten truck has a two-cylinder V- 
diesel engine which is air-cooled and de- 
livers 20 horsepower. 

* * * 
Metropolitans available to them, 
since they consider themselves 
part of the American market. 

Every so often, dealers in Europe 
complain about the parts catalog 
of one of the Big Three, which 
combines truck and car parts. They 
argue that a separate truck parts 
catalog would be much more useful 
and help them stock the parts more 
efficiently. 


Really United 


American Brotherhood Hailed 


By Ford Counsel 


ANN ARBOR, Mich. — “Volun- 
tary organizations are one means 
among many through which Amer- 
icans have demonstrated their 
ability to better their surroundings 
without revolution or bloodshed,” 
William T. Gossett, general counsel 
of Ford Motor Co., told a meeting 
of the local chapter of the National 
Conference of Christians and Jews. 

Voluntary organizations, Gossett 
said, came “into being when it be- 
came evident to large numbers of 
our fellow citizens—moved by their 
hearts and not their pocketbooks— 
that a serious problem existed and 
that they had better step in and 
do something about it.” 

“We assert,” he added, “that, in 
such devices as voluntary organi- 
zations, we will succeed in estab- 
lishing new means of brotherhood 
on a very practical level. And we 
assert that voluntary organization 
will always provide more effective 
means than the Marxist methods 
of taking up the slack in human 
progress.” 


Yeggs Invade Church 


Burglars broke into Auld Chev- 
rolet Co., Wakefield, Kans., found 
they were unable to open the 
company safe and carried it off 
to a nearby church. There they 
forced open the door and took 
$500 
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JUST ONE OIL 


_.eebuilds better summer business! 








NEW GUARANTEED QUAKER STATE MEDIUM HD OIL | 


—" "“tacle kth 


MEETS EVERY SUMMER DRIVING NEED! 








ATT 


Quickest way to more business—and less work. Now, just one grade 


fills all normal summer driving needs. It’s Quaker State Medium AND FOR THE MORE SENSITIVE DESIGNS OF \ 
HD Motor Oil—so good you can give new car owners a 35,000 NEW HIGH COMPRESSION ENGINES . QUAKER | 
il ! ° Engine Ping and Knock | 
mile guarantee Bee. QUAKER STATE frees srctine'Vaive titers ria 
Like all Quaker State products, this new oil is refined from 100% Prevents Camshaft and Lifter Wear | 
Pure Pennsylvania Grade Crude Oil, and is the result of over 50 MULTIPLE VISCOSITY increases Gas Mileage 
years of leadership in automotive lubrication. Outstanding for MOTOR OIL For use where SAE 5W, 
7 * ‘a . 10W, 20W, or 20 grades 
protection, lubrication, and endurance—because it forms the are recommended by the | 





5W-20 HD manufacturer. 


Miracle Film on moving engine parts. 





And Quaker State says: Regardless of claims or talk of mystery 
- tngredients, no motor oil made can surpass Quaker State for perform- Lor ( Yoko OF C2 7 
ance, lubrication, and oil and gas consumption qualities. — Your ION? CA) a 
Made to be a summer best-seller! QUAKER STATE Ol REFINING CORPORATION, Oil CITY, PA. Member Pennsylvonia Grade Crude Oil Associction 
Xl 
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Sales Conditions in Various Areas .. . 





Auto Market Reports 


Van Wert County, O. 


New-car sales in Van Wert Coun- 
ty, O., in May totaled 80, as follows: 

Chevrolet, 23; Ford, 18; Mercury, 
6; Buick, 6; Oldsmobile, 6; Stude- 
baker, 5; Plymouth, 4; Dodge, 3; 
Lincoln, 2; Kaiser, 2; Chrysler, 2; 
Packard, 1; Nash, 1, and Cadillac, 1 

Three new trucks were sold, two 
Chevrolets and one Ford.—(Simon 
M. Schwartz.) 


* * 
Fulton, Mo. 

New-car sales in Fulton, Mo., 
are reported fair, but most dealers 
are wondering what the final six 
months of the year will bring. 
Buyers reportedly are resisting 
high prices. 

‘Used-car sales have held up, but 
seem to be tapering off now. Most 
dealers have no complaint on col- 

8s, and repossessions are not 
above normal. Employment here 





Engineering help... 
without delay! 


is about normal and farm pros- 
pects are good.—(L. H. Houck.) 
+ ” * 


Cleveland 


Continued high turnovers of new 
and used cars marked the third 
full week of June activity in Cleve- 


_|land, with “shoppers” stimulating 


sales. 

Dealers say “shoppers will drive 
across town to save $10 and it 
is the best buy that’ll close the 
deal.” 

New-car sales in the seven-day 
period climbed to 1,648, best week 
of the month, while used cars went 
to 1,976, also the month’s high. 

New-truck sales held steady, and 
us¢d-truck sales hit a two-month 
high.—(Sanford Markey.) 
+ + * 


Salt Lake City 


New-car sales in Salt Lake County | 


(Salt Lake City) for the seven-day 
period ended June 23 totaled 159. 


| 





New-truck registrations in the 
same period were 54. 

Car sales by make were: Ford, 
41; Chevrolet, 38; Oldsmobile, 21; 
Buick, 19; Plymouth, 7; Pontiac, 
7; Cadillac, 5; DeSoto, 5; Nash, 5; 
Chrysler, 4; Mercury, 4; Willys, 2, 
and Dodge, 1 

Truck sales were: Ford, 17; In- 
ternational, 17; Chevrolet, 10; GMC, 
2; Kenworth, 2; Willys, 2; Dodge, 
1; Peterbilt, 1; Studebaker, 1, and 
White, 1. 


x * * 


Pittsburgh 


New-car registrations in the 
Pittsburgh area for the week ended 
June 26 declined moderately from 
the preceding week, the decrease 
being counter to the usual seasonal 
pattern, according to the Bureau of 
Business Research of the Univer- 
sity of Pittsburgh. 

Business in general lost a moder- 
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. IF you have a problem in production or 
design, you need only phone United States 
Rubber Company sales engineers—in the 
New Center Bldg., Detroit—Trinity 
4-3500. They can quickly put at your dis- 
posal the services of the great “U.S.” plant 
and laboratory at Fort Wayne. In this up- 
to-the-minute installation, scientists and 
engineers are at work developing new 
ways to make your product work more 





UNITED 


STATES 











ate gain reported in the preceding 
week. 


After seasonal allowances, the in- 
dex of general business activity, the 
bureau said, stood at 150.0 percent 
of the 1935-39 average last week. 
It had been 151.2 percent a week 
earlier and 144.7 a month earlier. 

The index hag fluctuated near 
the 150 mark since mid-March. 
Prior to that time, business had 
been on a downtrend for more than 
a year.—(Leon M. Leffingwell.) 

* * * 


Dallas 


New-car sales in Dallas increased 
to 3,810 in May from 3,633 the previ- 
ous month. 

Ford hiked its lead by selling 
1,384 to Chevrolet’s 920. Oldsmobile 
moved into third place with 328, 
edging out Buick, with 325. These 
four leaders were followed by: 

Pontiac, 267; Mercury, 174; 
Plymouth, 136; Cadillac, 86; 
Dodge, 59; Studebaker, 23; Chrys- 
ler, 22; Lincoln, 18; Nash, 15; 
Willys, 14; DeSoto, 12; Kaiser, 11; 
Hudson, 9; Jaguar, 2; MG, 2; 
Packard, 2, and Austin-Healy, 1. 

New-truck sales were 481 in May, 
compared with 574 in April. Regis- 
trations by make were: 

Chevrolet, 217; Ford, 150; Inter- 
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efficiently. Precision molded rubber and 
plastic parts, rubber-to-metal parts and 
precision extrusions—these are but a few 
of the items which—in a multitude of speci- 
fications—“U.S.” experts turn out every 
day. Don’t consider any problem too tough 
before you’ve consulted “U.S.” Phone 
Trinity 4-3500, ask for Mechanical Goods 
Division, or write the address below. 


“U.S.” Research perfects it 
“U.S.” Production builds it 


RUBBER 


COMPANY 


Automotive Sales, Mechanical Goods Division ¢ New Center Bldg., Detroit 2, Michigan 





national, 43; GMC, 29; Mack, 14; 
White, 11; Dodge, 8; Diamond T, 
3; Reo, 2; Willys, 2; Autocar, 1, 
and Studebaker, 1—(Ruby Fenog- 
lio.) 


Utah 


New-car sales in the entire state 
of Utah for May totaled 1,741. 

Registration by make were: 
Chevrolet, 433; Ford, 360; Buick, 
212; Oldsmobile, 177; Pontiac, 
117; Plymouth, 100; Mercury, 78; 
Chrysler, 46; Cadillac, 43; Dodge, 
42; DeSoto, 25; Nash, 23; Stude- 
baker, 20; Packard, 17; Willys, 

16; Lincoln, 16; Hudson, 9; Kaiser, 
4; Henry J, 1; Austin, 1, and 
GMC, 1. 

New-truck registrations for the 
state totaled 309. Sales by make 
were: Chevrolet, 112; Ford, 74; In- 
ternational, 49; GMC, 46; Dodge, 
12; Mack, 4; Reo, 3; Studebaker, 3; 
Willys, 3; Diamond T, 1; Peterbilt, 
1, and White, 1. 

* 


Montreal 


Dealers in Montreal say sales are 
harder to make this year, but on 
the whole they are confident re- 
garding the full year’s results. 
Many feel 1954 will turn out to be 
Canada’s second best in history. 

Good dealers are prospering, 
and have returned to hard-selling 
techniques, Business among in- 
dividual dealers varies to a great 
extent. 

From the credit standpoint, con- 
ditions are good and collections 
have shown no weakness to date. 
Finance companies continue to en- 
joy good business, although volume 
is somewhat lower—with about 40 
percent of new cars being financed. 
—(Jules Larochelle.) 

” * ” 


Louisville 

New-car sales in Louisville dur- 
ing May totaled 1,716, compared 
with 1,472 in May of last year. 

Sales for the five-month period 
totaled 7,952 units, compared with 
7,028 in the same period of 1953. 

Ford continued to outsell Chev- 
rolet, with May sales of 552 units, 
against 487 for Chevrolet. 

For the five-month period, Ford 


| sales totaled 2,557, compared with 


1,256 last year. Chevrolet sales were 
2,375, compared with 1,967 last year. 
Other makes showing increases 
over last year in the five-month 
period were: 

Buick, 581 compared with 488 last 
year; Mercury, 291 compared with 
262; Oldsmobile, 439 compared with 
363; Pontiac, 490 compared with 
429, and Studebaker, 283 compared 
with 24.—(A. W. Williams.) 

* * 


Toronto 


Sales of new and used cars so 
far in 1954 in Toronto are running 
about 15 percent below last year. 

New cars of leading makes can 
be obtained here for as much as 
$300 under list price. Reductions 


on higher-priced cars are greater. 


Used-car lots are jammed and 
prices are about $200 lower than 
they were a year ago. Among sales 
inducements being used are free 
radios, gasoline and seat covers.— 


(George E. Toles.) 
* * + 


Toledo 
Lucas County (Toledo) new-car 
dealers delivered 2,008 new cars in 
May, a drop of 227 units from the 
April total, but 174 more than in 
May, 1953. . 

Chevrolet continued to lead 
Ford, 679 to 548. Other sales were: 
Buick, 175; Oldsmobile, 105; Mer- 
cury, 98; Pontiac, 98; Plymouth, 
66; Willys, 39; Dodge, 34; Nash, 
88; Cadillac, 32; Chrysler, 30; De- 
Soto, 20; Studebaker, 17; Packard, 
18; Kaiser, 7; Lincoln, 6; Hudson, 
5; Henry J, 1, and miscellaneous, 
2 


Deliveries of new trucks in May 
totaled 156, three less than the pre- 
vious month.—(Paul Hayes.) 


Aluminum Co. of Canada 


Gets Detroit Outlet 


DETROIT. — Aluminium Limited 
Sales, Inc., U.S. distributor for 
Aluminum Co. of Canada, Mont- 
real, opened a branch office here 
last week. 

Ward Van Alstyne, president, 
said the new quarters, at 2842 W. 


Grand Blvd., have been established - 


to help meet a growing demand by 
Michigan fabricators for Canadian 
aluminum. 
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PRODUCTION ~~” 


— PROBLEM With present designs and manufacturing facili- 
, al ad  @) ad a E cave | <> ties, the auto industry needs wide coils of sheet steel 
with a minimum number of welds. These welds must 
be cut out before steel goes into the big presses—a 
costly, time-consuming process. 





f e SOLUTION As a prime supplier to the automotive and 


her industries, Great Lakes Steel has developed 
| if You US@ flat- rolled Steel facilities which wee esa atte a d ded te 


greater lengths . . . drastically reducing the number of 


° li expensive welds in each coil. Result: important fabri- 
O a specia IS cation savings for our customers. 


MORAL Whether you make autos, appliances, or farm 
machinery . . . if it’s flat-rolled steel, you can’t lose by 
talking to Great Lakes Steel—specialists in flat-rolled 
production and application for 25 years. 


| UNIT OF 
Great Lakes Steel 


NATIONAL STEEL POPS ia LL, 
Detroit 29, Michigan to 





SALES OFFICES IN NEW YORK, CHICAGO, CLEVELAND, GRAND RAPIDS, LANSING, INDIANAPOLIS AND PHILADELPHIA 











Salesmen Shun This Goat— 


A sales contest held at Sir Walter Chevrolet Co., Raleigh, N.C., used this goat as Treasurer Fahey to Board 


a sales stimulant. The salesman who had the lowest number of sales points had to 
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Auto Personnel 


Appointment of two district man- 
agers has been announced by Uni- 
versal C.I.T. Credit Corp. 

Raymond W. Raasch has been 
named to head the firm’s offices 
in Los Angeles and Inglewood, 
Calif. Eugene T. Leavy was ap- 
pointed manager of the Hemp- 
stead (N.Y.) office. 


Walsh Replaces Byers 


Fred B. Walsh is the new assist- 
ant manager of Chevrolet’s south- 
east region, with headquarters in 
Atlanta. Formerly zone manager 
in Charlotte, N. C., Walsh replaces 
F. E. Byers, who was promoted to 
manager of the Chevrolet metro- 
politan city department, P. E. 
Miller becomes the Charlotte zone 
manager, replacing Walsh. 

* * * 


Lempco Products Elects 


John F. Fahey, treasurer of 


care for the animal until he vacated last place. Salesmen George Henry (left) and| Lempco Products, Inc., Bedford, 
G. G. Edwards pose with the unpopular goat. 


O., has been elected to the board 





‘© Two Great Cars—One Sales Agreement 


Agreement 





of directors, according to James 
J. Strnad, president. 

Fahey, who joined Lempco’s 
accounting department in 1932, 
was named treasurer in 1949. He 
also is treasurer of the following 
Lempco subsidiaries: Lempco In- 
ternational Inc., Bedford; Lemp- 
co Automotive, Inc., Cleveland 
and Evans Reamer & Machine 
Co., New Lexington, O. 

+ * a 


Republic Names Waldschmidt 
In Hi Strength Steel Sales 


Establishment of a new division 
to coordinate sales of high-strength 
steels of Republic Steel Corp. has 
been announced by Norman W. 
Foy, sales vice-president. 

Edward K. Waldschmidt has been 
appointed sales manager of the Hi 
Strength Steel division, with head- 
quarters in Cleveland. 

Waldschmidt for more than 25 
years was with Jones & Laughlin 
Steel Corp. in metallurgical capac- 
ities and as a special sales repre- 
sentative. Prior to joining Repub- 





© Undisputed Engineering Leadership 


ST A Market for 90% of New Car Prospects © Chrysler Corporation Reputation 


© Top-Rated Groucho TV & Radio Shows 


@ Outstanding in Advertising Support 


© Industry's Most Advanced Features 


@ A Large, Trained Field Organization 


lic, he operated an architectural 
supply company. 
+ * om 


Brown, Burton Reassigned 


In Eaton Stamping Division 


E. M. deWindt, general man- 
ager of Eaton Mfg. Co.’s stamp- 
ing division in Cleveland, has 
announced the appointment of 
D. R. Burton as stamping sales 
manager and D. F. Brawn as 
manager of the cap department. 

Burton formerly was assistant 
sales manager, while Brown was 
sales manager. 

+ * 


Timken Bearing Promotes 


Rickey, Tobey and Young 


Timken Roller Bearing Co. has 
promoted three officials, according 
to A. M. Donze, manufacturing 
vice-president. 

Herchel M. Richey, factory man- 
ager of the bearing and rock bit 
division, has been named general 
factory manager. Henry A. Tobey, 
general superintendent of the Can- 
ton and Gambrinus bearing fac- 
tories. Wilbur L. Young, assistant 
chief inspector, has been named 
general superintendent of the Can- 
ton bearing division. 

* * * 


U. S. Rubber Puts Noonan 


In Newly Created Post 

Chester J. Noonan, e-presi- 
dent of United States Rubber Co., 
has been appointed to the newly 
created position of executive gen- 
eral manager of two operating 
divisions of the company, H. E. 
Humphreys jr., president, has 
announced. 

Noonan will be responsible for 
the operations of the footwear 
and general products division and 
the mechanical goods division. 

* * 


Porter International Chooses 


Hughes as European Chief 


Election of H. Herbert Hughes as 
Porter International Co.’s vice-pres- 
ident for Europe, with headquarters 
in Zurich, Switzerland, has been 
announced in Washington by Paul 
R. Porter, president. 

Hughes joins Porter after long 
service as Washington represent- 


ative of Studebaker. 
7 = + 


Dailey Joins Vokar 


As Chief of Sales 


Appointment of Robert G. Dailey 
as general sales manager of Vokar 
Corp.; Dexter, Mich., has been an- 
nounced by W. F. Cairns jr., gen- 
eral manager. 

Dailey formerly was sales pro- 
motion manager of GMC Truck & 
Coach. Vokar manufactures auto 
radio vibrators and other elec- 
tronic devices. 

* - . 


Heil Selects Murphy to Head 


Sales of New Refuse Body 


W. A. Carlson, body and hoist 
sales manager of Heil Co., Milwau- 
kee, has appointed George Murphy 
as supervisor of sales for the new 
Colectomatic refuse unit. 

Murphy previously was with ACF- 
Brill Motors Co., Philadelphia, as 


personnel director. 
* * * 


Automotive Rubber Elects 


Ganchan Vice-President 


The election of R. P. Ganchan 
as a vice-president of Automotive 
Rubber Co. has been announced 
by Tim G. Meulenberg, president, 
and R, L. Redmond, vice-president. 

Ganchan also is general manager 
of Arco Rubber Processors, a divi- 
sion of Automotive Rubber. 

» 


Irvin Joins Ford Motor 


As Medical Director 


Appointment of Dr. Earle A. Ir- 
vin as medical director of Ford 
Motor Co. has been announced by 
John S. Bugas, industrial relations 
vice-president. 

Irvin, 46, joins Ford after 19 
years with General Motors, the last 
12 as medical director of Cadillac. 

x * of 


Permite Gets Jarvis 


As Service Engineer 

John W. Craig, president of Alu- 
minum Industries, Inc., Cincinnati 
has announced the appointment of 
Eugene H. Jarvis as service engi- 
neer of the Permite automotive 
parts division. 

Prior to joining Aluminum In- 


dustries, Jarvis was with the export 
(Continued on Page 29, Col. 1) 
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(Continued from Page 28) 


division of Willys-Overland, direct- 
ing the establishment of manufac- 
turing and assembly plants in Eng- 
land, France, Yugoslavia and Bel- 
gium. From 1926 to 1951 he was 
with McQuay-Norris iw Co. 


* * 
White Succeeds Taylor 


As Autocar Sales Chief 


Harry L. White has been ap- 
pointed sales manager of the Au- 
tocar division of White Motor 
Co., Exton, Pa., according to Ed- 
ward F. Coogan, vice-president 
in charge of the division. 

White, a vice-president of Auto- 
car Sales & Service Co., was for- 
mer manager of the Pittsburgh 
branch. He replaces W. M. Taylor, 
who has resigned. ‘ 


Scott Heads Trailer Sales 


For Warner Electric 

Edward T. Scott, formerly Mid- 
west automotive division manager 
of Warner Electric Brake & Clutch 
Co., Beloit, Wis., has been named 
coach trailer sales manager, ac- 
cording to Norman K. Anderson, 
general sales manager. 

At the same time, it was an- 
nounced that Hadco Engineering 
Co., Huntington Park, Calif., had 
been named West Coast distributor 
for Warner. ‘i 


Studebaker’s Porta Named 
Head of Community Drive 


A. J. Porta, comptroller of | 


Studebaker, has been named gen- 
eral chairman of the 1954-55 





campaign appeal of the United | 


Fund of St. Joseph County. 


This years drive will be | 


launched Oct. 12. 
m aa 


* 
Massey Resigns as Head 
Of Standard-Triumph 


Denton Massey has resigned as| 


president of Standard - Triumph 
Motor Co., Inc., importer of British 
cars and the American affiliate of 


Standard Motor Co., Ltd., Coventry, | 


England. 

As president, Massey was respon- 
sible for launching the U. S. com- 
pany and the introduction of the 
Triumph T.R.2 sports car. 

Massey has been a member of 
the Canadian Parliament for 15 
years. His personal plans have not 
been announced. 

s * + 


Pratt Names Dinger 


Ted Dinger, of Pittsburgh, has 
been appointed sales representative 
for Pratt Industries, Inc. His terri- 





tory will include western Pennsyl- 

vania, West Virginia, western | 

Maryland and eastern Ohio. 
* * . 


Norick Brothers Opening 
New Branch in N. J. | 


Norick Brothers, manufacturer 


and distributor of automotive ac- 
counting forms and other shop and | 
office records, is opening a new 
branch in Teaneck, 


N. J., accord- 





New for Trucks— 


Victor Holt jr. (right), tire sales vice- 
President of Goodyear Tire & Rubber Co., 
and Floyd Cochran, an employe, examine 
the new Hi-Miler Rib truck tire, con- 
structed of chemically treated rayon-cord 
fabric. The tire is designed for the re- 
Placement field, especially owners of one 
or two trucks who demand a “popularly 
Priced” replacement tire, Goodyear of- 
ficials said. 


ing to an announcement by Henry 
Norick, president. 

The new branch will serve dealers 
in New York, New Jersey and other 
middle Atlantic and New England 
states. 

Frank Saveker, formerly Norick 
sales representative in Pittsburgh, 
is being transferred to New York 
as manager of the branch. 

* * * 


Goodrich Ups Ireland 


William E. Ireland, vice-president 
of B. F. Goodrich in Canada, has 
been elected a director of the com- 
pany, according to Ira G. Needles, 
president. Ireland, formerly vice- 
president of tire sales, also has 
been — — vice-president. 

+ 


Aikman Shifted to Canada 


A. M. Aikman has been named 
president and general manager of 
John Wood Co., Ltd., of Canada, 
and will make his headquarters in 
Toronto. For five years he had 





ARTEVOASHEFF 


... your gauge of 





served as vice-president and gen- 
eral manager of John Wood Co. in 
New York. 


* * . 


C.1.T. Appoints Hicks 


Homer ©. Hické has been ap- 


pointed district manager of the 
Universal C.I.T. Credit Corp.’s of- 
fice in Tuscaloosa, Ala. 

* + * 


Canada Auto Group Elects 
Eastern Division Officers 


New eastern division officers 
have been elected by the Canadian 
Automotive Wholesalers and Manu- 
facturers Assn. 

Jack Reichelt was named presi- 
dent and Gerard Plourde, vice- 
president. Directors are Maurice 
Rousseau and Raymond Hurtubise. 

* + * 


Price Scores a Hit 

W. F. Price, president of Price 

Battery Corp., Hamburg, Pa., has 

been appointed for the second year 

to the advisory board of the Read- 

ing (Pa.) Indians, a farm club for 
the Cleveland Indians. 
* * * 


New Sales Duties Given 


Goodrich’s Loftus, Johnston 


J. P. Loftus has been assigned to 
special sales duties in the New York 





Studebaker Plaque— 


Two decades of merchandising Stude- 
baker products were rounded out recently 
by Forrest Hughes (left), dealer at Ukiah, 
Calif. The occasion was noted with the 


presentation of a 20-year recognition 
plaque to Hughes by Regional Manager 
R. J. Siewers. 


City area and T. R, Johnston has 
been appointed Rochester (N. Y.) 
district field manager for the as- 
sociated tires and accessories divi- 





‘sion of B. F. Goodrich Co., Akron, 


29 


according to M. G, Huntington, di- 
vision general manager. 

Loftus formerly was district field 
manager for the division in Roches- 
ter, and Johnston was with Dayton 
Rubber Co. 


* * * 


McCandlish Moves Up 


D. F. M manager of 
Air Reduction Sales Co.’s district 
office in Chicago, has been appoint- 
ed manager of the north central 
region, according to H. F. Hen- 
riques, vice-president. McCandlish 
succeeds 8S. H. Newburn, who was 
recently appointed president of Air 
Reduction Canada, Ltd. 


Stevens Fabrics Division — 


J. P. Stevens & Co., Inc., has es- 
tablished an automotive fabrics di- 
vision. G. A. Brown has been ap- 
pointed general manager of the di- 
vision, with headquarters at 803 W. 
Eleven Mile Rd., Royal Oak, Mich. 

* + * 


Quaker Raises Pender 


Appointment of W. H. Pender as 
manager of belting sales for Quak- 
er Rubber Corp., division of H. K. 
Porter Co., Inc., Philadelphia, has 
been announced by G. A. Dauphin- 
ais, general manager. Pender for- 
merly was field engineer for con- 
veyor and elevator belting. 


The measure 
of protection in 


America’s 


finest cars... 


More and more owners of America’s finest 
cars are insisting on Royal Triton 
because they’ve found it’s the finest 


motor oil that money can buy. 


profitable service business, too! 


It’s good business to recommend Royal Triton 
to your service customers. Measured 

in terms of brilliant engine performance 

and increased engine life, Royal Triton is one of 
the wisest investments any car owner can make. 


To meet the ever-increasing demand for 
America’s finest motor oil, feature Royal Triton 
in your service department. Available in the 
popular 5-20 and 10-30 grades, of course. 


UNION OIL COMPANY (7) 


OF CALIFORNIA 


The West’s Oldest and Largest Independent Oil Company 


Los Angeles: Union Oil Bidg. e New York: 45 Rockefeller Plaza 
Chicago: 1612 Bankers Bidg. e New Orleans: 644 National Bank of Commerce Bidg. 
Atlanta: 401 Atlanta National Bidg. e Kansas City, Mo.: 921 Rialto Bidg. 
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URING the first ten working days in June, thirty-two progres- 

sive businessmen became Nash dealers to share in the rewards 

of the present and future development of a vital new force in the 
Automotive Industry — American Motors Corporation. 


The franchise these thirty-two men signed is based upon a realistic 
understanding of dealers’ needs and interests . .. and upon a “Fair 
Play” policy that recognizes the fact that Nash progress and dealer 
progress must go hand-in-hand. 


As a Nash dealer, you enjoy the widest market coverage with the 
broadest line of cars in the industry. And you enjoy friendly factory 
relations that make doing business with Nash a pleasure. Any Nash 
dealer can tell you the unusual satisfaction that is his because of — 


@ NO “razzle dazzle”, “Blitz”, or other factory-forced Sales. 
@’ NO trucks to sell. 

@ NO factory high-pressure tactics. 

@ NO arbitrary shipments. 

@ NO unwanted by-products or specialized equipment to sell. 
@ NO forced capital investments in business real estate. 


e@ NO sales area “packed” with Nash dealers. 


Today, the Nash Motors Division of American Motors Corporation 
has franchises available in select open points. If you, too, would 


FOR ALL THE FACTS, WRITE OR WIRE—GENERAL SALES MANAGER, NASH MOTORS, DIVISION of AMERICAN MOTORS CORP#RA1 


—The “Fair Play' 
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The FAIR PLAY 
Franchise 
Geared to 
Dealer Needs! 





like to enjoy a pleasant business relationship, with unlimited op- 
portunity for growth, you should consider a Nash Franchise. 


Get. The Facts In 30 Minutes IT PAYS 
| The complete, factual, interesting story of the profit and growth T O te, . L L 


potential of the Nash Franchise is told in a brand-new presentation 
entitled — “A NEW GROUND-FLOOR OPPORTUNITY IN 
THE AUTOMOBILE INDUSTRY FOR YOU!” 


You get all the facts in just thirty minutes. It could well be the 
most profitable half-hour you ever spent. So, why not let us have 


Seckgaay' toe perce cae NOESPHONeR. <veT sre 
s ur 1 1 wi 1 ° 
5 omy ee RAMBLER METROPOLITAN 


RATION, 14250 PLYMOUTH ROAD, DETROIT 32, MICHIGAN 





’ Franchise of the Industry! 








SEPT. 26, 1580 (374 years 
ago), a husky sea captain 
named Drake quietly dropped the 
anchor of his ship The Golden 
Hind, in the harbor of Plymouth, 
England. There was no fanfare. 
While his secret cargo was “richly 
fraught with gold, silver, silk, pearls 
and precious stones,” his queen, 
Elizabeth, who had privately fi- 
nanced his adventurous voyage 
three years before, was in doubt as 
to whether she should toss him into 
jail — to appease the Spaniards 
whose colonies he had profitably 
visited—or to make him a knight. 
She decided to make him. Sir 
Frances Drake, and that’s one see | 
son why he is credited with being 





AUTOMOTIVE NEWS, JULY 12, 1954 


the first explorer to circumnavigate 
the world (Magellan had died be- 
fore his ship reached home). 

On a recent bright spring day, 
Friday, May 14, another Queen 
Elizabeth, with her husband and 
children, Charles and Ann, arrived 
at the mouth of the Thames after 
having circumnavigated the earth 
since last Nov. 24. She brought 
back a cargo of goodwill, the happy 
gift of people all over the world. 

It didn’t measure up in money 
value. with the 1,125,000 pounds 
that Sir Francis carried in his 
cargo, but on that day you might 
have heard the voices of every 
man, woman and child in Eng- 
land as they shouted “God Save 
the Queen.” The people were 
really as happy as those two 
tykes when they met their mother 
and father in the Mediterranean. 

Sir Winston Churchill went down 
the river to meet them. He had five 
suitcases with him, since he didn’t 
know what ceremonial occasions he 
might be required to attend. Thou- 
sands gathered on the banks to 
catch a glimpse of that blue and 
white royal yacht as it moved up 
the Thames with a majestic escort 
of 17 warships. More than a million 
subjects were gathered near the 





French Auto Men Visit Pontiac Plant— 


Three representatives of Automobiles Peugeot, French car manufacturer, were 
guests of Pontiac for a study of production methods. Shown (from left), are Gaston 
Fleischel, New York representative of Peugeot; Jean LeClerc, procurement vice-presi- 
dent of Peugeot; Roland Peugeot, son of the firm's president; Buel E. Starr, Pontiac 
general manufacturing manager, and Richard B. Smith, of the General Motors overseas 
division. 


Tower of London where the Britan- | Drake and how his voyage opened 
nia landed. the era of expansion which brought 
England an empire. Now the people 
Her Itinerary 'from Land’s End to the Firth of 
C_- English boy and girl| Forth know how the second Eliza- 

knows the story of Sir Francis! beth plans to hold the mother coun- 
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- = Cnolisive Motorola 
~ VOLUMATIC ConTRoL: 


Holds volume level automatically under bridges, 
viaducts, underpasses ... anywhere a signal is available! 


It’s the greatest selling feature in car radios to- 


day—and it’s exclusive with Motorola! 


New 


Volumatic Control is the most highly advanced 
improvement in auto radio circuit design in 25 


years... makes all 
Volume level locks 


steady, sharp, static- 


Boys 


Motorola cas eso 


other car radios obsolete! 
electronically—radio stays 
free even while going under 


Just 3 sq. feet of dis- 
play space puts you in 
the money-making 
Motorola cor radio 


business. 
tails, see your local 
Motorola distributor. 


For full de- 


sharp. $54.95 


bridges, viaducts—anywhere there is a signal. 
Volumatic Control is offered to your customers at 
no increase in price. Take advantage of this sensa- 
tional opportunity to boost sales and profits. 
Stock the world’s most advanced car radio— 
Motorola with Volumatic Control—to meet your 
customers’ new demand. 


MODEL 554 


CAR RADIO 


Push-button luxury at a budget price! 
Exclusive Volumatic Control. 
push-to-lock control locks in stations razor 


5-station 








try close to her family of prosper- 
ous commonwealths. 


She and her consort took off 
from London by plane for Ber- 
muda and Jamaica; transferred 
to the liner Gothic; sailed through 
the Panama Canal; followed the 
sun to the Fiji and Tonga Islands, 
New Zealand and, Australia, Co- 
cos Island, Ceylon and Aden, 
where they emplaned for Uganda, 
and on to Tobruk, where they 
took the Royal Yacht Britannia 
for the visit to Malta and Gibral- 
tar. 

Yes, girls, the queen did lose 
some weight, but apparently none 
of that stuff we lumberjacks used 
to call “gazoompah.” The British 
newspapers think she ought to have 
a long rest, but if she does, some 
changes will have to be made in 
the court calendar between now 
and the end of July. The Times of 
London published the list last week. 
It covered nearly seven full col- 
umns, 


I like that girl because she never 
seems to be putting on the dog... 
making a fellow feel as if she were 
trying to be sure that he knew she 
is the queen of England. She is 
“wholesome” . . . I think that’s the 


right word. 


s s 


+ 

"Ip, *Ip, ’Urray 
DP S. ’SPOSE I try to tell you in 
a few words what I think the 
typical high-grade Britisher has 
that we could use a lot more of in 
America. If you want to be think- 
ing of someone while I’m talking, 
just think of Winston Churchill. 
| That guy never relies upon a merry 
| quip or a slogan as an answer to 
an argument. If you indulge in that 
great luxury known as “thinking,” 
| you may get a laugh out of what 
| he says, but then he laughs with 
you and not at you. 

Some woman asked him what 
he thought might be the future 
relationship of men and women. 
Churchill said he had always had 
great confidence in the pattern 
established in the Garden of 
Eden, and he felt it might take 
some time to change it. Winston 
and Adlai Stevenson were dis- 
cussing the United Nations. 
Churchill said he thought the 
idea ought to work since his 
mother, Jennie Jerome, a redhot 
American, had married Lord 
Churchill, a typical Englishman. 
He often felt himself something 
like a “Junior League of Nations.” 
Disraeli had that same talent. He 

could even kid the straight-laced 
Queen Victoria, and she seemed to 
like it. 

So-o-o . . . I add to the genuine 
plaudits of the people of England, 
who shout “God Save the Queen,” a 
| feeble tribute to a great man: “God 
| Save Winston Churchill.” 





Hornets Dominate 
100-Mile Race at 


Williams Grove 


| WILLIAMS GROVE, Pa. 
(UTPS).—Hudsons dominated the 
| NASCAR 100-mile Grand National 
| Championship Circuit race on the 
ha!lf-mile Williams Grove Speedway. 

Herb Thomas, Olivia, N. C., won 
| the grind in his ’53 Hornet, with 
| Dick Rathman, Daytona Beach, 
| Fla., trailing across the finish line 
| in a ’54 Hornet by only four lengths. 

Thomas, who engaged in a see- 
saw battle for the lead early in 
the race, took command on the 
62nd lap to stay in front and blaze 
to a victory in one hour, 57 minutes, 
27 seconds. The race went under 
the caution flag five times because 
of accidents. 

An estimated 21,600 fans witnessed 
the race, which saw 27 of the 40 
starters still running at the finish. 
Flagged in after Thomas and Rath- 
man finished were: 

Herschell McGriff, Portland, Ore., 
third, 54 Oldsmobile, 199 laps; Joe 
Eubanks, Spartanburg, S.C., fourth, 
’51 Hudson, 199 laps; Jimmy Lew- 
allen, Arthdale, N.C., fifth, ’54 Mer- 
cury, 197 laps; Buck Baker, Char- 
lotte, N.C., sixth, ’53 Oldsmobile, 
197 laps, and Lee Petty, Randle- 
man, N.C., seventh, ’54 Dodge. 


Thomas Donates Plymouth 


Glenn E. Thomas, head of a Long 
Beach (Calif.) Dodge - Plymouth 
dealership, has presented a new 
Plymouth station wagon to the 
Girls Club of the Assistance League 
of Long Beach. 
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THE "ROCKETS ' 





ARE ROLLING 





AS NEVER BEFORE 





OLDSMOBILE DIVISION 


“Rocket” sales records aren’t being broken—they’re being 
smashed! For this year’s flashing new “Rocket” Engine 
Oldsmobiles have everything a car buyer could want! Sen- 
sational power! Stunning beauty! Effortless handling! New 
panoramic vision! And Oldsmobile dealers everywhere are 
capitalizing on this unprecedented appeal . . . demonstrating 
Oldsmobile to more people than ever! It all adds up to 
another rocketing success for every Oldsmobile dealer—and 
to another year when it’s SMART to BE with OLDS! 


"ROCKET ENGINE 


OLDSMOBILE 





GENERAL MOTORS CORPORATION +© LANSING, MICHIGAN 












Affecting Factories and Dealers... 
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Auto Advertising 


By Whitmyer 


Staff Writer 

The promotion of T. Jack Henry 
to the position of manager of adver- 
tising, sales pro- 
motion and train- 
ing for Lincoln- 
Mercury was an- 
nounced last week 
by Joseph E. 
Bayne, general 
sales manager. 
Henry succeeds 
Robert F. G. Cope- 
land, who has 
r been appointed 

director of the of- 
. 3. Henry fice of product ad- 
vertising and sales promotion of 
Ford Motor Co. 

For the past year Henry has been 
advertising manager of Lincoln- 
Mercury, joining the division after 
18 years in the advertising business. 
He was vice-president of N. W. 
Ayer & Son from 1948 to 1953 and 





was in charge of Ayer’s Detroit of- 
fice from 1945 to 1953. 


* * * 


Ad Bureau Names Brooks 


Vernon Brooks, associate bus i- 
ness manager in charge of adver- 
tising for the New York World- 
Telegram & Sun, has been named 
chairman of the plans committee of 
the American Newspaper Publish- 
ers Assn.’s Bureau of Advertising. 


He succeeds John W. Moffett, of | 
the Minneapolis Star and Tribune. | 


Vice-chairman of the commit- 


tee for the coming year is Carl | 


M. Gillespie, of the Johnstown 
(Pa.) Tribune-Democrat. He suc- 
ceeds Russell E. Scofield, of the 
Lexington (Ky.) Herald and 
Leader, who like Moffett contin- 
ues as committee members. 
Newly appointed members of the 
group, announced by Joyce A. 
Swan, of the Minneapolis Star and 
Tribune and chairman of the bu- 


reau’s board of directors, were: 

Gordon Chelf, Philadelphia In- 
quirer; Ernest A. Doepke, Harris- 
burg (Pa.) Patriot and News; 
Charles G. Fenn, London (Ont.) 
Free Press; Emile A. Hartford, Los 
Angeles Times; L. F. Newmyer, To- 
ledo Blade; O. A. Robinson, Char- 
lotte (N. C.) Observer; Irving Fitch, 
Gannett Newspapers, and Eugene 
| J. Lemcoe, Houston Post. 

Ex-officio members of the com- 
mittee are Donald M. Bernard, 
Washington Post; Paul V. Elsberry, 
Scheerer & Co., Clifford Shaw, 
Providence Journal and Bulletin. 

Members comprising the group’s 
executive committee are Thomas J. 
Cochrane, New York News; Herbert 
W. Moloney, of Moloney, Regan & 
Schmitt; Bernard, Moffett, Chelf, 
Gillespie and Brooks. 


* * * 


Inquirer Circulation Data 
The Philadelphia Inquirer has an- 
nounced publication of its 1954 cir- 
culation analysis for Pennslyvania, 
New Jersey, Delaware and Mary- 
land. 
Maps and tables provide ad- 
ditional population and sales 
data for Philadelphia’s com- 





Safety Award— 


Fred Neumann (right), general 


Ellis Brockman, chosen the company's 
“driver of the year,” with a glass-enclosed 


clock donated by C. L. Schneider, Frue- | 


hauf’s director of sales. Brockman has 
driven 800,000 accident-free miles since 
he joined the firm in 1942. Ninety-four 
Fruehauf drivers received safety citations. 


munity business areas, the Dela- 
ware Valley and the 60 counties 





Make 
more 


Your customers will appreciate your 





telling them that normal wear 


finally lowers fuel pump efficiency 


There’s a potential fuel pump replacement sale on every 
car over two years old—and since 9 out of 10 vehicles have 
AC Fuel Pumps, the AC line is your natural route into this 
big market. Replacing fuel pumps before normal wear cuts 
into their efficiency too far is sound business policy—good 
for the customer, good for you. AC is doing a powerful 
advertising job to support you. Car owners are being sold 
the superior features of AC Fuel Pumps, and are being told 
that their fuel feed systems need checking. Cash in on this 


great AC pre-selling effort. 


Always remember that AC 


has all these 


1 LONGER LIFE—Only AC hos a 
a 4-to-1 


4-layer diaphragm .. . 


$elling features 


exact pressure and flow for 
all-round performance. 


safety margin over other fuel 


pumps. Special patented impregna- 
tion resists all fuel additives. 


GREATER DEPENDABILITY — 


2 Sludge seal forms water- and dirt- specific performance. 
proof barrier between pump and 5 LESS WEAR—segmented arm 
crankcase, prevents corrosion of assures long pump life, because 
inner workings of pump. under ordinary operating condi- 
33 TOP PERFORMANCE —carefully tions only 1/64 inch of motion 
calibrated spring meters gas at supplies plenty of gas. 
GM 
ores 


AC SPARK PLUG DIVISION 


4 


FLINT, MICHIGAN 


MORE DURABLE— Many separate 
tailored metal alloys, each engi- 
neered and made to order for 


GENERAL MOTORS CORPORATION 


ales 


by talking 





preventive maintenance 


top 








sales | 
manager of Fruehauf Trailer Co., presents | 


of the Third Federal Reserve Dis- 
trict. 

Copies are available from th: 
General Promotion Department. 
Philadelphia Inquirer, Philadelphi«. 
1, Pa, or from the newspaper’: 
offices in New York, Chicago, De- 
troit, Los Angeles and San Fran- 


cisco. 
* * ea 


Gain for Nation’s Business 
Nation’s Business reports that ad 
linage for the July issue is up 20 


percent over the same month in 
1954. 


This is the third consecutive yea: 
that the magazine has shown linag« 
gains over the preceding year, of- 


ficials said. 
* o * 


|New Deal for Army Times 

A printing and production con- 
tract with the Star Color Press, 
Wilmington, Del., has been signed 
by Army Times Publishing Co., 
Washington. 

Under the new contract, equip- 
ment formerly used for produc- 
tion of the Wilmington Sunday 
Star has been turned over to the 
production of the Army Times, 
Air Force Times, and Navy 
Times, including a Veteran’s edi- 
| tion of the three papers, and a 
Guard-Reserve edition of Army 
Times. The press run for these 
papers is 227,000 weekly. 

In addition to the basic press 
run, European, Pacific, West 
Coast and Alaskan editions of the 
three weeklies are set in type at 
the Star plant, from which page 
| mats are pressed for distribution 
by air to distant printing plants. 


| * * * 


ae in New Job 


Robert E. Hamilton, former man- 
ager of various Ford properties, has 
become a stockholder in LaFon- 
taine-Detroit, Detroit, and has been 
named a vice-president and senior 
contact executive in the sales pro- 
motion house. 


The firm also announced that 
Earl Copock, executive vice-presi- 
dent, and Pat LaFontaine, treas- 
urer, also have purchased interests 
in LaFontaine-Detroit. 

n + * 


Bardahl Picks Roman 


Roman Advertising Co., St. Louis, 
has been appointed by the Bardahl 
Oil Co., St. Louis, to handle all ad- 
vertising and promotion for prod- 
ucts of their newly created automo- 
tive chemical specialty division. 

+ * * 


Northwest Market Data 


The Pacific Northwest Farm 
Quad, published by Cowles Pub- 
lishing Co., has issued its 31st 
edition of “What’s Being Bought 
| for the Farms and Farm House- 
holds of the Pacific Northwest.” 


The purpose of the survey, con- 
| ducted among farmers and ranch- 
ers of Washington, Oregon, Ida- 
| ho and Utah, was to find out 
| from farm residents themselves 
what they plan to buy in the 
coming year. 

Copies are available to manu- 
facturers and their ad agencies 
from the Advertising Manager, 
Pacific Northwest Farm Quad, 
Spokane, Wash. 

* 








Monitor Issues Brochure 

The Christian Science Monitor 
has announced publication of a 28- 
page, prestige brochure entitled 
“Out of the Pages of a World- 
Famous Daily Newspaper.” 

The foreword describes the edi- 
torial design and objectives of the 


Monitor, as established by its 
founder, Mary Baker Eddy, 46 
years ago. 


Copies for advertisers are avail- 
able at the Monitor’s advertising 
office, 1 Norway St., Boston 15, 


Mass. 
oJ - . 


American Brakeblok Cited 


The 1954 advertising and promo- 
tion program of the American 
Brakeblok division of American 
Brake Shoe Co. has received sec- 
ond-place honors in its classifica- 


tion in the annual advertising 
“Topper” competition held by the 
National Industrial Advertising 
Assn. 


The awards were announced at 
the association’s annual conven- 
tion in Montreal. Fuller & Smith 
& Ross, Inc., Cleveland, is ad 
agency for the division. 


: 


































Farm buying makes Automotive Advertising 
3 times more effective in... 
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“SIXTY PER CENT of our sales are rural,” says 
Mr. Hoffman, ‘“‘so we know farmers are 3-way 
buyers. 

‘Because farmers buy our products for their 
trucks, farm machines and cars, automotive 
advertising in Country Gentleman pays off for 
us in a big way. It means good business for 
our dealers—and good business for us.”’ 

The experience of this company —the largest 











says George Hoffman, Secretary and Sales Manager, Harrisburg Auto Parts Company, Harrisburg, Pennsylvania 


automotive jobber in central Pennsylvania, 
with five branches serving a rich, rural-indus- 
trial market—is duplicated in region after 
region all across America when Country Gentle- 
man lends advertising support to rural sales. 

Because it’s the most effective selling force 
in the great car-truck-tractor market, jobbers 
and dealers alike are glad to see their lines 
advertised in Country Gentleman. 


Country 


4 Gentleman 


A Curtis publication + Circulation now over 2,600,000 














PNEUMATIC JACK—Air Lift is a bumper 
jock that operates on the standard com- 
pressed-air supply of service shops. The 
Operator presses the air chuck to the 
valve and the two bumper arms, con- 
nected to the piston, are raised. To lower 
the car, the operator presses a single 
lever, disengaging the safety lock and 
opening the air-exhaust valve in one 
operation. Big Four Industries, 5938 Car- 
thage, Cincinnati, O. 





ELECTRICITY METER—The Auto-Tong is 
@ combination ammeter and voltmeter 
which checks the electrical system of any 
car without disconnecting a single wire. 
The unit's findings are reproduced on 
large two-color linear scales. Avuto-Test, 
Inc., 600 S. Michigan Ave., Chicago 5, 
im. 





FOR TUBELESS TIRES—This repair kit 
consists of all tools, materials and instruc- 
tions necessary to repair injuries up to 
one-half inch in tubeless tires. The sealer 
gun can be used fo fix injuries not bigger 
than 3/32-inch and the tire does not have 
to be removed, according to Miller Rubber 
Co. Division, B. F. Goodrich Co., Akron, O. 





CAR DESK—This device was designed 
with salesmen, route men, etc., in mind. 
The Travel-Desk can be installed in minutes 
without drilling. Four screws keep it level, 
whatever the dashboard angle. It swings 
under the dash when not needed (see 
inset). It comes complete with clipboard 
and pad and is available with or without 
@ magnetic pencil. Robray Mfg. Co., 2426 
Prairie Ave., Chicago 16, Ill. 


* * : 


Shell Oil Offers Addition 


To Line of Rust Inhibitors 


Addition of VPI-250 to its line of 
volatile corrosion inhibitors has 
been announced by Shell Oil Co., 
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NEW PRODUCTS 


50 W. Fiftieth St., New York 20, 
N. ¥. 

VPI-250 is a white powder which, 
it is claimed, will not clog a flock- 
ing gun and can be applied with 
a squeeze bottle. It is said to pre- 
vent corrosion and rust. 


* * * 





SHELVING—Each individual unit of Bor- 
roughs Unitized Flexi Steel Shelving is 
complete within itself. No part depends 
on the unit next to it. The shelves are sup- 
ported by brackets, which are simply in- 
serted into holes in posts. No bolts are 
needed. Shelf locks also are available. 
Borroughs Mfg. Co., 3002 N. Burdick, 
Kalamazoo, Mich. 





CARBON CLEANER—Nox-Carbon is said 
to save up to 20 percent in gasoline and 
restore new-engine performance. It loosens 
gums and the binders that hold carbon 
and lead deposits. Nox-Rust Chemical 
Corp., 2425 S. Halsted St., Chicago 8, Ill. 

ew. <a 





MILEAGE READER—The Mile-O-Dial is 
@ pocket-size mileage calculator which 
shows the exact consumption of gasoline 
on a mileage basis. Kenway Products, 759 
N. Milwaukee St., Milwaukee 2, Wis. 

* x * 





CAR 


SHADE—SunSheeld is 
to protect passengers from 
and heat without reducing visibility and 


designed 
sun glare 


air circulation. It is made of oxidized 
bronze with horizontal wires flattened and 
tilted to face the sun. Glenview Products 
Co., Glenview, lil. 


ood 





FIBERGLAS-PACKED MUFFLER— An ex- 
pansion tone chamber and the combina- 
tion of glass fibers with a laminated 
Fiberglas mat surrounding the inner core 
work together to control sound, according 
to the maker. The Grand Quiet Tone 
muffler has a straight-through construction 
which reduces back pressure, says Grand 
Automotive Products, 2055 N. Ruby St., 
Melrose Park, Ill. 





COVERS CARGO—The Universal case is 
designed for any car-top carrier. It has a 
protected zipper opening and is made of 
imitation leather which is said to be 
waterproof and weather-resistant. Remov- 
able wooden slats fit under the case for 
added strength. Distributing Sales Co., 
4524 Michigan Ave., Detroit 10, Mich. 

¢ sa 





FUEL FILTER—This unit features a “mi- 
cro-bronze” filter element which blocks 
passage of foreign particles to the carbu- 
retor. Because of the large filtering area 
of 5.7 square inches, it is ssid, there is 
no restriction of fuel passage. The filter 
element will not shed particles into the 
filtered fuel, or crack or crumble from vi- 
bration, says Kem Mfg. Co., Inc., Fair 
Lawn, N. J. 











SOLDERING GUN — The model 199 
weighs 1% pounds and gets “working- 
hot” in 2% seconds, says its maker, Wen 
Products, Inc., 5808 Northwest Highway, 
Chicago 31, lil. 

* ” * 


Textileather Introduces 


Leatherlike Seat Fabric 
Textileather Corp., Toledo 3, O., 
has introduced a new pattern with 
a leatherlike look. 
Named Royal Antique and desig- 


nated 22931, the material is a Tolex 
quality on an all-synthetic fabric 
base. It is manufactured in red, 
blue, green, grey, brown, yellow, 


ivory, dark red and black. 


* + 


a’ 





DIP CLEANER—Super Carbusol pene- 
trates and removes carbon, caked grease, 
paint, varnish and aniline dyes from such 
devices as fuel pumps, carburetors, pis- 
tons, hydraulic brakes, etc., its maker says. 
The compound is available in a dipping 
kit which consists of four gallons and a 
steel-mesh bottom dipping basket, or in 
larger drums. Super Carbusol succeeds Hi- 
T Carbusol. Kleer-Flo Co., Dept. A, 250 W. 
Fifty-seventh St., New York 19, N. Y. 

* * 








SALES PROMOTION—Merchandising kits 
for Pratt Preferred mufflers are being dis- 
tributed. The kit includes a decal, wall 
and window streamers, pennants, an ad 
reprint and catalog sheets. Pratt Industries, 
Inc., 1601 W. Sixteenth St., Chicago 8, lil. 


* * * 





POWER BRAKE—This unit is easily in- 
stalled and fits all popular makes of cars, 
according to Marvel-Schebler Products Di- 
vision, Borg-Warner Corp., Decatur, Ill. 

a 


Pla 
hs ndcsaiatiaiel 


TOWING CHAIN—This unit is designed 





for use where traditional hooking methods | 
cannot be applied. The hooks at one end | 
are attached to a slip ring which causes 
them to tighten on the load under tension. 
The chain is eight feet long and its 
working load limit is 900 pounds. Colum- 
bus McKinnon Chain “Corp., Tonawanda, 
N. Y. 








ULTRASONIC CLEANER — This device 
cleans parts by transmitting ultrasonic 
waves through detergents which surround 
the parts to be cleaned. The finned re 
ceptacle is the “basin’’ in which precision 
parts are scrubbed by the high-frequency 
sound waves, and the cabinet houses the 
generating and transmitting equipment. 
The woman is holding a fuel-metering 
pump body before cleaning while the 
man holds a cleaned unit. Pioneer-Central 
division of Bendix Aviation Corp., Daven- 
port, la. 





AUXILIARY BRAKE—The E-Z Power Brake 
can be installed on any car with hydraulic 
brakes, it is reported. It does not depend 
on the vacuum of a running engine to 
operate it. The unit is said to need only 
half the usual brake pressure. Danube 


Sales, 920 S. Michigan, Chicago 5, Ill. 
a 





TRUNK MAT—Tailored trunk mats are 
made of Kersey cloth, with the edges 
strengthened with a vinyl plastic. They are 
available for all makes and models. Triple- 
S Mfg. Co., 4204 W. Roosevelt Rd., Chi- 


cago 23, Ill. 
* * 





WRENCH DISPLAY—The Bon-E-Con Pyr::- 
mid Trio includes units of combinaticn 
wrenches, open-end wrenches and bex 
wrenches. Displays can be set up on 
counters, tables or shelves. Bonney Force 
& Tool Works, Allentown, Pa. 
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Auto Dealers with overweight used car inventories!!! 
REDUCE IT...FAST AND SAFE...AT ANY FIDELITY CHECK-INSURED AUCTION!!! 


Loaded with long, low convertibles, Mr. Dealer? More ranch wagons than the corral 


will hold? Too much of that lovely legal tender tied up in autos you can’t move? 
Reduce that inventory, Mr. Dealer. Reduce it through any Fidelity Check-Insured 


Auction. They’re geared for action ... with guaranteed protection against bad check losses. 
You accept the top bid at any Fidelity Auction ... because you know it’s a safe bid. 
Squeeze that green lifeblood out of that overweight inventory now, Mr. Dealer. 
Put it to work FOR you instead of AGAINST you. Just be sure you pick a 
Fidelity Check-Insured Auction, where every check you get is worth every 


dime it’s written for. 


Fidelity Insurance Company 


of Tennessee 


NASHVILLE, 


204 STAHLMAN BLDG. 


SELL ONLY 


Antioch Auto Auction Wednesday 


Hwy. 41 — Ill.-Wis. State Line, Antioch, Illinois 


Aptco Auto Auction Wed. & Fri. 
19241 Dix-Toledo Hwy., U.S. #25 Melvindale, Mich. 


Arlington Auto Auction, Inc. Wednesday 
Hwy. 51 Intersection with Hwy. 60, Arlington, Wis. 


Baize & Flippo Auction Co. Tuesday 


North Locust Ave., Lawrenceburg, Tenn. 


Capital Auto Auction, Inc. Thursday 
State Fair Grounds, Columbus, Ohio 

Capitol Auto Auction Friday 
4365 Florida Ave., Baton Rouge, La. 

Cofield Auto Auction Monday 
Boaz, Alabama 

Columbus Auto Auction Thursday 
2603 Cusseta Road, Columbus, Ga. 

Concord Auto Auction, Inc. Mon. & Fri. 
29 Sudbury Road, Concord, Mass. 

Decatur Auto Auction Monday 
Highway 48, N., Decatur, Illinois 

Detroit Auto Auction Wednesday 
6500 Cicotte Ave., Detroit, Michigan 

Dixie Auto Auction Sales Monday 


217 Gadsden Road, Birmingham, Ala. 


THROUGH THESE 100% 


Dixie Motors Auto Auction Tues. & Fri. 
718 Angier Ave., Atlanta, Ga. 
Red Farmer's Auto Auction, Inc. Wednesday 


1010 S. State St., Jackson, Miss. 


Greater Shreveport Auto Auction Thursday 
1310 N. Market St., Shreveport, La. 


Grand Rapids Auctions, Inc. Tuesday 
0168-—M21, Jenison, Michigan 
Doc Greiner Auction Thursday 


714 Huron Street, Toledo, Ohio 


Hester and Coleman Auto Auction Tuesday 
800 Louisville Ave., Monroe, La. 

Indianapolis Auto Auction, Inc. Wednesday 
4501 West 16th St., Indianapolis, Ind. 

Don Kelly's Auto Auction Thursday 
West Lytle St., Murfreesboro, Tenn. 

Lapiner’s Auction Co. Wednesday 
125 So. Delaware, Mason City, lowa 

Lebanon Auto Auction, Inc. Wednesday 


State Highway 39, No. Plainfield, N. J. 


Louisville Auto Auction Tuesday 
3601 S. 7th St. Road, Louisville, Ky. 


Maney Auto Auction 


Jordon Lane, Huntsville, Ala. 


Friday 
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SAFE FIDELITY INSURED AUCTIONS 


Mauldin Auction Sales, Inc. Tuesday 
1227 New Buncombe, Greenville, S. C. 


Middle Georgia Auto Auction § Wednesday 
Eastside Highway, Macon, Georgia 
Moline Auto Auction Wednesday 


4216—23rd Avenue, Moline, Illinois 


Monroe Auto Auction, Inc. Tuesday 
Highway #80, Monroe, Lousiana 
Montgomery Auto Auction Wednesday 


927 No. Court St., Montgomery, Ala. 


Montpelier Auto Auction Co. Monday 
Route #1, Montpelier, Ohio 

Muncie Auto Auction Friday 
3344 So. Madison St., Muncie, Ind. 

Nashville Auto Auction, Inc. Wednesday 
1406 Lebanon Rd., Nashville, Tenn. 

Owosso Auto Auction Thursday 
1450 E. Main St., Owosso, Mich. 

Page Bros. Auto Auction Wednesday 


35th at Divine St., Chattanooga, Tenn. 

Quincy Auto Auction Friday 
3200 Broadway, Quincy, Illinois 

Rawls Auto Auction Sales, Inc. Mon. & Tue. 


Leesville, S. C. 


Rockford Auto Auction Thursday 
6402 Forest Hills Rd., Rockford, Ill. 
Wednesday 


Slaton Auto Auction 
U. S. Highway 11, Cleveland, Tenn. 


Cliff Soderberg Auto Auction, Inc. Thursday 
13th and Locust Sts., Omaha, Nebraska 


Southern Auto Sales Wednesday 


Route 5, Warehouse Point, Conn. 


E. M. Stafford, Inc. WwW 
2615 Wilkinson Blvd., Charlotte, N. C. 


Syracuse Auto Auction Thursday 
R. D. #1, Lafayette, New York 
Tinnin Auto Auction Tuesday 


Buckwalter Stadium, Meridian, Miss. 


Toledo Auto Auction Co. 
5902 Telegraph Rd., Toledo, Ohio 


Tri-State Auction Co. 
3021 Front St., Fargo, N. Dakota 


Tri-State Auto Auction, Inc. Friday 
Valley Springs, S$. Dakota 


West Kentucky Auto Auction § Monday 
Chestnut at W. 12th St., Murray, Ky. 


Tuesday 
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Used-Car Notes 





MIAMI, Fla.—Predicting a tough 
year in which used-car dealers will 
have to “outmerchandise” their 
new-car competitors, John Grent- 
ner, new president of the Miami 
Used Automobile Dealers Assn. 
warned: 

“We have got to keep a clean 
house. The new-car dealers will be 
looking right down our throats. 

“This will be a good year to pre- 
pare ourselves. Let’s show the cus- 
tomer he is getting right treatment, 
and we'll be doing business at the 
same old stand next year, and he'll 





be coming back to us. Those of 
you who don’t observe the code of 
ethics of this association won't 
have to worry—you won’t be around 
this time next year.” 

Grentner declared that the asso- 
ciation’s program for the next 12 
months will be keyed to salesman- 
ship. He promised that every month 
there will be a speaker to stress 
that theme. He made an especial 
appeal for dealers to bring their 
salesmen to the meetings. 

Again referring to new-car deal- 
ers, Grentner said, “We are com- 
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RESISTS BURNS 
No fear of charring from 
glowing cigarette ashes 






il 


You WON’T SING THE BLUES about seat 
cover sales this summer if you tie in now 


with NYCAR’S powerhouse program. 
Cash in on greater profits with the 


SHOCK 
Static electricity’s never 
stored up by amazing Nycar 





REPELS STAINS 
A flick of a damp cloth— 
and stains simply vanish 





WON'T FADE 
The colors are locked In, 
will not fade, crock, run 





ELLENBORO MILLS, INC. 





AIR-CONDITIONED 


Never too hot or too cold, 
the porous fabric breathes 


revolutionary new seat cover material 
that has everything—high fashion 
patterns and weaves, exclusive sales- 
making service features, plus 
sales-stimulating advertising and 
promotion. Write, wire today 
‘ for complete details. 
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new high tensile 





PREVENTS SCUFFS 
Tough to scuff or tear, 
gives amazing long wear 


petitors, but not enemies. Both of 
us have a big job, because we 
ought to move at least 2% used 
cars to every new car sold. The 
business is here if we buckle down 
and go after it.” 

Grentner pointed out that of 
all the complaints received by the 
Better Business Bureau, almost 
without exception the alleged of- 
fender was not a member of either 
the new or used-car dealer organi- 
zations. 

+ + t 


Atlanta Dealers Elect 


Samples President 
ATLANTA, — Ferrell Samples, 
of Northern Car Co., is the new 
president of the Atlanta Used 
Car Dealers Assn. He succeeds 


gives sli 


Bill Thornton, of William Thorn- 
ton, Inc., who was named chair- 
man of the board of directors. 

Other new officers are: C. N. 
Moss, Moss Motors, Inc., vice- 
president; Otto Gill, Gill Motors, 
Inc., treasurer, and Gene Ownby, 
First National Bank of Atlanta, 
secretary. 


Texas Convention 


To Start Oct. 31 


FORT WORTH, Tex.—The Texas 
Independent Automobile Dealers 
Assn.’s convention committee has 
set the dates for its 10th annual 
convention. 

According to Walter Wilson, Dal- 
las, convention chairman, the con- 
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vention will be held at the Hilto 
Hotel here Oct. 31 and Nov. 1. 
Advance registrations indicate at 
tendance of more than 500 dele 
gates. 
* > * 


Milwaukee Auction Offers 


100 Cars at First Sale 


MILWAUKEE.—One hundred 
cars were offered for sale at th: 
first auction held at the new Mil- 
waukee Auto Auction, Inc, S 
Twenty-seventh St. and Drexe! 
Ave., two miles south of Milwaukee 
Sixty cars were sold. 

* + 


Ore. Rejects Dealer Protest 


On State-Owned Car Sales 


SALEM, Ore.—Protests by local 
used-car dealers against the State's 
practice of selling its used cars to 
the public have been rejected by 
State Finance Director Harry S 


Dorman. 


Dorman informed the dealers 
that the State’s policy saves money 
for the taxpayer and is in strict 
conformity with the law. 

+ * * 


Baltimore Dealer Beaten, 


Robbed of $50 by ‘Buyers’ 
BALTIMORE.—Duke Bell, owner 


|of a used-car lot here, was beaten 


up in his office by two men and 
robbed of $50. 

The men, who had posed as buy- 
ers, robbed Bell as he prepared to 
write out an order sheet. 

a. * . 


Miamian’s Rosy Forecast: 


100 Million Cars on Road 


MIAMI.—Ed Lane, general man- 
ager of Olin’s, Inc., one of Miami's 
largest used-car concerns, sees an 


| unlimited potential for car sales. 


Lane predicts 100 million cars on 
the highways eventually. At last 
count, there were fewer than 47 


| million. 


“People are being forced into the 
purchase of one or more cars per 
family,” he says, “because they 
have no other satisfactory means 
of carrying out their daily affairs.” 

* * © 


Zacker Heads Fair 


DUARTE, Calif.— Larry Zacker, 
Duarte used-car dealer, has been 
named general chairman for the 
Duarte Community Fair, scheduled 
Aug. 25-29. Proceeds of the fair, 
sponsored by the Lions Club, will 
go toward a community swimming 
pool. 


* * * 


New Kokomo Firm 


KOKOMO, Ind. — Paul Northrup 
and Dick Rasure have organized 
Koko- Motors, 1401 E. Markland 
Ave., to deal in used cars. 

x . * 


R. I. Names Counsel 


PROVIDENCE.—(UTPS)—Leo T. 
Connors has been named counsel 
for the Rhode Island Independent 
Automobile Dealers Assn., accord- 
ing to Sheldon H. Stiegel, president. 


Ore Experiment 


Ford Successfully Tries Out 


Low-grade Lodes 


DEARBORN.—Production of ex- 
perimental iron ore concentrate 
from low-grade deposits in Mich- 
igan’s Upper Peninsula by Hum- 
boldt Mining Co. was announced 
last week by Ford Motor Co. 


Development of a process for 
making use of the plentiful low- 
grade ore is significant, according 
to Ford officials, because high- 
grade deposits in Michigan, Minne- 
sota and Wisconsin are being de- 
pleted rapidly. 

The mining company is owned 
jointly by Ford and Cleveland-Cliffs 


| Iron Co. 


Robert L. Bodor, manager of the 
mining properties department of 
Ford’s plant engineering office, said 
that Humboldt’s experimental iron 


;Ore concentrate is “far higher” in 


iron content than the Lake Supe- 
rior “direct shipping” ores on whic) 
steelmakers largely depend. 

Bodor said that until completio: 
of a pelletizing plant near the iron 
ore deposits, Humboldt’s product is 
being stabilized by mixing with 
standard ore before shipment on an 
experimental basis to the Rouge 
plant. 
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WUsed-Car Auction Prices 


Market Trend 


The year’s sharpest blow was taken by the wholesale used-car 
auction market last week when Automotive News’ overall price index 
plummeted $29. 

All individual models but two lost ground. Increases were noted for 
48s, which went up $5, and for ’52s, which gained $2. 

Other models fell far enough to bring every one to record lows. 

Setbacks were: '54s, down $87; ’53s, down $60; ’51s, down $30; ’47s, 
down $30; '50s, down $18, and °49s, down $7. 

It was the sharpest drop for '53s since Feb. 8, and the heaviest 
foss of the year for ’51s. Not since last July had ’47s fallen so far. 


Activity, however, was up. At 10 representative auctions, 1,966 cars 
were offered and 1,295 were sold, for a ratio of nearly 66 percent. 
A week earlier, the ratio had been only 62 percent. 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


Super Jet 4-dr., $1,600. '53 Super Jet 
DENVER 4-dr., $1,100; Jet 4-dr., $1,050. 
(Denver Auto Auction. Sales every Sun-| MERCURY — '53 Custom Sport coupe, 
day, Monday and Tuesday. Prices are for $1,800*. '51 4-dr., $720*. '50 4-dr., $530. 
sales of June 27, 28, 29.) OLDSMOBILE—’54 (98) Holiday, $3,490* 
(Fewer cars offered for consignment. (ps), $3,335* (ps); 4-dr., $3,200* (ps), 
Prices slightly down. Sold 118 cars out $3,050* (ps), $3,025* (ps); (88) Super 
of 287 offerings.) 4-dr., $2,950* (ps); Holiday, $2,925*; De- 
BUIOK—’54 Special Riviera 2-dr., $2,450°. luxe 2-dr., $2,520°; 4-dr., $2,470*. ‘53 
’63 RM Riviera 2-dr., $1,790* (ps); (98) conv., $2,120* (ps). 
Special 4-dr., $1,385*. °52 RM Riviera | PACKARD—’5S1 4-dr., $705*, $590*. 
4-dr., $1,150*, $1,035* (ps). 51 Special PLYMOUTH—’53 Cambridge 4-dr., $900. 
4-dr., $575*. '60 Super 2-dr., $285*. '48 ‘51 Cranbrook Belvedere, $650. 
RM 2-dr., $140*. PONTIAC — ‘53 Chieftain (8) Catalina, 
$1,745*; 4-dr., $1,365", $1,260*. 52 


CADILLAO—’53 (62) 4-dr., $2,890° (ps). 
"51 (62) 4-dr., $1,755°. 

CHEVR —'54 Bel Air 4-dr., $1,900°, 

2 at $1,850*, $1,837°, $1,715, 3 at $1,700; 


Chieftain (8) 2-dr., $800. ’51 Chieftain 
(8) conv., $870*; club coupe, $760*; Cat- 
alina, $715*. °49 Silver Streak (8) 2-dr., 


coupe, $1,850; 2-dr., $1,800*, 3/| __$315*. 
ar 00 bl. etbe 5 * eat: (210) | STUDEBAKER — '51 Commander Land 
Del Ray coupe, $1,700, $1,600; 2-dr.,| Cruiser, $550°; %4-ton pickup, $400. 


WILLYS—’54 station wagon, $2,230; %- 


e. 
$1,725°; =. pickup, $1,866. ’50 %-ton pickup, 


ton pickup, $1,340. 
215, $1,110, $1,090. 


4-dr., $1,620, 2 at $1,600; %- 
"653 (210) 4-dr., $1,- 
°62 SL Deluxe 2-dr., 


0: %-ton pickup, $780; %-ton pickup, | MISC.—’54 GMC %-ton pickup, $1,360. '50 
Sis: Bi SL. Deluxe ‘a-én 9590. " GMC %-ton pickup, $265. 
’564 NY Deluxe conv., $3,250* 
(ps). ’53 Imperial 4-dr., $2,150* (ps). JESSUP, MD. 
"52 NY 4-dr., $1,095*. '51 NY club coupe, . 


(Colie’s Auto Auction. Sale every Wednes- 
day. Prices are for sale of June 30.) 
(Market and sales good. Bidding sharp. 
Sold 38 cars out of 61 offerings.) 
BUICK—’53 RM 4-dr., $2,060*. 
CHEVROLET—’53 (210) 2-dr., $1,010. '52 
FL Deluxe 2-dr., $820, $760. ’51 FL 
Deluxe 2-dr., $675, $465. '50 SL De- 


See, "49 NY conv., $840. '47 NY 4-dr., 


FORD—' 54 Crest (8) Victoria, $2,265; Cus- 
tom (8) Ranch Wagon, $2,225; conv., 
$2,220, $2,130; %-ton pickup, $1,543. '53 
Crest (8) Victoria, $1,545*. ’52 Crest (8) 
conv., $705; %-ton pickup, $680, $555. 

HUDSON—’54 Jet Liner 4-dr., $1,750*; 
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MAKES GAS GO FURTHER . . . GETAWAY FASTER 
Today smart car owners everywhere are getting more power 
.«- Smoother performance . . . greater economy with Grand Dual 
Exhaust Systems and Grand Dual Exhaust Header Systems. They 
add more “go” to getaways... give extre power to meet 
. emergencies, extra speed for adventure. In addition, they increase 
horsepower up to 20% and streich gas mileage 10 to 20%. 
Every purchaser @ sotisfied customer . . . every installation 
guaranteed to fit properly . Priced to bring big dealer profits. 
ORDER from your jobber now. Every system designed so factory 
replacement type mufflers can be used. 
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DIVISION OF GRAND SHEET METAL PRODUCTS CO. 





they paid for 
by installing 


DUAL EXHAUST SYSTEM 
















. U.S, Pat. Off.) is a trademark of the Owens-Corning Fiberglas Corporation. 


GRAND AUTOMOTIVE PRODUCTS pep. AN-s 
2055 N. Ruby Street, Melrose Park, Ill. 


luxe 4-dr., $550. '49 SL Deluxe 4-dr., 
$340, $300. 

CHRYSLER—’54 Windsor 4-dr. '53 Windsor 
4-dr., $1,325°*. 

DESOTO—’51 Deluxe 4-dr., $700*. ‘50 
Custom 4-dr., $465*. 

DODGE—’60 Coronet 4-dr., $525. ‘47 Cor- 
onet 4-dr., $155. 

FORD—’52 Crest (8) conv., $1,100. ‘48 
Super Deluxe (8) conv., $265; 4-dr., 
$225. 46 Super Deluxe (8) conv., 


$300; 
Special Deluxe (6) 2-dr., $260. '41 (8) 
club coupe, $125. 


HUDSON—'49 Super (6) 2-dr., $180. 


LINCOLN—’50 4-dr., $400*. ‘'39 Zephyr 
4-dr., $125. 
MERCURY—’51 4-dr., $725. 


NASH—’50 Rambler conv., $400*. 
OLDSMOBILE—’49 (88) 4-dr., $505°*. 
(88) 2-dr., $200. 
PACKARD—’47 Clipper 4-dr., $130. 
PONTIAO—’'48 Torpedo (8) 2-dr., 
'47 Torpedo (8) 2-dr., $235. 
STUDEBAKER—’50 Champion 4-dr., 
WILLYS—’52 Jeepster, $520. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Wednesday. Prices are for sale of June 
30.) 


(Our best sale since 1949. Really sharp 
cars offered this week, with prices hold- 
ing steady after sliding for two weeks. 
Most activity on ‘Sis and ’52s. Sold 
127 cars out of 191 offerings.) 


BUICK—’53 Super Riviera 2-dr., 
$1,690. ’51 Super 4-dr., $860*, 
Super 2-dr., $7056*, $676*. 


CADILLAC—’52 (62) 4-dr., $2,370* (ps). 
’51 (62) 4-dr., $1,965* (ps), $1,930* (ps). 
"50 (62) 4-dr., $1,465*° (ps). 


CHEVROLET ’53 (210) 4-dr., 
$1,120; (150) 4-dr., $1,020, $1,015; %- 
ton pickup, $895. '52 SL Deluxe 2-dr., 

» $875, 2 at $835, $745, $705; %-ton pick- 
up, 2 at $605, $590, $505. '51 SL Deluxe 
2-dr., $750*, 2 at $710*, $650, $605; %- 
ton pickup, $500, 2 at $495. ’50 SL De- 
luxe 4-dr., $605, $575, 3 at $570, $565. 
49 SL Deluxe 2-dr., 2 at $490, $410, 
2 at $400, $370. °48 SM 2-dr., $280, 
$210, $200. '46 SM 2-dr., $200, 2 at $175. 
’41 SM 2-dr., $105. 


CHRYSLER—’51 Windsor 4-dr., 


"47 


$300°. 
$355. 


$1,745°, 
$805. °50 


$1,140, 


$825*, 2 


at $805*. 50 Windsor 4-dr., $540*, $500*. 
DESOTO — ‘51 Custom station wagon, 
$600*. '50 Custom 4-dr., $510, $490. °48 
Custom 4-dr., $250*. '47 Custom 2-dr.,. 
$210°. 
DODGE — ’'51 Custom 4-dr., $690*. ’'50 


Wayfarer 2-dr., $410; 1-ton pickup, $535. 
FORD—’53 Crest (8) Victoria, $1,445*; 
Custom (8) 4-dr., $1,260*, $1,210*. ’52 
Custom (8) 4-dr., $880*%, $805°. ’51 
Custom (8) 2-dr., $655*, 2 at $650*, 
2 at $595*. °50 Custom (8) 4-dr., $500*, 
2 at $440*, $405*. °49 Custom (8) 2-dr., 
$395*, 2 at $390°, $365*, 2 at $320*, 
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$255. °47 Super Deluxe (8) 2-dr., $225, 
$205, $160. 

HUDSON—’51 Commodore 4-dr., $505*. '50 
Commodore 2-dr., $410*, $375. 

KAISER—’51 Deluxe 4-dr., $455*, $305. 

LINCOLN—’49 4-dr., $240*. '47 2-dr., 
$200*. 

MERCURY—’54 Custom 4-dr., $1,980. ’51 
Custom 4-dr., $860*, $805*. '50 Custom 
2-dr., $660*, $595*. °49 Custom 4-dr., 
$450*, $400*, $275. 

NASH-—’51 Rambler 2-dr., $605*, $560*. 

OLDSMOBILE—’51 (88) 4-dr., $705*. ’50 
(88) 2-dr., .$660*, $600*. '49 (98) 2-dr., 
$505*. 

PACKARD—'49 4-dr., $260*%, $205*. 

PLYMOUTH—’53 Cranbrook 4-dr., $960, 
$905. °52 Cranbrook 4-dr., $780, $710, 
$660. °51 Cranbreok 2-dr., $615. '50 
Special Deluxe 4-dr., $505, $490. ‘49 
Special Deluxe 2-dr., $295, $260. 

PONTIAC—’51 Chieftain (8) 4-dr., $590*, 


"50 Chieftain (8) 2- 
dr., $565°, 2 at $550°. '49 Silver Streak 
(8) 4-dr., $490%, $460%, 2 at $400. “48 
Torpedo (6) 2-dr., $150*°. °'47 Torpedo 
(8) 4-dr., $100. 

STUDEBAKER—’ 52 Champion 2-dr., $605*. 
’51 Champion 2-dr., 2 at $525*, $505*. 
*50 Champion 4-dr., $310*. 

WILLYS—’ 47 station wagon, $280, $260. 

MISC.—’51 Henry J, 2-dr., $260. °46 In- 
ternational %-ton pickup, $220. 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every 
Tuesday. Prices are for sale of June 29.) 
(Sold 53 cars out of 89 offerings.) 


BUICK—’53 Special 4-dr., $1,395*. '51 RM 
4-dr., $800*. '49 Super 2-dr., $295. 


CADILLAC—'48 (62) conv., $510*. 


CHEVROLET—’51 %-ton chassis & cab, 
$485, $480, $380. "50 SL Deluxe Bel Air, 
$625; 2-dr., $575, $555; %-ton pickup, 
$460, $375. '49 SL Deluxe conv., $425; 
2-dr., $405, $390. '48 SL Deluxe 2-dr., 
$205, $150. '47 FM club coupe, $275, 
$200. °46 FM club coupe, $225. 


DeSOTO—’52 Fire Dome (8) 4-dr., 
*50 Fire Dome (8) 4-dr., $400*. 


DODGE—’48 %-ton pickup, $100. 


FORD—'54 %-ton pickup, $1,200. '52 Cus- 
tom (6) 2-dr., $530. ’51 Custom Deluxe 
(8) 4-dr., $660, $430. '50 Custom Deluxe 
(6) 2-dr., $505, $155. °49 Custom Deluxe 
2-dr., 
$455, $275; conv., $400. 
4-dr., $465, $260. 

HUDSON—’49 Super (6) 4-dr., $185. 

MERCURY—’50 Custom 4-dr., $590. 

NASH—’49 Ambassador 4-dr., $150. 

OLDSMOBILE—’49 (88) club coupe, $450. 

PACKARD—’49 Clipper 4-dr., 

PLYMOUTH—’53 Cranbrook 2-dr., 
Cambridge Suburban, $925. 

PONTIAC—’50 Chieftain (8) conv., 
’49 Silver Streak (8) 2-dr., $350. 

STUDEBAKER—’48 %-ton pickup, 
Champion 2-dr., $500. 


$505*, 2 at $500*. 


$1,000*. 


’47 Deluxe (8) 


$780; 
$535. | 
$105; 


MISC.—’52 GMC %-ton pickup, $655. ’51 
Henry J 2-dr., $165. '49 GMC %-ton 
pickup, $255. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every 
Wednesday. Prices are for sale of June 30.) 
(Activity brisk with heaviest buying 
’51s, "526 and very old models. Sold 
83 cars out of 138 offerings.) 


BUICK—’52 Super Riviera, $1,275*. 
Super sedan, $860*. 

CADILLAC—’54 (62) coupe deVille, $5,000° | 
(ps). °52 (62) sedan, $2,300* (ps). '49 
(62) sedan, $900*. ’47 (62) sedan, $225*. 


CHEVROLET—’53 Bel Air 4-dr., $1,230*; 


in 


"51 


(150) sedan, $990, $950. 52 SL Deluxe/| 
Bel Air, $1,200*%; sedan, $890, $860, | 
$850. °51 SL Special sedan, $580, $555. 
’50 SL Deluxe sedan, $670, $650, $610; 
conv., $660; SL Special sedan, $435, 
$375: °46 SM sedan, $180. 


CHRYSLER—’48 Windsor conv., $200*. '47 
Windsor conv., $310. 

DESOTO—’52 Custom (8) sedan, $1,000*. 

DODGE—’53 Coronet sedan, $1,200. °51/ 
Coronet sedan, $680. '50 Meadowbrook 
sedan, $510. '49 Coronet sedan, 

FORD—’'54 Custom (8) sedan, $1,910°. '53 
Crest (8) Sunliner conv., $1,450*; %4-ton 
pickup, $735. ‘52 Custom (8) sedan, 
$1,010, $1,000, $900, $900; conv., $1,150*; 


Main (8) sedan, $845, $810; Main (6) 
sedan, $725. ‘51 Custom (8) Victoria, 
$770*; sedan, $740, $715, $695; Deluxe 


’560 Custom (8) sedan, 
$510; conv., 


$550. 
’49 Custom (8) sedan, 


(6) sedan, 
pony 


HUDSON—'SS Wasp sedan, $685. 
sedan, $170. 

MERCURY—’52 Monterey coupe, $1,000*, 
$895*. °51 sedan, $735. '50 Monterey, 
coupe, $740*; sedan, $610. °47 sedan, 
$120. 

NASH—'51 Rambler station wagon, $620. 
50 Statesman sedan, $290. ‘49 (600) 


’48 Super 


$160; Custom Deluxe (8) 4-dr., | 


$105. | 


Average Used-Car Prices 


(Compiled by Automotive News) 


| BUICK—’54 Special Riviera 4-dr., 














July 1954 June May 
Model To Date 1954 1954 
1964... $1,960 $2,047 $2,065 
1958... 1,341 1,401 1,459 
BR tatscsvesicevie 1,004 1,002 1,034 
1961... 107 737 7638 
1950... 522 540 567 
1949... 386 393 % 
1948...... 263 258 282 
—— 180 210 210 
Overall = ea 
Average $ 795 $ 824 § 847 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 






$300, 


‘49 Champion conv., $260. ‘47 


Champion sedan, $270. 
WILLYS—’51 station wagon, $560. 


FLINT 


(Flint Auto Auction, Inc, Sale every 
Wednesday. Prices are for sale of June 30.) 


(Market strong and a good percentage 
of units sold. Sold 69 cars out of 114 
offerings.) 
$2,355*. 

’53 Special Riviera 4-dr., $1,600*. ‘52 

Special Riviera 2-dr., $1,250, $1,210; 4- 

dr., $1,235. '50 Super conv., $685*. °49 

RM 4-dr., $430*. 

CADILLAC—’53 (62) 4-dr., $2,800* (ps). 

CHEVROLET — ’53 (210) 2-dr., $1,090*. 
’52 SL Special 2-dr., $1,155*; SL Deluxe 
2-dr., $805, $775. '51 SL deluxe Bel Air, 
$775; 4-dr., $670; 2-dr., $620, $615; SL 
Special 2-dr., $535. "50 SL Deluxe 2-dr., 
$575, $455; 4-dr., $550; SL Special 2- 
dr., $450. °49 SL Deluxe 4-dr., $390. 
‘46 FL 4-dr., $185. 

CHRYSLER—’53 NY 4-dr., "50 
Windsor 4-dr., $550. 

DESOTO ’54 Fire Dome 4-dr., 
$2,100°. 

DODGE — ’53 Coronet club coupe, $1,150. 
"50 Coronet 4-dr., $485; Meadowbrook 
4-dr., $420. '49 Meadowbrook 4-dr., $365; 
¥%-ton pickup, $265. 


$1,685*. 


(8) 


|; FORD—’54 Custom (8) club coupe, $1,775". 


’53 Custom (8) station wagon, $1,525; 


4-dr., $1,285*, $1,155*; 2-dr., $1,140*, 
$1,050; Main (6) 2-dr., $845; %-ton 
pickup, $840. '52 %-ton panel, $440. '51 
Custom (8) 4-dr., $650; 2-dr., $450; 
\%-ton pickup, $500. 

KAISER—’52 Manhattan 4-dr., $570. °51 
Special 4-dr., $385. 

MERCURY—’53 club coupe, $1,435". °52 
Custom 2-dr., $975. ’50 4-dr., $465. 

NASH—’52 (600) 4-dr., $925*. °51 (600) 
4-dr., $425. 

OLDSMOBILE—’52 (98) 4-dr., $1,360*. 
’51 (88) 4-dr., $865*. °49 (76) 4-dr., 
$305. 


PACKARD—’'49 Clipper 4-dr., $295, $195 
PLYMOUTH—’51 Cranbrook 4-dr., $535. 
PONTIAC—’53 Chieftain (8) club coupe. 
$1,530*; 2-dr., $1,430*. ’°52 Chieftain De- 
luxe (8) 2-dr., $1,090°. ’51 Silver Streak 
(8) Catalina, $925*; 4-dr., $795*; 2-dr., 
$605. °50 Silver Streak (6) sedan coupe. 
. 49 Silver Streak (6) 4-dr., $435. 
STUDEBAKER 52 Commander 2-dr., 
$600. °51 Champion 4-dr., $325. 
MISC.—’53 Henry J (6) 2-dr., $410. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of June 29.) 


(Market continued steady. Sold 125 
cars out of 175 offerings.) 
BUICK—’54 RM 4-dr., $2,225* (ps). '53 

Super 2-dr., $1,395*. °52 Special 4-dr., 


$1,150; Super Riviera 4-dr., $1,300*. ’51 
Super 4-dr., $780; Special 4-dr., $740. 
’50 Super Riviera 4-dr., $970*, $840*; 
Special 4-dr., $665*, $570. °49 Super 
sedanet, $405; 4-dr., $405. °47 Super 
4-dr., $100. 

CAD C—’52 (62) coupe, $2,220* (ps). 


' (62) conv., $1,630*; coupe, $1,540* 
(ps). °48 (62) coupe, $535°. °47 (62) 
4-dr., $325*. 


CHEVROLET—’54 Bel Air 4-dr., $1,730*. 
’53 Bel Air 2-dr., $1,405; station wagon, 


$1,515; 4-dr., $1,260; (210) 2-dr., 
$1,085*, $1,060*, $1,040*. °52 SL Deluxe 
2-dr., $900*; 4-dr., $650*, °51 SL De- 


(Continued on Page 42, Col. 3) 





NOW... 





sedan, $170, $150. 
OLDSMOBILE—’52 (98) Holiday, $1,450*. | 
’51 (88) sedan, $800; (98) sedan, $900*. | 





"50 (88) sedan, $590, $530. 49 (98) 
sedan, $450; (88) sedan, $350. '47 (76) 
sedan, $160. 

PACKARD—'49 sedan, $210. 

PLYMOUTH—'52 Cranbrook sedan, $750. 
"50 Special Deluxe sedan, $410. ‘47 De- 
luxe sedan, $110. | 

PONTIAC — ’53 Chieftain (8) sedan, | 
$1,455*, $1,400*, $1,275*. ‘51 Silver | 
Streak (6) sedan, $725. '50 Silver Streak 
(8) sedan, $540. 


STUDEBAKER—’51 Champion sedan, $580. 


have you got 
a headache? 


If your headaches are multiplying 
in 1954... then be sure to see 
the back page of this issue! 


— 











STEERING 
sets new standards 


AND BRAKING 


of driving ease 
and safety 


Today’s most wanted power features for TIRES 


"a 4 


“Bondy” * \ow pedal 
POWER brake 


Specified by more car manu- 
facturers than any other make, 
Bendix Low Pedal Power 
Brake makes possible quick, 
sure stops by merely pivoting 
the foot from stop-and-go con- 
trols. No need to lift the foot 
and exert leg power to bring 
the car to a stop. Result—more 
driving comfort, less fatigue 
and greater safety! 


POWER Steering 


Because Bendix Power Steer- 
ing is of the linkage type, ve- 
hicle manufacturers find it es- 
pecially adaptable for produc- 
tion line installation, without 
extensive engineering changes. 
Manufacturers can now meet 
the increasing demand for 
power steering more efficiently 
and more economically with 
Bendix Power Steering. 


““Gondid” HYDROVAC* 


POWER brake 


With over four million in use, 
the Bendix Hydrovac is by 
all odds the world’s most 
widely used power brake for 
commercial vehicles. This 
overwhelming preference for 
Hydrovac is a result of sound 
engineering design, excep- 
tional performance, low orig- 
inal cost and minimum serv- 


ice upkeep. 


"Gondix” * KIR-PAK 
POWER brake 


With one simple compact unit, 
Bendix Air-Pak combines all 
of the well-proven advantages 
of hydraulic brake actuation 
with an air brake system. An 
important advantage of Air- 
Pak is that brakes can be ap- 
plied by foot power alone 
when braking is required be- 
fore air pressure builds up or 
if it should fail for any reason. 

*REG. U.S. PAT. OFF. 


Bendix 
Wye ak} 
Division 




















42 AUTOMOTIVE NEWS, JULY 12, 1954 
| * *. 
Warren, Lottridge Buy Sprout Motor in Kansas | 2 ay Ea et "conv. + tei 
Sprout Motor Co. (Ford), Medi-| owners have changed the firm « ° Sport coupe, $1,410°; 4-dr., 2 at $1,225 
cine Lodge, Kans., has been sold to| name to Warren-Lottridge Motors. - ae es Oe 075; (150) Sere Pent 
52 SL Deluxe Bel Air, $1,200*; 2-dr 
Wendell R. Warren and Charles M.| Sprout has retained his Sprout $1,190. ’51 SL Deluxe Bel Air, $750" 
Lottridge by Wade Sprout. The new | Tractor & Implement Co. 4-dr., $750°, $720, $710; 2-dr., $745: 
CHRYSLER — '52 Saratoga club coupe 
(Continued from Page 40) $1, 180°; Windsor 4-dr., $945". °50 = 
luxe 4-dr., $725, $700; 2-dr., $685°, $680,| (ps); (60) Special 4-ar., $3,315*. ’52| Perlal 4-dr., $535%; NY 4-dr., $445" 
$675*; SL Special 2-dr., $555. ‘50 SL| (62) 4-dr., $2,215°. '51 (62) coupe,| ‘48 Windsor conv., $150°. 
Deluxe Bel Air, $600, $530; 4-dr., $500; | $2,010*; 4-dr., $1,750°. '50 (62) 4-dr., | DESOTO—'53 Fire Dome (8) 4-dr., $1,410 
= FL Deluxe 2-dr., $545; SL Special 2-dr., $1,355*. (ps); Powermaster 4-dr., $1,190 
$410. °49 SL Deluxe 2-dr., $400. 47 SM| CHEVROLET—'54 (210) 4-dr., $1,510*;| Fire Dome (8) 4-dr., $1,055* (ps), 885° 
2-dr., $105. 46 FM 2-dr., $145, $125,| Bel Air coupe, $1,470*. '53 Bel Air 2-| (ps); Custom 4-dr., $995* (ps); Deluxe 
A CA 4 $120, $100. ws os 4 = 2-dr., $1,100; (150) 4-dr., $710. 
CHRYSLER—’50 Windsor 4-dr., $525. -dr., . '52 SL Deluxe Bel Air, , ss 
DESOTO—'52 Fire Dome (8) 4-dr., $1,095.| $1,085*; 2-dr., $845*, $780, $765; SL| Srecdowbrook station oeon £1.3ene ss 
*49 Custom 4-dr., $390. Special 2-dr., $695. ’51 SL Deluxe 4-dr.,| Coronet 4-dr., $685*. '51 Coronet 4-dr.. 
DODGE—’53 Coronet 4-dr., $1,240*; %-ton| $700%,  $650°, $600; 2-dr., $640; club| 605°. '50 Wayfarer 2-dr., $390*: Corone: 
pickup, $735. ‘52 Coronet _ coupe, ae "te 2 at $630, $615*. °50 4-dr., $205*. 
$770. °49 Coronet 4-dr., 45. luxe 1 Air, $675*, $500°; SL 7 
FORD—’54 Crest (8) Victoria, $2,000*. '53| Special 4-dr., $525, $415. Oia; Yaa née ee, ee. 
4 Custom (6) 2-dr., $1,105; Main (6) 2-| CHRYSLER — ’52 Saratoga club coupe, $2,145*; 2 ctoria, $2,155* (ps); Country 
dr., $950. ’52 Main (8) Ranch Wagon,| $1,160*; Windsor club coupe, $890; 4-dr.,| Sa¥lne, $2,140°. *53 Custom (8) conv.. 
sd $1,200; Crest (8) conv., $960*; Custom| §705*. °50 Windsor club coupe, $450. as ; (ps), $1,625°, $1,560, $1,460 
(6) 2-dr., $805. '51 Custom (8) 2-dr.,| °49 Windsor 4-dr., $405; NY 4-dr., $250. a ooo om a 2-dr., $1,235, $1,215 
$655; Deluxe (6) 2-dr., $560, $500. '50| DESOTO — '53 Powermaster Sportsman,| $1200, 3 at $1,165, $1,150, $1,140; 4- 
ie 5 ° dr., $1,155, $1,145; Crest (8) Victoria. 
Custom (6) conv., $500; 2-dr., $470; $1,560*. 1.540*. $1 . 3 
4-dr., $400. '49 Deluxe (8) 2-dr., $330;| DODGE—’53 Coronet conv., $1,370*. '52| % Sab: Guar Ge dans Ga 
Custom (6) club coupe, $265, $165. Meadowbrook 4-dr., $700. 51 Meadow- g. + Country Squire, $935; Custom (8) 
HUDSON—'48 Super 4-dr., $215. brook 4-dr., $660, $515; Coronet 4-dr.,| 4d", $1,006°, $1,010; Custom (6) 2- 
LINCOLN—’50 2-dr., $425. '46 club coupe,| $485. '48 Custom 4-dr., $240. '47 Custom r., $895. 
$125. conv., $190. HUDSON—’52 Hornet 4-dr., $910*, $600, 
MERCURY—’52 Monterey coupe, $1,315,| FORD—-’54 Crest (8) Victoria, $1,860*. $555*; Wasp 2-dr., $500. °51 Hornet 
$1,250°. a Custom 2-dr., $745°, ie ’53 Crest (8) Victoria, $1,515*, -31,490°, 4-dr., $675, $525. 
Custom 4-dr., $510. '49 Custom 2-dr., $1,405*; Custom (8) 4-dr., $1,295. '52| KAISER—’51 1 -dr. 
APPROVED $400; 4-dr., $400. Crest (8) conv., $1,135*; Custom (8) LINCOLN—’S4 Cosmopolitan pana $3,115* 
© hy hy NEW TA NASH—'51 Statesman 2-dr., $310. '48 Am-| 2-dr., $950, $930; Custom (6) 4-dr.,| (ps). '53 Capri coupe, $2,575* (ps), $2.- 
wit ft e bassador 4-dr., $185; Super 2-dr., $125.| $880; Main (8) 2-dr., $745, $710. °51 290* (ps), $2020*: Cosmopolitan coupe 
OLDSMOBILE — ‘54 (88) Club coupe, Custom (8) 2-dr., $550. '50 Custom (8) $2,075 (ps). ’52 Capri 4-dr., $1,390* 
$2,130*. ‘53 (98) Holiday, $2,200*. '52) 4-dr., $510, $495, $485, $430; Deluxe | mEROCURY—’54 Custom 4-dr.. §2.000*: 2- 
‘*MOBILE-BAKE’’ OVEN | (98) 4-dr., $1,380%. '51 (88) Holiday,| (6) 2-dr., $400, $340. '49 Deluxe (6)/ dr., $1,845. '53 Monterey coupe, $1,530° 
$1,090*; 4-dr., $990*. '50 (98) 2-dr., 2-dr., $155. ’52 Custom Sport coupe, $1 375* $640": 
$615*; (76) sedanet, $505*. ‘49 (98) | HUDSON—’52 Pacemaker sedan, $655. ’51| 2-dr., $915. '51 Monterey coupe, $875. 
4-dr., teen ode — 0 a 4-dr., $605. '50 Pacemaker 4-dr., $590*; 4-dr., $765, $700, $695 $670 : 
7 PACKA 52 4-dr., 25. 49 Commodore (6) 4-dr., $135. | NASH—’53 Rambler’ nine : 
Infra-Red Unit Boosts Production © Saeiu GF Gavia wed equities | PLYMOUTH—'S4 Plaza 2-dr., $1,300. °51 "51 Deluxe 4-dr., $465. 132 Aabtente 6. ae Teaco: 
by automobil fact Cranbrook 2-dr., $525. "49 Deluxe 4-dr., | LINCOLN—’49 Cosmopolitan 4-dr., $250;| man 2-dr., $1,030; 4-dr., $1,010*; , 
at Minimum Investment y automobile manufacturers. . june 4-dr., $180, $150 , $1,030; 4-dr., $1,010*; Ram 
Operating cost only a few $315. ’47 Special Deluxe -dr., $180, = club coupe, $190. : bler station wagon, $800; club coupe, 
PERFECT PAINT JOBS in a fra ee ae rosa Chieftain (8) 2-dr., $1,190", $800, | $1:780; sport coupe, $1068; i-dr., $1,500, | onemrosee’ 22°; 
; iin ae JOE ee 4 @ ALL-ALUMINUM UNIT moves $745. '51 Silver Streak (8) 4-dr., $700*.| "53 Monterey coupe, $1,260. °51  4-dr.,| “(psy $2,595° (pa), "53 (88) conv., $2,185 
tion of the time required or old- automatically along geared | 50 Silver Streak (6) sedanet, $350. '49/ $750; 2-dr., $595. (ps); Holiday, $2,075*; 4-dr., $1,750°* 
fashioned air drying! Tayco’s ‘““Mo- floor-tracks at adjustable | §ilver Streak (8) sedanet, $360. '48 Tor- | NASH—’53 Statesman Super 4-dr., $1,175. 52 (98) Holiday, $1 535%; (88) 4-dr.. 
a Frying: ay speed, Occupies minimum pedo (6) 2-dr., 2 at $225. ’51 Statesman Super 2-dr., $580; Rambler| 1,335*. 51 (98) Holiday, $1,195*: (88) 
bile-Bake’” OVEN gives hard baked space. STUDEBAKER — ’53 Champion 2-dr.,| station wagon, $480. ’50 Statesman Super| Cony., $1,050. ages ? 
iia : $1,025. '51 Champion 2-dr., $460; 4-dr.,| 4-dr., $200. PACKARD—’S3 4-dr., $1,395. '52 4-ar 
finish in one hour or less—regardless eee ee $460; Commander 4-dr., $425. OLDSMOBILE—’54 (98) Holiday, $2,900*; | $1.015*, °51 4-dr., $595*. + 
> } ( * a ’ ’ 
of weather. For more production and —make electrical connections | ALBANY Hotday,  $2,200°, $2.000%; (88) 4-dr., | FY MOUTH 54 Gavoy ndr.. $1,418. °63 
more profit, follow the lead of the jour “Mebiie-Bake” is ready = $1,900*, $1,775*, $1,530*. ’52 (98) conv.. "a2 Craueresk 2. 2 
p i adecteat $985. ’52 Cranbrook 2-dr., $665, $595; 
. 4 : : or production (Tim Anspach Auto Auction. Sale every $1,775*; 4-dr., $1,500*, $1,375%; (88) 2- 4-dr., $425, $290; Cambridge 2-dr., $555 
nation s most progressive auto paint © portage UNITS of 7 and | Monday. Prices are for sale of June 28.)/ dr.,_ $1,175*, $1,080. ‘51 (98) 4-dr.,| °51 Cranbrook 4-dr., $450, $385; Cam- 
shops — install a Tayco “Mobile- 14 lamps available on sturdy | — (Car quality ran low grade for this | $1,070*. bridge 2-dr., $445, $275. | 
” : y tripod stands for small area | market. New-car dealers accounted for 90 | PACKARD—'51 4-dr., $720. PONTIAC — ’53 Chieftain (8) Catalina, 
Bake” OVEN in your shop! cate | percent of all cars sold; glad to take the | PLYMOUTH—'54 Savoy 4-dr., $1,400. '53| $1,720; conv., $1,650*, $1,600*. °52 Chief. 
4 market price and smile. Most of the no- Cambridge club coupe, $825. °52 Cran- tain (8) conv., $1, 360°: Catalina, $1,225*: 
sales were high-bought °’53s and ’54s, brook conv., $590; Concord Suburban,| 4-dr., $1,050*: 2-dr., $900° 51 Chieftain 
Cadillacs and trucks. When the smoke $980; Cambridge 4-dr., $650. ’51 Cam- (8) 4-dr., 2 at $850", 2 at $800 
cleared away after today’s auction, the | bridge 4-dr., $585, $290. 50 Special De-| sTUDEBAKER — ’'54 Champion 4-dr., 
tally showed 143 cars sold out of 166 luxe club coupe, $400. '49 Special Deluxe| $1345. °'53 Champion 2-dr., $1,410°. 





Pm ly rn GV SUS e ate as maes 








offerings.) 
BUICK—’54 Century coupe, 


4-dr., $430, $280. 





(Continued on Page 44, Col. 3) 






$2,700*. '53| PONTIAC—’53 Chieftain (8) 4-dr., $1,310. 
Super 4-dr., $1,710°; RM 4-dr., $1,700*| '52 Chieftain (8) Catalina, 2 at $1,285°; 
(ps). ’52 Super 4-dr., $1,400°; Riviera| 4-dr., $1,050*. '51 Chieftain (8) 4-dr., . 
coupe, $1,330*; Special 4-dr., $1,010*.| $775*. '50 Chieftain (8) Catalina $650*. Hel A t 
51 RM Riviera 2-dr., $1,050*; conv.,| °49 Silver Streak (8) 4-dr., $450. - ping utos 
$1,035*; Special 4-dr., $760. '50 Super| STUDEBAKER — ‘51 Commander 4-dr., 
Riviera 4-dr., $780*; Special 2-dr., $510.| $675, $500*, $450*; Champion 4-dr., A e G c full 
'47 Super conv., $180. '46 Special 2-dr.,| $420*. ’50 Champion 4-dr., $300, $235°. g race vy 
$100. 49 Champion 2-dr., $200*. 
CADILLAC — '52 (62) 4-dr., $2,300*,| WILLYS—'53 1-ton pickup, $800. 50 1%- Swells Profits 
$2,000* (ps). °*51 - an Wy cans ton pickup, $240; og —. = 
"50 (60) Special 4-dr., d a MISC.—’51 Frazer 4-dr., . "50 GMC 
Fora bettir 4-dr., $325°. '46 =. e.. a a %-ton pickup, $360. BROOKLYN, N. Y. — More than 
CHEVROLET — ' -dr., $1,450; 
ayman, $1,775. ‘83 Bel Air’ -dr.. 25 percent of the annual $17 billion 


FINANCE INSURANCE 


$1,185; (150) club coupe, $1,050, $1,030. 
°52 SL Deluxe Bel Air, $1,060, aoe 000°; 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 


business done by the nation’s 330,- 
000 garages and service stations 


4-dr., $1,000, 2 - $965°, Friday. Prices are for sale of June 25.) “ a 
PLAN 3Gr.’ $820; ‘conv. $000. "01 BL. Deluxe| "(vid S10 cars ont of 284 offerines.) ear — ee “— 

conv., $900*, $850; 2-dr., $770*, $670*; | BUICK—'54 Super Riviera, $3,075; RM | trics’—or survival maintenance for 

4-dr., $200, $600"; gud, coupe, ques; - sedan, sac” (ps). '53 = «ar. $1,708 the 14 million vehicles which have 

ton pane uxe r., (ps). *52 Super Riviera, $1,400*. °51 seen 10 or more years of active 

$525, $520, $500*; club coupe, $520*, $480; 4-dr., $1,260* (ps). ‘50 Super 4-dr., 

station wagon, $430; FL Deluxe 4-dr.,| $710*. service, C. A. Benoit jr., president 


$485, $460; FL Special 2-dr., $350; SL 


CADILLAC—’54 (62) coupe deVille, $4,800° 


of Permatex Company, Inc., said in 


Special Business coupe, $190; 2-dr., $410. (ps). °53 (62) coupe deVille, $3,850* . 
‘49 SL Deluxe conv., $460; 2-dr., $430, (ps): 4-dr., $2,850° (ps). ‘52 (62) 4-|% dion his eS s sales i 
$405, $390; t-dr., $400, $825; a= coupe. dr., $2,450* (ps). '51 (62) coupe deVille, | ™en, distributors and dealers. } 
$410, $400; Deluxe 2-dr., $440, $420;| $2,100* (ps). “ i 
4-dr., $450, $320; SL Special Business | CHEVROLET—'54 Bel Air 4-dr., $1,835°; sain beatae ta still z ae 
coupe, $205. (150) 4-dr., $1,712; (210) Delray coupe, | Prese as big a problem an 
CHRYSLER—’52 Saratoga 4- “t:, gm. $1,625; %-ton pickup, $1,200. '53 (210) | opportunity to our automotive serv- 
’49 Windsor conv., $400*°. ‘4 indsor| coupe, $1,450*; station wagon, $1,400; | ice expe 
4-dr.. $180°. (150) 4-dr., $950. 52 SL Deluxe Bei| ~~ = an the longer life span 
. om DESOTO—'48 Deluxe Carry-All, $220°. Air, $1,080°; 2-dr., $995. 51 SL Deluxe|°f Our 14 million men and women 
Dealers who do all or part of their own DODGE—’51 Meadowbrook 4-dr., 2 at| conv., $685. ’50 SL Deluxe Bel Air,| over 65 poses for the medical, so- 
financing can get HIGHER PROFITS » With $600°. $575. °49 SL Deluxe 4-dr., $490. cial and economic experts,” Benoit i 
FORD—’54 Custom (8) 2-dr., $1,725. ’53| DESOTO—’53 Powermaster 4-dr., $1,050*. . 


Stuyvesant’s Profit Sharing Plan;* full 
coverages coast to coast, backed by a 














Main (6) 2-dr., $990, $975. ‘52 Crest 
(8) Victoria, $1,200; Custom (6) 2-dr., 


’51 Custom conv., $740. 
FORD — ’'54 Crest (8) Victoria, $2,000; 


said. 
Helping “over-age” cars and 





nationally famous leader in the automo- $975*. °51 Custom (8) 2-dr., $700*,| Custom (8) 4-dr., $2,000, $1,880; 2-dr., 
bile finance insurance industry. $610.50 Custom (8) conv., $610; 2-| $1,770*. °53 Crest’ (8) Victoria, $1,610*; | ‘fucks grow old gracefully by pro- 
*except in Ohio r., $505, $360; Custom (6) 2-dr., $470;| Custom (8) 4-dr., $1,320; Main (6) club| viding them with proper fuel, main- 
4-dr., $500*; %-ton panel, $260. '49/ coupe, $810. ’52 Custom (8) 2-dr.,| tenance and service parts produces 
ASK FOR PROOF! Deluxe (8) 4-dr., $430; Custom (8)| $1,095*. ’51 Custom Deluxe (8) Victoria, much $4,480,000,000 
Our nearest field conv., — 2-dr., eo; Soe 2 $925. °50 Custom Deluxe ‘g) gab — in cae aS 94,450,000, 7 el 
; ‘ — 4-dr., ; club coupe, ; luxe $670. °49 Custom luxe -dr., . ess, an average of abou 
mon will present all the facts without obligation. (6) 2-dr., $160*, "48 Super Deluxe (8)| HUDSON — °52 Hornet sedan, $900. '51 | $320 re-1944 vehicl 
: = ce , C > per pre vehicle per year, 
You still have time to cash in this season if you 2-dr., $220; Custom (6) 4-dr., $185. '47 Commodore sedan, $460. ’49 Commodore or an avera “old ra 
write fede Super Deluxe (8) 2-dr., $200, $110; De-| 4-dr., $300. ge gross old car’ serv- 
¥- — COMPANY a - coupe, $170. '46 Deluxe — ouR: i "54 Cpe Sport coupe, ice business of approximately $13,- 
-dr., . onterey 4-dr., : ‘on- | 500 
THE STUYVESANT INSURANC mT rr Er? ng A rg ee per establishment per year. 
953 Hamilton Street Allentown, Pennsylvania luxe 4-dr., $210. ousen 2-dr., $1,145. °51 4-dr., $750. °50 coupe, 
LINCOLN—’52 Capri 4-dr., $1,540°. $600. 
est.1850 SPECIALIZING IN AUTOMOBILE FINANCE INSURANCE MERCURY—'54 Monterey 4-dr.; $1,910. | OLDSMOBILE—'53 (98) Holiday, $2,100°: Goodrich O ns 
ee ee *53 Monterey 4-dr., $1,310; 2-dr., $1,200.| 4-dr., $1,950*%. '52 (98) 4-dr., $1,600*, pe 
*52 Monterey ist. Ee ae $1,405*; (88) Holiday, eee. "51 (88) . . 
wagon, $600. '4 -dr. 4-dr., $995, $850. ‘50 (88) 2-dr., $775. ¢ Oh 
naan es Pateomen -dr.. ee. a. aa 4-dr., $910; conv., $900; enter in 10 
LDSMOBILE—’ conv., -dr., ; ae a 
4-dr., $950*. '50 (88) 4-dr., $700*, $625*; | PLYMOUTH—’53 Cambridge coupe, 2 at COLUMBUS, O.— Largest distri ' 
plans Cottam” | Cite Palit Rentiiee bar, GOK | euptaee te Gs ceria oer eenand 
r -dr., - ge *s ; rook 2-dr., . | an ere in the world w: ned 
PLYMOUTH—'53 Cranbrook 2-dr,, $1,080;| °50 Deluxe Suburban, $400. oy tee nerds a wee ope 
Cambridge 2-dr., $995. °51 Cranbrook 4- | PONTIAOC—’54 Star Chief (8) 4-dr., 2 at ° ; 
dr., $750. '50 Special Deluxe 4-dr., $580, $2,050°. °53 Chieftain (8) Catalina, Having 200,000 square feet of floor ; 
$560. °49 Special Deluxe club coupe, $360. $1,770*; conv., $1,500%; 4-dr., $1,425*. space the one-sto brick and steel : 
'48 Special Deluxe 4-dr., $330, $190. *52 Chieftain (8) Catalina, $1,225. °50 » ry i 
*47 Special Deluxe 4-dr., $160. '46 Deluxe| Chieftain (8) 4-dr., $625. building also houses the district of- ; 
okt =. a a ae waa a -— Lark 2-dr., $450, $400.| fices of the company’s tire and ; 
3 , eftain -dr., $1, . . eepster, > 
a Chieftain @) ee, B.., a eat and industrial products 
ieftain 4-dr., ; ;  2-dr., CHICAGO . 
$1,000*. °50 Silver Streak (8) 4-dr., CA 





The warehouse has space for ap- 


$765*; 2-dr., $700. °49 Silver Streak (8) (Arena Auto Auction. Sale every Tues- 

4-dr., $400. '48 Torpedo (8) 4-dr., $370*, | day. Prices are for sale of June 29.) proximately 750,000 tires of all 

$360. ’°47 Torpedo (6) 2-dr., $210. (Sold 324 cars out of 485 offerings.) types, thousands of feet of conveyor 
STUDEBAKER—’47 Champion 4-dr., $160. | BUICK—’54 Super Riviera 2-dr., $2,750*; 


and transmission belting, hose for 


4-dr., $2,530°; Century 4-dr., $2,445*. 
DYER, IND "53 Riviera 2-dr., $1,890* (ps),| Many uses and hundreds of other 
: . $1,715* (ps); 4-dr., $1,700* (ps); Super | products. 
bs (Dyer Auto Auction. Sale every Friday. Riviera 4-dr., 2 at $1,750. °52 Super 
for Standard Models Prices are for sale of June 25.) Riviera 4-dr., $1,480°, $1,260*; conv., The center makes possible over- 
Large Buick and Cadillac $1 3 .50 F. O. B. Detroit (Sold 206 cars out of 353 offerings.) $1,395* (ps); 2-dr., $1,350*, $1,225°. night delivery to parts of Pennsyl- 
Slightly Higher When Ordering, Give Make | BUICK—'S4 Super conv., $2,605°; Special | CADILLAO — '54 (62) coupe deVille. | yvania, Ohio, West Virginia, Indian 
Riviera, $2,315. ’53 RM conv., $1,975*;| $5,305* (ps); coupe, $4550° (ps). '53 ? » Wee ’ ana 
D & M TRUCK TOP CO. Staast, itis iar, crow; mit car, | Scebe Wein Sorihe tah ealtaoe cSt | tt te the am 
rs ar. | coupe deVille, $3,305* (ps), $3,020° (ps); | It is the 12th major distributi 
12186 Petoskey, Detroit 4, Michigan PHONE: WEbster 3-1613 | $1,235°, $1,155*. '51 RM Riviera, $870*,| coupe, $3,000* (ps). '52 (62). conv.. F distrinuting 
Manvtacturers of Stake and Pick-Up Tops *; Super Riviera, $615*. $2, 700° (ps). ae — center to be established by Good- 





CADILLAC—’53 (62) coupe deVille, $3,445* 


CHEVROLET—’54 Corvette conv., $2,900; 


rich since 1950. 
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Who bought the Nash? 


Suppose this were a luscious 4-color photo... 


A beauty of a Statesman, dazzling red or blue. Probably two-tone. 
Inside a symphony of shades to match the exterior. The woman’s 
touch, without a doubt. 


But you can order any make of car in your favorite color. 


Sure, men like color. But their interests go deeper. They want a 
definite kind of transmission. They ask about the steering and 
compression ratio. They’re hep about HP and inline or V-type 
engines. They check the carburetor for miles per gallon. They buy 
a car part by part. 


Who bought the Nash? Safe bet the man at the wheel bought it. 
A recent survey of 1500 families revealed that 61.2% of the 
time the man decided on the make of car to be bought. (Even the 
wives who filled in the questionnaire admitted it.) In only 30.5% 
of the cases was it a joint purchase. A mere 4.2% of the women 


ruled the roost in the decision. 


Men put the most mileage on a car. Men buy the parts and acces- 
sories. Men choose the make of gas and oil. 


Who sells more men than any other man’s magazine? TRUE, 


Largest Selling Man’s Magazine in America—2,000,000 strong! 
86.4% of TRUE’s readers own one or more cars. (Incidentally, 
twice as many TRUE readers drive a Nash than the national 
average.) On the average TRUE readers drive 15,306 miles per 
year. 3 out of 4 TRUE readers maintain or fix their own cars. 
TRUE’s readers have a great and absorbing mechanical interest 


in cars. 


That’s why Nash, Chevrolet, Ford, Dodge, Champion, AC and 
other automotive leaders advertise in... 


AMERICA’S LARGEST SELLING MAN’S MAGAZINE 


TRUE 


THE MAN’S MAGAZINE 


One of the Fawcett family... serving millions of America’s families 


67 WEST 44th STREET, NEW YORK 36, N. Y. 








Green Chevrolet Builds $1 Million Structure 


Construction of a $1 million|Shepherd and Westheimer. 
building to house Jimmy Green| The reception and waiting .rooms 
Chevrolet Co., Houston, is now/| will feature television sets, lounge 
chairs and water fountains. The 
name of the firm has been changed 
to Jimmy Green Chevrolet from 
Green-Peterson Chevrolet. 


under way, President J. W. Green 
has announced. 

The building will have 200,000 
square feet at the intersection of 








AMERICAN 


has the greatest cargo 
capacity of any airline 





Capacity is one measure of a carrier's ability to de- 

liver the goods. That’s why it’s important for you to 

know American has the greatest cargo capacity in 

the airfreight industry. With this extra space and 

more scheduled flights to more key areas, American ° 
is better able to expedite continuous cargo move- 

ment and provide dependable on-time deliveries 

than any other Airline! 


~ AMERICAN AIRLINES 


Americas Leading Airline 


BUICK—’54 Century 4-dr., $2,725* 


Quantity 
PRODUCTION 


ONE OF. THI 
LARGEST AND 
PRODUCTION 


SPU De teh BY 


4 - ‘1 








Used-Car Auctions 





(Continued from Page 42) 
$1,275". °52 Champion 2-dr., $765; Com- 


mander Land Cruiser, $610. ‘51 Com- 
mander Land Cruiser, $585*; 4-dr., $565*. 
WILLYS—’52 station wagon, $635. ‘51 
= wagon, $635. '48 station wagon, 
MISC.—’53 Henry J, $525. '51 Henry J, 
$285. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sales every 
Tuesday and Friday. Prices are for sales 
of June 29 and July 2.) 


(Weather fine. Plenty of action.) 

BUICK—’53 Super Riviera sedan, $1,585*. 
*52 Special sedan, $875*. ’50 Special sedan, 
$610, $485*, $450°, $420. '49 Super conv., 
$415*; sedan, $335*; RM conv., $390. 
"47 RM sedan, $200; Super sedan, $190. 
"46 Super conv., $195. 

CADILLAC—’52 (62) sedan, $2,425* (ps). 
‘51 (62) sedan, $1,775*. '49 (62) sedan 
$840°*. 

OHEVROLET—’54 Bel Air sedan, $1,740; 
(210) station wagon, $1,845; sedan, §$1,- 
645, $1,625, $1,575. '52 SL Deluxe sedan, 
$930, $825, $750; Bel Air, $1,000*. ’51 
SL Deluxe conv., $800; Bel Air, $770; 
sedan, $625. '50 SL Deluxe sedan, $620, 
$575, $525; Bel Air, $610; SL Special, 
$490. "49 SL Deluxe sedan, $460, $410, 
$390, $375; SL Special, $405, $400, $355. 
48 FL Aerosedan, $300, $265. °47 FM 
station wagon, $130. '46 FM club coupe, 
$240; SM sedan, $145. 

DeSOTO—’54 Powermaster sedan, $1,950*. 
°60 Custom sedan, $575, $570, $480. °49 
Custom sedan, $440. "48 Custom sedan, 
$340, $290. 

DODGE—’52 Coronet sedan, $900. '49 Mea- 
dowbrook sedan, $300. 

FORD—’54 Custom (8) Victoria, $2,065*; 
Custom (6) 2-dr., $1,740*. '53 Custom 
(8) 2-dr., $1,150, $1,075; %-ton stake, 
$750. '52 Custom (8) Victoria, $1,050*. 
"51 Custom (6) sedan, $625*; Deluxe (6) 
sedan, $585, $515. °49 Custom (8) sedan, 
$420, $375. '48 Super Deluxe (8) sedan, 
$225. '47 Super Deluxe (8) club coupe, 
$185, $125. 

HUDSON—’48 sedan, $200. 

KAISER—’51 Special sedan, $420. '49 Spe- 
— $275. '48 Special sedan, $125*, 
100. 

MEROURY — ’51 sedan, $760. °49 club 
coupe, $340; sedan, $260. 

NASH—’54 Rambler Hard Top, $1,600*. '51 
Rambler station wagon, $490. °50 (600) 
sedan, $320. 

OLDSMOBILE—’50 (88) conv., $580*. °49 
(98) sedan, . "48 (68) sedan, $250; 
(66) sedan, $320. '47 (76) sedan, $175. 
°46 (76) sedan, $145, $135. 

PACKARD—’49 Deluxe (8) sedan, $325*. 

PLYMOUTH—’54 Plaza sedan, $1,530. '50 
Special Deluxe sedan, $420, $325. °47 
Special Deluxe sedan, $130. 

PONTIAC—’54 Chieftain (6) sedan, $1,800. 
"51 Silver Streak (8) Catalina, $1,010; 
sedan, $955*, $900*, $855*, $845*, $815*; 
(6) sedan, $1,000. °50 Silver Streak (8) 
sedan, $440; conv., $800; (6) sedan, $550. 
’49 Silver Streak (8) sedan, $525*; 
sedan, $430*. ‘47 Torpedo (8) conv., 
$220; sedan, $160, $135. '46 Torpedo (8) 
sedan, $140. 

STUDEBAKER—’52 Commander Hard Top, 
$700*. °51 Commander sedan, $410. '50 
Champion sedan, $375, $350, 2 at $345*. 
°49 1%-ton stake, $245. 


MASON CITY, IA. 


(Lapiner Auction Co. Sale every Wednes- 

day. Prices are for sale of June 20.) 

(Best sale of the year with pre-Holi- 
day buying very strong. Orop prospects 
indicate a strong future market. Sold 
122 cars out of 178 offerings.) 

(ps), 
$2,655* (ps). '53 Super Riviera, $1,855*, 
$1,850*. °52 Super Riviera, $1,260*, $1,- 
215°, $1,175*; 4-dr., $1,200*, $1,195*. °51 
>" $975* (ps). '50 Special 4-dr., 

10°. 

CADILLAC—’53 (62) 4-dr., $3,010* (ps). 
"52 (62) 4-dr., $2,285*, $2,265*; conv., 
$2,535*. °50 (62) 4-dr., $1,620*, $1,590*, 
$1,560°. 

CHEVROLET—'54 Bel Air 4-dr., $1,785. 
$1,735, $1,710; (210) 4-dr., $1,600*. '53 
Bel Air 4-dr., $1,290; (210) 4-dr., $1,- 
190*, $1,145, $1,130; (150) 2-dr., 2 at 
$1,025, $1,020, $1,015, $980; Handyman, 
$1,305; %-ton pickup, $835. ’°52 SL De- 
luxe 4-dr., $915*, $895*. ‘51 SL Deluxe 
4-dr., $705*, $695, $680. '50 SL 
Deluxe 4-dr., $650, $640, $605; 2-dr., 
$575, $520. ’49 SL Deluxe 4-dr., $455. '48 

rosedan, $280; FM 2-dr., $215. 

CHRYSLER—’52 Windsor 4-dr., $1,080*. 

DeSOTO—’'51 Custom 4-dr., $885*. '49 Cus- 
tom 2-dr., $395*. 

DODGE—’52 Coronet Diplomat, $905*. ‘51 
Coronet 4-dr., $595*. °50 Coronet 4-dr., 
$450*. 

FORD—’'54 Crest (8) 4-dr., $1,910*, $1,- 
875*; Custom (6) 2-dr., $1,695*. '53 Cus- 
tom (8) 4-dr., $1,195*, $1,140, $1,095. 
"52 Crest (8) Victoria, $1,100*; Custom 
(8) 2-dr., $945. °51 Custom (8) 4-dr., 
$830*, $765. ’°50 Custom (8) 2-dr., $590*. 
"49 Custom (8) station wagon, $505*; 2- 
dr., $405. 

HUDSON—’53 Hornet 4-dr., $1,450*. 

LINCOLN—’52 Capri coupe, $1,445°. 

MEROCURY—’54 4-dr., $2,175*, $1,965*. '53 
4-dr., $1,410*. ‘52 4-dr., $1,215. ‘51 4- 
dr., $950*, $935*, $845. °50 4-dr., $610*, 

. 


$550*. 
NASH—’53 Ambassador Country Club, $1,- 
575*. '50 (600) 2-dr., $330*. 
OLDSMOBILE—’54 (88) 4-dr., $2,790*, $2,- 
740°. ’°53 (88) Holiday, $2,175* (ps), $2,- 
050°. "52 (88) 4-dr., $1,345*. ‘51 (98) 
conv., $1,120*; (88) 4-dr., $910*. 
ACKARD—'52 (200) 4-dr., $1,110*. ‘51 
4-dr., $930*. °49 4-dr., $210*. 
PLYMOUTH—’53 Cambridge Suburban, §1,- 
195; 4-dr., $1,070. "52 Cranbrook 4-dr., 
$840, $775. ‘51 Cranbrook club coupe, 
. '49 Cranbrook club coupe, $515; 
4-dr., $455. 
PONTIAOC—’58 Chieftain (8) 4-dr., $1,490°. 
*52 Chieftain (8) Catalina, $1,395°*. 
STUDEBAKER — '53 Commander club 
coupe, $1,410*. '52 Commander Hard Top, 
$910*; %-ton pickup, $525. ’°51 Champion 
Sone $500*. "49 Champion 4-dr., $455*, 


OAKLAND, CALIF. 


(Pollock’s Used Car Auction. Sale every 
Wednesday. Prices are for sale of June 30.) 

(Market streng on all models. Sold 112 
cars out of 144 offerings.) 
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BUICK—’54 Super Riviera, $2,835*; 4-dr., 
$2,680*. '53 RM 4-dr., $1,945* (ps); Su- 
per Riviera, $1,890*, $1,835*. ‘51 Super 
Riviera, $1,155*, $1,130*; 4-dr., $1,- 
080*. °50 Super 4-dr., $830*, $800; Rivi- 
era, $775*; RM 4-dr., §725*; Special 4- 
dr., $550*; 2-dr., $465. '49 Super conv., 

$500, $520. "48 Super conv., $180. ‘47 











Super 4-dr., $220. '46 Super 2-dr., $180 
OCADILLAC—’54 (62) coupe, $4,670* (ps). 


’53 (62) club coupe, $3,225* (ps); (60) 
Special 4-dr., $3,650°. '52 (62) 4-dr 
$2,625*; conv., $2,625* (ps), $2,600°; 


club coupe, $2,500*. "50 (61) 4-dr., $1,- 
470*. °49 (62) club coupe, $1,020*. 
(Continued on Page 45, Col. 1) ; 
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Show your customers how to 
CUT PICK-UP AND DELIVERY 
COSTS BY 50% 


@ Your customers will-appreciate the speedier de- 
liveries and lower costs made possible by Heiloader 
Elevating Tailgates. The loading and unloading time 


saved with Heiloaders means more actual hauling min- 
utes and miles, more tonnage hauled by each truck 


per day. 


There’s no need for a helper on the truck ... no delays 


mill csitiuntan 


at loading or unloading points. One man can handle 
bulky merchandise weighing up to 2000-lbs. without 
back-breaking effort. Personnel injury and merchandise 
damage claims are practically eliminated. The smooth 
hydraulic power of only one cylinder does all the work, 
lowering and raising the platform, opening and closing 


it as a tailgate. 


Start selling Heiloader Elevating Tailgates today. 
Your Heil distributor will gladly give you details. 


ux HEIL co. 


DEPT. 5974, 3059 W. MONTANA ST., MILWAUKEE 1, WIS. 


Factories: Milwaukee, Wis. — Hillside, N. J. 


HOT NEW ITEM 


by the world’s leading maker 


of auto polishing cloths 


ag" 


BUG CLOTH 


For the quick and easy removal 
of all insect smears from wind- 
shields, windows, chrome and 
body. 

FREE SAMPLE 
ON REQUEST 


Write for yours today! 


BH-413D 











LAS-STIK MFG. CO. 


HAMILTON, OHIO 
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Used-Car Auction Prices 





(Continued from Page 44) 


CHE VROLET—’54 Bel Air 2-dr., $1,800, 
$1,785, $1,775; 4-dr., $1,855; (210) 2-dr., 
$1,685, $1,675. ‘53 (210) station wagon, 
$1,630; 2-dr., $1,355. '52 SL Deluxe 2- 
dr., $990, $960, $950, $935, $890*; 4-dr., 
$990; %-ton pickup, $725, $625. ‘51 SL 
Deluxe 4-dr., $770*. '50 SL Deluxe club 
coupe, $770*, Suburban, $650; FL Deluxe 
4-dr., $625. '49 SL Deluxe Business 
coupe, $390; FL Deluxe 4-dr., $460. '48 
FM 4-dr., $325; club coupe, $270. 

DeSOTO—’'50 Custom 4-dr., $660*. '46 Cus- 
tom 4-dr., $265. 

FORD—’54 Crest (8) Country Squire, §$2,- 
425; conv., $2,210*; Main (6) 4-dr., $1,- 
480; Custom (6) 4-dr., $1,580. '53 Crest 
(8) Victoria, $1,740*; Custom (8) 4-dr., 
$1,370, $1,340, $1,325*, $1,285, $1,260, 
$1,180; 2-dr., $1,360, $1,225, $1,190; club 
coupe, $1,455*; 1-ton pickup, $805. °52 
Main (8) Ranch Wagon, $1,455*; 4-dr., 
$1,000; 2-dr., $930; Custom (8) 4-dr., 
$1,150°, $1,055*; 2-dr., $930, $855. ‘51 
Custom Deluxe (8) Victoria, $1,010*, 
$935*; Country Squire, $775; 2-dr., $875*; 
4-dr., 2 at $510; Custom (8) 4-dr., $870*; 
club coupe, $740; Deluxe (6) 4-dr., $660. 
'50 Custom (8) 2-dr., $605, $575. 
Custom (8) club coupe, $450; 2-dr., $415, 
$385°; 4-dr., $425, $395; conv., $335. 
\%-ton pickup, $295, $285. 

KAISER—’53 4-dr., $1,325. ‘52 4-dr., $1,- 
050. °61 4-dr., $595. 
MERCURY — '’'51 4-dr., 

coupe, $225. 

NASH—’48 Ambassador 4-dr., 


$910*. °47 club 


$160*. 


OBILE—’54 (88) Holiday, $3,110* 
(ps); (98) 4-dr., $2,775* (ps). °53 (98) 
Holiday, $2,475* (ps); conv., $2,185*; 


(88) Super 4-dr., $1,850*; 2-dr., $1,830*. 

"52 (98) 4-dr., $1,475*; (88) 2-dr., $970, 

$965. °51 (98) Holiday, $1,265*. ’48 (66) 
. 


2-dr., $275*. 

PACKARD—’51 club coupe, $790*. °49 4- 
dr., $270. 

PLYMOUTH — ’'53 Cambridge Suburban, 
$1,420. °52 Concord Suburban, $1,120; 
Cranbrook 4-dr., $820, $805, $800. °48 
Deluxe 2-dr., $220. 

PONTIAC—’54 Chieftain (8) Catalina, $2,- 
550°; 2-dr., $2,510*. ’53 Chieftain (8) 
Catalina, $1,910*. '52 Chieftain (8) sta- 


Chevrolet Slashes 
Corvette Output 
To 300 a Month 


DETROIT. — Chevrolet has an- 
nounced that production of the 
plastic-bodied Corvette sports car 
will be cut to 300 units for July. 

Corvette production late in June 
reached the long-sought-for rate of 
1000 units a month. Chevrolet 
started building the car a little 
more than a year ago, and shifted 
operations to St. Louis at the 
first of the year. 

In his announcement of the pro- 
duction cut, T. H. Keating, general 
manager, declined to estimate the 
volume for the rest of the year. 

Corvettes, since their introduc- 
tion, had been difficult to obtain. 
In recent weeks, however, they 
have become more readily avail- 
able. It was understood that the 
production cutback was directly 
connected to recent demand. | 

There have been reports that 
Ford has reviewed its schedule for 
introduction of the _ steel - bodied 
Thunderbird, and may set back} 
its debut. 


Army Contract 


Goes to Reo | 


LANSING.—Joseph S. Sherer ir. | 
president of Reo Motors, announced | 
last week that the company had 
received $3,750,000 in new orders 
for 2%-ton Army Ordnance trucks. 

The orders, for six-by-six Eager 
Beavers, are to be completed this 
year. 











Owens Honored— 


W. L. Owens (left), president of Owens 
Motors (Packard), Little Rock, Ark., accepts 
© plaque from H. G. Taylor, zone man- 
Qger, marking his more than 25 years as 
@ Packard dealer. 


tion wagon, $1,475*; Catalina, $1,375". 
‘51 Silver Streak (8) Catalina, $1,085*; 
4-dr., $700, $400. °50 Silver Streak (8) 
conv., $875*. °49 Silver Streak (8) 4-dr., 
$495*. °47 Torpedo (6) 2-dr., $215; 4- 
dr., $180. 

STUDEBAKER—’'51 Champion 2-dr., 
$570*, $530*. "50 Champion coupe, $335*. 
*48 Commander Land Cruiser, $260*. ‘47 
Commander 4-dr., $200*. 

MISCELLANEOUS — '47 International 
ton pickup, $220. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of June 30.) 
(Market still active. We expect 4 to 6 
more weeks of good sales, then a lull 
before the tobacco season opens. Sold 60 
cars out of 88 offerings.) 
CHEVROLET—’54 Bel Air coupe, $1,745*; 
%-ton pickup, $1,170. '53 Bel Air 2-dr., 
$1,425*. ’52 SL Deluxe 4-dr., $1,000; SL 
Special 2-dr., $775, $730; %-ton pickup, 
$700. '51 SL Deluxe 2-dr., $805, $705, 
$655; 4-dr., $700, $625, $530; %-ton 
pickup, $505. '50 SL Deluxe 2-dr., $650, 
$575, $515; 4-dr., $570, $455. '49 SL De- 
luxe 4-dr., $430, $405. °41 2-dr., $290, 
$210. 
DeSOTO—’50 Deluxe coupe, $500. 
DODGE—’51 Meadowbrook 2-dr., $545. 
FORD—’53 Crest (6) 4-dr., $1,210; Main 
(8) 4-dr., $1,075. ’52 Crest (8) 2-dr., 
$1,205*, $1,180*, $1,130*, $1,035; Cus- 
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tom (6) 4-dr., $810, $705. ‘51 Custom 
(8) 2-dr., $860, $805, $700. '50 Custom 
(8) 2-dr., $705, $600, $565. °49 Custom 


(8) 2-dr., $230. °48 Custom (8) 2-dr., 
$445. °40 Standard 2-dr., $185. 

HUDSON—’51 Super (6) 4-dr., §705. °49 
Super (8) 2-dr., $195. °47 Super (6) 2- 
dr., $120. 

MERCURY—’51 2-dr., $335°*. 

NASH—’51 Rambler conv., $400*. °50 Su- 
per 4-dr., $155*. '49 Ambassador 4-dr., 


$255. 
OLDSMOBILE—’51 (98) 4-dr., $1,105*. 
PLYMOUTH—’52 Cranbrook 4-dr., $600. 
’51 Cranbrook 4-dr., $670. '50 Deluxe 2- 


dr., $500. 
STUDEBAKER — '51 Commander Land 
Cruiser $545°*. 
MISCELLANEOUS — 
$510. 


‘52 Henry J 2- adr., 


— Auctions in Brief — 


EBENSBURG, PA. 
Ebensburg Auto Auction. Every Thurs- 
day (July 1). Prices and demand un- 
changed from pdevious week. Sold 116 out 


of 152. 
* * * 


OMAHA 
Cliff Soderberg Auto Auction. Every 
Thursday (July 1). Market a little off. Sold 


41 out of 109. 
* * * 


PHILADELPHIA 
Harold B. Robinson Sales. Every Thurs- 
day and Saturday (June 17-22). Good sales 
with prices up and plenty of cars. Sold 242 
out of 327. 
* * * 


MANHEIM, PA. 
Manheim Auto Sales & Auction, Inc. 


Every Friday (July 2). Market good. Sold 
158 out of 210. 


TURN ater LL 
Nae TANNA! 
and Element Assembly 


ROCHESTER PRODUCTS 
DIVISION OF GENERAL MOTORS 





Demonstration Drive Program— 


Houston Chevrolet dealers use a Scotchlite decal on salesmen's cars to publicize 
their demonstration drive program. Examining the decal are (from left), Murry Lacy, 
general manager of Smith Chevrolet Co.; O. E. Alexander jr., city manager, and 
| Walter A. Price, zone sales Promotion manager. 


ALSO MANUFACTURERS OF GM STEEL TUBING 


GET | YOUR SHARE/ OF THE VAST 


REPLACEMENT MARKET...WITH 
THESE SELF-SELLING DISPLAYS! 


MILLIONS of General 
Motors cars are equipped 
with Rochester Cigarette 
Lighters... which eventually 
need new elements, or 
complete new knob-and- 
element assemblies. 


GET your share of 

this vast replacement 
market by spotting these 
self-selling product 
displays on your counters. 
They act as “impulse 
buying” reminders — 
bring you quick, easy, 
full-profit sales! 





ROCHESTER, N.Y., U.S.A. 


AND ROCHESTER CARBURETORS 
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S-P Merger Pleases 
Dealers, Poll Shows 


Eprror’s Nore: Studebaker and 
Packard dealers across the coun- 
try have been polled by AutTomo- 
tive News’ correspondents on the 
proposed merger of the two firms. 
Here, from the various areas, are 
the retailers’ views and com- 
ments: 


Twin Cities 

OST Studebaker and Packard 
dealers in Minneapolis and St. 
Paul are heartily in favor of con- 
solidation plans and hope they will 

become a reality in August. 
Consolidation talk definitely has 
been a sales stimulus and the pub- 
lic generally feels now that both 
companies are stronger. One Min- 
neapolis Packard dealer said that 
when the news first was published, 
he had more floor play than he had 


* 


had for a long time. | 

Studebaker dealers definitely 

are interested in handling Pack- | 
ards, it appears, and the Minnea- 
polis zone office of Packard al- 
ready has signed up three Stude- 
baker dealers in the territory. 

One Packard dealer pointed out | 
that a major advantage in consoli- 
dation would be in servicing. Pack- | 
ard owners could go into a Stude- 
baker garage and visa versa. 

A major Studebaker dealer in 
Minneapolis doubts that stockhold- 
ers will go for the merger.. 

Should the merger become a real- 
ity, though, he definitely feels that 
Packard would be a “plus-item” in 
his showroom.—(Dona.Lp M. Lyons.) 

* * * 


Chicago 
EACTION of Packard and Stu- 
debaker dealers is almost 100) 
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percent favorable to the proposed 
consolidation. re 

Only one dissenting voice was 
heard. This dealer said he figu 
the two companies were “leading 
from weakness” in the proposed 
merger; that Packard had been 
trying to get back into the Cadillac 
class and he didn’t figure this was 
the way to do it. 

The overwhelming majority, 
however, disagreed with this 
opinion. Both Packard and Stude- 
baker dealers expressed satisfac- 
tion. They said they expected 
both companies could strengthen 
themselves, cut costs, turn out a 
better product in both divisions, 
build more effective advertising 
and merchandising, pool engi- 
neering and designing brains for 
improved products and strengthen 
the hand of the dealer. 

“The franchise of every Packard 
and Studebaker dealer will be more 
valuable as a result of this consoli- 
dation,” one dealer said. 

While none indicated that the 
publicity had affected his sales, all 
said they thought the publicity had 
been good for everybody concerned. 

As one dealer said, “The an- 
nouncement gave both companies a 
chance to mention their assets. 
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That combined total of over $200 
million will show a lot of people 
that the independents have plenty 


| 





|are far from being broke.” 
Generally, the idea of both Pack- 

ard and Studebaker dealers is that 

each will continue to sell the cars 





| ard dealers were virtually united in 
|the view that they would not be 


interested in selling Studebaker | 


trucks.—(Gerorce Barciay.) 
* * * 


Augusta, Ga. 


- IT will result in price reduc- 
tions, Augusta’s brand-new Pack- 
ard dealership and seven-year-old 
Studebaker outlet are pleased as 
|}punch with the proposed factory 
| merger. 

Officials of the dealerships greet- 
ed the consolidation with the atti- 
tude that it “can’t do any harm— 
and might result in lower costs and 
prices.” 

Paul W. Whaley, vice-president 
| and treasurer of Augusta Pack- 
| ard, Inc., expressed hope that the 
| merger would re-establish the 
| prestige and class appeal of Pack- 
ard. Augusta Packard, of which 
Don Gurney is president, was 
formed after Augusta had gone 
six months without a Packard 
| dealership. 
The sales manager of Boardman 
| Motors, Inc., Q. R. Wakeley, praised 
the caliber of the executives allied 
in the new venture and commented 
|that “if anyone can bring about 
| price cuts, they can.” Wakeley re- 
| ported no recent change in new-car 
jor truck sales at the Studebaker 
| firm but a slight rise in used-car 
| volume. 





Packard officials contacted foresaw 


Gorpon.) 
* + 


tail level.—(Mac 
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Denver 

TUDEBAKER-PACKARD inter- 

ests here are well pleased with 

the proposed merger of the two 
automobile firms. 

“It is a move forward in the 
automobile industry,” said Sam 
Marcus, Marcus Motor Co., Denver, 
largest Studebaker dealership in 
the Rocky Mountain area. 

“Persons in smaller cities in 
which there has been no Packard 
agency, for example, will now have 
the opportunity of purchasing a 
Packard from a Studebaker dealer 
or visa versa. During the war Stu- 
debaker did away with its Pres- 
ident model and since has had no 
ear to compete in the higher price 
bracket. The merger with the Pack- 
ard will change this situation. 

“We have not noticed any ill 
effect in regard to sales since the 
announcement of the merger. The 
general public seem to react favor- 
ably to the combination of the two 
manufacturing concerns.” 

The Matt Skorey-Denver Pack-' 
ard Co., is located directly across 
the street from the Marcus Motor 
Co., and is the only Packard 
dealership in five counties — the 
nearest Packard dealership being 
in Colorado Springs, 75 miles 
away. 

J. S. Ward, assistant sales man- 





of financial strength, and that they | 


he is now selling—that there won't | 
be any combined dealerships. Pack- | 


Neither the Studebaker nor the} 


a merger of dealerships at the re-| 





ager, says: “We feel that it will be 


of help to both Studebaker and 
Packard dealers. One thing, it will 


increase service facilities for both 
cars from coast to coast for motor- 
ists driving Studebaker and Pack- 


ard cars. 


“The sale of Studebaker trucks 
by our organization, I feel, wouldn’t 
work in with our present setup. I 
would think it would be better to 
stay a strictly Packard dealership.” 


—(Ira R. ALEXANDER.) 
+ 


* * 


South Bend 


TUDEBAKER and Packard deal- 
ers in South Bend are well 


pleased with the proposed merger 


of the two firms. 


Scherman-Schaus-Freeman (Stu- 
debaker) reports good sales results 
since the merger agreement. New- 
man & Altman (Packard) reports 
that the proposal! definitely has 


helped sales. 

Both dealers said they pre- 
ferred that in places like South 
Bend there be no dualing of Stu- 
debaker and Packard. 


Neither thought that where the 
Studebaker dealership is reason- 
ably strong, the Packard dealership 
would be asked to handle Stude- 
baker trucks. Newman & Altman 
stated that if the overall policy 
called for Packard dealers to sell 











Studebaker trucks, the firm woul: 
gladly comply. However, in all th 


years of the Packard dealershiy 


Newman & Altman has handle: 
only passenger cars and is not ndv. 
prepared to add a truck line. 

(Leste E, DuNKIN.) 


* * * 


Adams County, Ind. 
A= County, Ind., has two 
Studebaker dealers, but nm 
Packard dealers. 
Walter Hofstetter Studebaker 
Sales, Geneva, reports no genera! 


| reaction to the Packard-Studebaker 


consolidation. Hofstetter says he 
will be happy to sell Packards and 
believes he could move some. 

Sales are slow now, Hofstetter 
says. Many people are out of work 
and prospective buyers are not 
too eager to buy because of gen- 
eral conditions and uncertainties 
of the future, 

Owners of Engle & Ervin (Stu- 
debaker), Decatur, also said they 
would be glad to handle Packard. 


—(Smon M. Scuwartz.) 
* * * 


Miami 
DESPREAD interest in the 
merger of Studebaker and 
Packard has helped stabilize public 
confidence in the position of the 
two manufacturers, in the opinion 
of Tom Caldwell, head of Tom 
Caldwell Motors (Studebaker), 
Coral Gables. 

Caldwell, who has just received 
the Studebaker award as a five- 
year dealer, was enthusiastic over 
the prospects of the new combina- 
tion. 

Caldwell said he would be in- 
terested in selling Packards pro- 
viding franchises were handed 
out on a selective basis. 

“The Coral Gables dealership 
covers a wide area of the southwest 
section of Miami and Dade Coun- 
ty,” he said. “My territory embraces 
quite a segment of the ‘carriage 
trade’ and I would not’ only like 
to sell Packards, along with Stude- 
bakers, but also to service Packard 
owners. I think the tieup should be 
mutually advantageous to both Stu- 
debaker and Packard.” 

A. E. Christopher, head of Stude- 
baker-Miami Motors, was less en- 
thusiastic regarding the tieup of 
the two firms. He indicated that 
Studebaker-Miami would not be in- 
terested in handling Packards. 

At Miami-Packard, General Man- 
ager E. O. Clifton said he did not 
expect to see Packard dealers hand- 
ling Studebakers, or vice versa, in 
Miami or other large cities. 

“I have an idea,” he said, “that 
in small communities there might 
be dealerships handling both cars.” 
—(G. S. ConNELL.) 

* +. 


Twin Falls, Id. 
poet over the proposed 
consolidation has spotlighted in- 
terest on Studebaker, says Ted 
Davis, Studebaker dealer here. 

Davis feels that in Twin Falls, 
where both Studebaker and Pack- 
ard dealerships are well estab- 
lished, the setups will likely re- 
main unchanged. 

Jake Roth, another Studebaker 
dealer, says, however, that he feels 
the dealers in Twin Falls could 
handle both cars to advantage. 

R. L. Schwartz, a Packard deal- 
er, says merger plans have not re- 

(Continued on Page 47, Col. 1) 
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35-Year Plaque— 


Thirty-five years of “loyal business os- 
sociation” are symbolized by the plaque 
being presented to Goodyear Bros. Co. 
(Studebaker), Hastings, Mich., by Ll. J. 
Ward (right), district manager. Receiving 
the award is David Goodyear sr. 
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Sce Stronger Organization . . . 
Dealers Applaud S-P Merger 


(Continued from Page 46) 
acted on sales. He feels that com- 


greater sales for both Studebaker, 
which wah he handles, and for Pack- 


bining dealerships would help. He| ard. He also would be interested 


is doubtful about selling Studebaker 


in selling Packards. 


trucks, however, as he now holds/ Charles Cohen, president and 
the franchise for an independent| manager of Chelmsford Street Ga- 


line —(Onive May Coox.) 


Amarillo, Tex. 
OB CRUDGINGTON, owner of 
Bob Crudgington, Inc., who has 
held the Studebaker franchise in 
Amarillo for a number of years, 
purchased the Packard dealership 
here recently. 

He says that publicity concern- 
ing consolidation of Studebaker 
and Packard has been a boost to 
sales over the Amarillo area. 

The Packard deal was purchased 
from Lone Star Packard Co. — (C. 
D. ‘TaaMons.) | 


New York City 


ACKARD and Studebaker deal- 

ers in this area have an attitude 
of watchful waiting, mingled with 
some hopefulness. 

The dealers are not expecting too 
much within a short time. They all 
feel that the benefits from this 
merger will not be realized for 
several years. ; 

Studebaker dealers report 

news of the merger hit here 
about the same time that Stude- 
baker announced its plan to sell 
10,000 cars in 10 days. A few deal- 
ers report that their customers 
think Studebaker is attempting to 
clean out stocks in preparation 
for complete absorption by Pack- 
ard, or for a completely new styl- 
ing. These dealers report that the 
merger announcement has hurt 
business because people are look- 
ing for fantastic deals. 

Packard dealers report not much 
reaction. 

All dealers agree that they would 
be interested in handling the dual 
franchise if it were to be made 
available. They say that the wider 
market coverage would be of great 
advantage. 

Packard dealers seemed to be of 
the opinion that they could make 
the Studebaker truck business pay. 


—(Ep Brown.) 
om a 


Cleveland 


CONSOLIDATION plans of Stu- 

debaker and Packard are being 
favorably received, with public re- 
action described as “good.” 

Evans -Geiger, Inc. has added 
Packard to its Studebaker line with 
a three-car showing of each model 
in its main showroom. Sid Eger said 


that Studebaker sales have picked | 


up, although this may be credited 
to promotional drive undertaken 
recently by Studebaker, he said. 
Other Studebaker dealers gen- 
erally are receptive to the merger 
idea, although it appears some- 
what confused as to who will get 
what and when. Ray Koepke, of 
Koepke Studebaker, said he 
would be willing to take on both 
lines. Public interest is high, he 
added, and in that he joined 
spokesmen at Farr Motor Sales, 
Inc., who said there has been in- 
creased activity at the dealership. 
Packard dealers view the con- 
solidation as a “good thing” but 
feel Studebaker is gaining in the 
deal since Packard has always been 
“a prestige car.” As long as Pack- 
ard remains the dominant party, 
they contend, “the deal should be 


For the moment, Packard dealers 
appear hesitant to make definite 
commitments as to extending their 
line to include Studebaker.—(San- 


FoRD MARKEY.) 
a - ca 


Lowell, Mass. 


HE two Lowell-area Studebaker 
dealers are enthusiastic over 
the merger. 
Jim Lowrey, president of the 
Lowell Automobile Dealers Assn. 
and head of Wallanancit Garage, 
Inc., says it should make both firms 
Stronger. Publicity on the consoli- 
dation, he says, has had a good 
reaction on sales. He would be in- 
terested in selling Packards, too, he 
says. 
Donald Smith, manager of Roy 
Osborn Motors, in Chelmsford, 
favors the consolidation 100 per- 
cent and thinks it will bring 





rage, Lowell Packard dealers, says 
the consolidation was “wonderful.” 
He expects improved sales.— 


(CHarLes SAMPAS.) 
* * * 


Monrovia, Calif. 


LIFFORD T. NUTT, Monrovia 
Packard dealer, and Larry 


Wright of Larry Wright Motors: 


(Studebaker), agree that the con- 
solidation is desirable, and that it 
will be a strengthening factor for 
both organizations. The general re- 
action is favorable. 

Nutt thinks that publicity regard- 
ing the merger has not done Pack- 
ard any good, but that Studebaker 
has been gaining prestige. Wright 
says he fails to see that the pub- 
licity had affected sales in any way. 

Both say they “might become 









MCQUAY-NORRIS MFG. CO. « 


interested” in — both lines. 
Nutt thinks that, in many small 
communities, dual dealerships 
would make for better service for 
owners of either Packard or Stu- 
debaker. He believes dual dealer- 
ships would not be so successful 
in larger cities. 


Nutt said Packard dealers in the 
rural sections might profitably han- 
dle Studebaker trucks. — (Mrs. G. 
W. Kune.) 


* * 


* 
Jefferson City, Mo. 
ENERAL reaction to the Pack- 
ard-Studebaker consolidation is 
good here but sales apparently have 
not been affected either way, ac- 
cording to Bill Hassler, sales man- 
ager, Shikles Motor Co. (Packard- 
Pontiac). 
The situation here is a little 
different than in most places. 
The Studebaker dealership, Mid- 
State Motor Co., is owned by J. P. 
Shikles, brother to L. E. Shikles, 
owner of Shikles Motor Co., the 


— 


Packard-Pontiac dealership.—(L. H. 


Houck.) 
* * * 


Oakland, Calif. 
ONSOLIDATION plans of Pack- 
ard and Studebaker are being 
favorably received by dealers in the 
Oakland area. Although stressing 
that they have little information to 
work with at the present, dealers 
in both lines say the change is 
bound to be beneficial. 


Packard dealers expressed in- 
terest ranging from lukewarm to 
enthusiastic over the possibility 
of adding the Studebaker line. 
One dealer said he is trying to 
obtain Studebaker cars right 
away. 

Packard dealers showed little in- 
terest in the possibility of handling 
Studebaker trucks. One already has 
an International truck franchise. 
Another said he would consider 
handling only light models. 

Studebaker dealers said they are 
not inclined to handle the dual line. 
—(Sreve Sti.) 


Nash Deal Opens in Ala. 


Lawrence Byars Motor Co. (Nash), 
has opened at 501 Montgomery St. 
Montgomery, Ala. 


Star Salesman— 

In Lewiston, Id., Raymond B. Nuxell 
(right), salesman of Lou Bell Motors, Inc. 
(Lincoln-Mercury), was presented with the 
Sales Council Plaque and a pin for being 
a two-year winner and the third highest 
salesman in the Seattle district. The pres- 
entation is made by R. E. Henderson, 
district manager. 


Ned Jordan—famous for the Jordan car, 
and the classic copy that advertised it— 
gives you an inspiring look at the world 
each week in Automotive News. 


WANN UGA 


PISTON RINGS 


Since 1910, McQuay-Norris 


Sg fa has played a leading role in 


> 


« the piston ring field. This background 
of more than 43 years experience is 

available to manufacturers who require engineering 
and production skills of the highest standard. 


ST. LOUIS 10, MO. 
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Board 


Reversi 


Some Pro-Worker Policies .. . 





Dealers Getting Break 
In NERB Rulings 


(Continued from Page 6) 


within the near future. 

Another ruling important to deal- 
ers is the NLRB announcement 
that it has abandoned the “fran- 
chise test” as a criterion of the 
board’s jurisdiction. 

Previously the board held that 
all dealers were under jurisdic- 
tion of the NLRB, because they 
were part of a manufacturer’s 
nationwide distribution system by 
virtue of his franchise. 

Lew Ullrich, managing director 
of the Kentucky Automobile Deal- 
ers Assn., said, “These two major 
changes in the board’s jurisdic- 
tional tests will have the effect of 
excluding a majority of all retail 
new-car and truck dealers from 
Taft-Hartley coverage.” 

* + + 


Cr IS well known that, once NLRB 
renounces jurisdiction over a 
firm, the company can expect much 
more favorable treatment from the 
state labor board into whose juris- 
diction it automatically falls. 

Other recent expressions of 
NLRB’s pro-management policy in- 
clude: 

1. A ruling reversing the “com- 


bination theory” which held that a 
firm’s interstate inflow and outflow 
could be lumped together in de- 
termining jurisdiction. 

2. A ruling that an employer 
may refuse to bargain with a 
labor union which is operating a 
competing business. This ruling 
is considered especially significant 
because of the tendency of some 
unions, particularly the AFL 
Teamsters, to invest surplus funds 
in buildings, banks and private 
businesses. 

One recent NLRB ruling not only 
upheld the position of the former 

board, but went one step further. 

In the case of Whittin Machine 
Works vs. CIO Steelworkers, the 
board re-established the principle 
that an employer must submit com- 
plete payroll data on the demand of 
the union, and further maintained 
that the union need not prove that 
it needs the information. 

* . * 
THE West Coast, the strikes 
against the two dealer groups 
in the San Francisco Bay area con- 
tinued with little change. 
In the dispute between the East 





Joins Packard Team— 


George S. Walker (left), head of Walker 
Truck & Trailer Co., Albany, Ore., signs 
a Packard franchise. With him is M. O. 
Anderson, Packard distributor in Seattle. 


Bay Motor Car Dealers Assn. and 
Local 1095 of the AFL Auto Sales- 
mens Union, the salesmen have 
voted down a compromise offer of 
the dealers. 

The offer called for the sales- 
men to receive all the benefits of 
their old contract for one month, 
including the 4% percent com- 
mission on the delivered price of 
@ Car. 

In the next month, the salesmen 
would work under the same con- 
tract, except the commission would 
be 4% percent of the factory price. 

The commission plans would al- 


“LOAD-STER”’ 
HELPER SPRING 





ternate for eight months in this 
fashion, during which time a per- 
manent agreement would be sought. 

The strike against members of 
the Peninsula Auto Dealers Assn. 
by salesmen who are members of 
Local 775 of the AFL Retail Clerks 
Union is still on, with the union 
picketing six of the 57 dealers in 
the group. But dealers said the 
strike was not curtailing sales. 

+ * + 

N CLEVELAND, White Motor 

Co. and the CIO Auto Workers 
have reached an agreement, accord- 
ing to Patrick O’Malley, the union’s 
regional director. 

The contract, covering 4,000 work- 
ers at the truck plant, calls for a 
five-cent hourly raise as well as im- 
proved insurance benefits and other 
» fringe payments. 
| On another labor front, Louisi- 

ana’s Gov. Robert F. Kennon has 
signed a so-called “right-to-work” 
bill, Gutlawing the closed shop 
and other forms of compulsory 
unionism. 

Patterned after a Virginia statute 
which has been upheld by the U.S. 
Supreme Court, the new Louisiana 
law brings to 17 the number of 
states which have “right-to-work” 
laws. 

+ + * 

ANWHILE, 37,000 workers in 

10 Goodyear Tire & Rubber 
Co. plants went on strike last week 
after the CIO United Rubber Work- 
ers spurned the company’s offer 
of a five-cent-an-hour pay increase. 
It was Goodyear’s first strike in 
eight years. 

Negotiations have been under 
way in Cincinnati since June 22 
on the union’s demands for a 
substantial pay boost and other 
fringe benefits. 

Contract talks were also being 
conducted last week between the 
union and Firestone Tire & Rubber 
Co., General Tire & Rubber Co. and 
U. S. Rubber Co. 

* 





* * 


Donovan to Administrate 


Ford Union Contracts 


DEARBORN.—Appointment of C. 
C. Donovan as manager of a newly 
established union contract proce- 
dures department on the industrial 
relations staff was announced last 
week by M. B. Lindquist, general 
industrial relations manager for 
Ford Motor Co. 

J. B. Sheahan was named to suc- 
ceed Donovan as industrial rela- 
tions manager for the engine and 
foundry division. 

Sheahan had been supervisor of 
labor relations and hourly person- 
nel for the engine and foundry di- 
vision since 1951. 


Obituaries 


William Byron Patterson 
JACKSONVILLE, Fla. — William Byron 
Patterson, 57, president of Patterson Mo- 
tors, Inc., used-car concern, died in a hos- 
pital here June 2 following a heart attack. 
* * * 


Edgar Van Buren Sheeks Jr. 
CORNING, Ark.—Edgar Van Buren 
Sheeks jr., 54, Corning dealer, died June 
29 in a hospital at Poplar Bluff, Mo. 
o * * 


Connie Fuchs 
NORTH LITTLE ROCK, Ark.—Connie 
Fuchs, 40, manager of the Dutch O’Neal 
Motors branch in New Orleans for the past 
three years and former manager of Dutch 
O’Neal Motors in North Little Rock, died 
July 1 in New Orleans. He is the brother 





of Mrs. Dutch O’Neal, wife of the founder 
of the North Little Rock, Memphis and 
New Orleans used-car concerns. 

* + * 


Charles R. Eveleigh 
WATERTOWN, N. Y.—Charles R. Eve- 
leigh, 65, auto dealer of Dexter, died June 
27. He had operated Eveleigh Chevrolet 
Sales since 1936, and later established Eve- 
leigh Motor Sales, Inc. (Dodge-Plymouth). 
| . * * 
Clifford Wright Sr. 
SANDERSVILLE, Ga. — Clifford Wright 
| sr., 70, former owner and operator of 
Sandersville Motor Co., died in a Sanders- 
ville hospital. Mr. Wright was once con- 
nected with Chevrolet in Nashville. 
* * * 


Frank C. Gumaer 

| DENVER.—Frank C. Gumaer, owner of 
| Uptown Motor Co. (Chrysler-Plymouth), 
| died at his home July 3, after a long ill- 
|} mess. He was 55. Mr. Gumaer founded 
| Auto Rental Service, Inc., in 1930. A year 
| after receiving a Chrysler-Plymouth fran- 
chise in 1937, he established Uptown Motor 
Co. 


* 7 ~ 
Alfred J. Schmidt 
DENVER. — Services for Alfred J. 


| Schmidt were held here July 3. He was 53. 
Mr. Schmidt came to Denver in 1950 and 
| Was assistant regional manager of Kaiser- 
| Willys. Previously he had worked with 
| Chrysler Corp. for 18 years. 

| * + - 


| Henry O. Cozatt 

LEBANON, Ky.—Henry O. Cozatt, 64, a 
partner in Cozatt Motor Co. here for many 
years, died at Oak Ridge, Tenn., following 
a heart attack. 











Double Pipe— 


Special tailpipe design, announced last 
week by lonia Mfg. Co., consists of two 
steel tubes. A small tube, with internal 
baffle, carries exhaust gas from muffler 
into a larger tube with a flared section, 
in which the gases are mixed with air 
sucked in through the opening between 
the tubes. It is hoped that this new device 
may be a partial answer to the air-pollu- 
tion problem in cities. 


Suction Tailpipe 
Partial Answer 
To Air Pollution 


DETROIT.—A new “double-tube” 
tailpipe, which mixes engine ex- 
haust gas with air before expelling 
it, may ease criticism of the auto- 
mobile as an air-pollution menace. 
Reduction of the percentage of 
toxic gaseous lead compounds in 
exhaust fumes is claimed to result 
from the cooling effect, which 
causes a portion of lead compounds 
to adhere to the sides of the pipe. 

When introducing the unit to the 
press last week, Don Mitchell, pres- 
ident of Ionia Manufacturing Co., 
called it “a revolutionary develop- 
ment which not only should im- 
prove the appearance of cars, but 
greatly decrease the dangerous 
Iumes and unpleasant odors which 
come from the standard tail pipe 
exhaust systems.” 

William Mayo, who designed the 
attachment to replace the standard 
tailpipe, pointed out that certain 
advantages are gained by releasing 
gases underneath the car, instead 
of at the rear. His tests show that 
this location actually decreases the 
amount of exhaust gases reaching 
the car interior. 

Mayo also stated that simplicity 
of the installation has been a favor- 
able factor in attracting the inter- 
est of several automobile manufac- 
turing companies. Original equip- 
ment cost was said to be less than 
that for normal tailpipe installa- 
tions. 

Mitchell indicated that initial re- 
sponse of automotive companies 
has been very encouraging, with at 
least three major manutacturers 
now putting the new exhaust sys- 
tem through their own engineering 


tests. 
—JoHN BENEDICT 


Cleveland Dealers 
Elect Haas Head 


CLEVELAND. — Arthur Haas, 
president of Downtown Chevrolet 
Motors, has been elected president 
of the Greater Cleveland Dealers 
Assn. 

Other officers elected were George 
Lyon, executive vice-president; 
Floyd Mosher, secretary, and W. H. 
Ragg, treasurer. Charles Schreiber 
was named chairman of the adver- 
tising committee. 


EASIEST Heater of All 


to Install! 


) No Holes 
Jo Drill! 





For ‘53-’54 


Popular Make Cars 


HaDees 
oe 


Write for free illustrated folder 
HaDees Heater Div., Gabriel Co. 
Rockford, Ill. 














\ 


lot 











With FTC, NADA... 





AUTOMOTIVE NEWS, JULY 12, 1954 


Auto Makers to Attend 
July 29 Freight Talks 


(Continued from Page 1) 


in nearby areas are unlikely to | ducting such an investigation. 


accept quietly increases in their 
rates so that dealers in distant 
markets can get reductions. 

At the recent NADA board meet- 
ing, some directors indicated that 
they had agreed to study the issue 
only on the plea that it might lead 
to uniform prices on cars, which 
could be advertised with the view 
of reestablishing some degree of 


price stabilization in the market. 
. * + 


Dirksen Bill Hearing 


Is Set for July 20 
ASHINGTON. — Meanwhile, 
hearings on the NADA-spon- 
sored Dirksen bill have been set 
for July 20 by the Senate Interstate 
Commerce Committee, while Rep. 
Shepard Crumpacker, of Indiana, 
who introduced a companion meas- 
ure in the House, is pressing the 
House interstate commerce group 
to stage hearings the following day, 
July 21. 


The Dirksen bill, introduced in 
the senate by Sen. Everett Dirk- 
sen, Illinois Republican, would 
amend the trust laws to make it 
legal for auto makers to insert 
a clause in their selling agree- 
ments prohibiting dealers from 
wholesaling new cars to non-au- 
thorized persons for resale. 


Crumpacker, who introduced the 
House companion bill, is an Indi- 
ana Republican, and also sponsor 
of a recent House resolution calling 
for an investigation of possible 
anti-trust violations on the part of 
“big” car manufacturers. 

+ * + 


LTHOUGH no action has been 
taken on the Crumpacker reso- 
lution, the Department of Justice 
has announced that it is now con- 


AP Parts Adds 
To Mich. Plant 


GRAND HAVEN, Mich. — AP 
Parts Corp. has added 70,000 square 
feet of plant space to its subsidiary 
here, Oldberg Mfg. Co. 

Purchase of the space from Cam- 
field Mfg. Co. brings AP manufac- 
turing and research facilities to a 
total of 750,000 square feet. 

According to R. G. Rule, presi- 
dent, the new space will be for 
warehousing by Oldberg, maker of 
original-equipment mufflers. 


(Continued from Page 3) 


2%-mile oval, proves unless it is 
that we have the most courageous 
and skillful drivers in the world 
and that perhaps the industry is 
all wrong with eight-cylinder cars 
and ought to revert to four-cylinder 
jobs. 
os e * 
Design Flaws 


aan we get critics who claim 
that automobile manufacturers 
design cars with too scant atten- 
tion to safety. 


The critics claim that cars are 
unbalanced and difficult to keep 
from a skid. They claim that 
fenders aren’t really fenders and 
could more rightfully be called mud 
guards. The critics claim the fend- 
ers snag themselves on other 
moving cars or other obstacles and 
cause unnecessary wrecks. 

In mentioning automobile safety 
design, compliments should be ex- 
tended to Kaiser, which started 
the use of a chrome strip all 
around the bottom skirt. 


It isn’t of bumper quality, such 
as the strip around the Twin 


Coach, but still it is a measurable | 
safety aid. Kaiser also pioneered | 


with the crash pad. on the front 
seat and recessed implements and 
other projections. 

This is a plea to continue the 
good work in education, enforce- 
ment and engineering for safety. 


Said Crumpacker, in offering his 
bill: 

“The new-car bootlegging in re- 
cent months is a direct by-prod- 
uct of the production race between 
Ford and General Motors, which 
is threatening to wreck the entire 
auto industry. 

“Dealers are being forced to or- 
der cars they don’t want and can’t 
sell, and as a result are bootlegging 
them into used-car channels or dis- 
posing of them at big discounts.” 

ad * * 


ENATE and House hearings on 

the Dirksen and Crumpacker 
bills would be the first action for 
NADA, since its initial efforts to 
halt bootlegging, proposed to the 
Department of Justice, were re- 
jected. 

When the curtain rises on the 
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| 
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DP, resent 





New K-W Dealer— 


Vern Peatling signs a Kaiser-Willys 
franchise creating Vern Peatling Motor Co., 
Salina, Kans. W. G. Wagner (left), is sales 
manager of the firm. Looking on is 
C. M. Richey, Kansas City zone manager. 


Dirksen bill hearings July 20, 
NADA will be there to recom- 
mend favorable action, while the 
NUCDA will appear in opposition. 
Both organizations probably will 
be represented by national offi- 
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on 


cers as well as key dealers from 
various sections of the country. 

Despite all preparations, there ap- 
pears to be little chance for action 
on any of these bills at this session 
of Congress. And, if passage cannot 
be accomplished now, the bills will 
die with the present session and 
new bills will have to be introduced 
in the 84th Congress next year. 

In view of that, the NADA is 
banking much on the proposed 
FTC-Dealer-Manufacturer Confer- 
ence on July 29. 

While that conference will be 
devoted in the main to freight 
rates and transportation charges 
within the industry, it may be a 
short cut, so far as the FTC is 
concerned, to an adjustment of a 
troublesome problem. 

In his memo to FTC Chairman 
Howrey, NADA’s Bell said: 

“While I am not so optimistic as 
to hope that a definitive program 
will evolve from the the conference, 
I do believe that discussions of this 
kind, even though exploratory in 
nature, would be beneficial. Our 
purpose is to provide the time and 
the place for all cards to be put on 
the table in an atmosphere of dig- 
nity and restraint.” 


49 
Two-Tone Concept 


Used on Olds 98s 
Added to Others 


LANSING. — Oldsmobile’s new 
two-tone color styling for its Series 
98 models has been extended to 
all Super 88 models and to the 88 
Holiday coupe, it was announced 
last week by J. F. Wolfram, Olds- 
mobile general manager. 


“Oldsmobile stylists have made 
possible paint options of original 
designs on the 1954 models by util- 
izing the exterior trim and parts 
of the body for color contrast,” 
Wolfram asserted. 


Oldsmobile’s new two-tone de- 
sign is utilized on the Starfire and 
98 Holiday models. A chrome strip 
that originates at the front fender 
and culminates in a “V” on the 
rear quarter panel is the means of 
color separation. 


In the 98 four-door sedan and 
now in the Super 88 four-door 
sedan, Holiday coupe and conver- 
tible, and the 88 Holiday, the color 
separation is achieved with a thin 
chrome moulding like the former 
Oldsmobile sash. 


the newest automobile fabrics from 
one of America’s foremost resources 


Smart styling . . . luxurious coloring . . . durable 
construction—Mooresville fabrics have the distinc- 
tive good looks and dependable performance of 
today’s modern cars. No wonder, because 


... from fiber to fabric, Mooresville takes a design 
creation through every quality controlled step—the 
selection and spinning of yarns, their blending, 


weaving and finishing into novel and intriguing 


decorative materials. 


Beautiful fabrics and the vast facilities of a leading 
textile mill are not enough to inspire complete 
confidence. Mooresville Mills has a proven reputation 


for respecting and protecting confidential information 
and for delivering during crucial production periods. 
Therein lie the greatest strengths as a resource for 


you and for us. 


Presented By 





NATIONAL AUTOMOTIVE FIBRES, INC. 


DETROIT DIVISION ¢ 19925 HOOVER AVE. + DETROIT 5, MICHIGAN 


Subsidiary: Canadian Automotive Trim, Lid. 
Windsor and Ajax, Ontario, Canada 


DETROIT, MICH. « OAKLAND, CAL. « LOS ANGELES, CAL. « LITTLE FALLS, N.Y. ¢ COHOES, N.Y. « TRENTON, N.J. ¢ FINDLAY, OHIO « SALEM, ORE. « ORANGE, CAL, 





-dr., sed., §2,711 17; Riviera, $2,- 
625.56; conv., $2,963. . Koadmaster—4-dr. 


2, 
standard on Corvette, optional 
at $178.35 on all other models.) 
CHRYSLER—Windsor Deluxe—4-dr. sed., 
_— (8-pass., $3,492.25); cl. cpe., $2,- 
540.50; Newport, $2,830.75; conv., $3,- 
045.75 Fo ay wag., $3,321. New Yorker— 
a a 75 (8-pass., $4,368); cl. 
ag $3,503; stat. wee 
$1,024 2b. New ‘Yoruer Deluxe—4-dr. 
$3,433; a cpe., ess: Newport, "33: 
—" conv., $3,938.25. Custom Imperial— 
sed., $4,259.50; lim., $4,797; New- 
pon $4,560.25. Crown 


W.Va. Inspection 
Stamps Fifth of 
Vehicles as Unsafe 


BECKLEY, Va.—According to a 
survey by the National Assn. of 
Independent Tire Dealers, one-fifth 
of West Virginia’s motor vehicles 
are mechanically unfit to be on the 
highways. 

F. Earl Cobb, an association di- 
rector, said that of 6,210 vehicles 

ed in a five-day check, 1,292 
* failed to meet State requirements. 


Cars were inspected for brakes, 
front lights, rear lights, steering, 
tires, exhaust system, glass, wind- 
shield wipers, rear-view mirror and 
horn. 

“The cars most frequently re- 
jected,” said Cobb, “were 1950 mod- 
els. Out of 808 checked, 216 were 
turned down for one or more rea- 
sons.” 

Statistics compiled from the sur- 
vey-will be turned over to officials 
of the State Motor Vehicles Com- 
mission, Cobb said, in hope that 
the present motor vehicle inspec- 
tion law will be put into effect. 

The State has had a law requir- 
ing an annual inspection of ve- 
hicles for three years, Cobb said, 
but it has not been implemented 
due to lack of funds. 


New Passenger Car Registrations, 42 States 
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Current Prices on New Cars 


sed., $6,921.50; lim., $7,043.75 (PowerFlite 
standard on all eight-cylinder models, op- 
tional at $189 on Windsor Deluxe.) 
DesOTO — Powermaster Six—4-dr. sed., 
$2,385.75 (8-pass., $3,281); cl. cpe., e; 


—4-dr. sed., 

cl, cpe., y 
conv., $3,144.25; stat. wag., $3,381. 
erFlite optional at $189 on all models.) 

DUDGE—Meadowbrook Six—4-dr. sed., 
$2,024.75; cl. cpe., $1,983. Meadowbrook 
V-8 — 4-dr. sed., $2,175.75; cl. cpe., $2,- 
154.25. Coronet Six—4-dr. sed., $2,136; cl. 
cpe., $2,109; 2-dr. stat. wag., $2,228.50; 
4-dr. 2-seat stat. wag., $2,719.25; 4-dr. 
3-seat stat. wag., $2,790.25. Coronet V-8— 
4-dr. sed., $2,244.50; cl. cpe., $2,223; spt. 
cpe., $2,380.25; conv., $2,513.75; 2-dr. stat. 
wag., $2,517; 4-dr. 2-seat stat. wag., $2,- 
960.25; 4-dr. 3-seat stat. wag., $3,031.25. 
Royal V-8—4-dr. sed., $2,372.75; cl. cpe.. 
$2.349; spt. cpe.; $2,503; conv., $2,632. 
(Fluid Drive optional at $20.40 on Mead- 
owbrook Six and Coronet Six sedans and 
club coupes. PowerFlite optional at $189 
on all models.) 

FORD — Mainline Six — 4-dr. sed., $1,- 
700.50; 2-dr. sed., $1,651; bus. cpe., $1,548; 
2-dr. stat. wag., $2,029; OCustomline Six— 
4-dr. sed., $1,793; 2-dr. sed., $1,743.50; 
cl. cpe., $1,753; 2-dr. stat. wag., $2,121.50; 
4-dr. reat wag., $2.202. Crestline Six— 
4-dr. » $1,898; hardtop, $2,054.50; Sky- 
liner, “ea 168; conv., $2,164; 4-dr. stat. 
wag., $2,338.50. (For V-8 models, add 
$76.50. Fordomatie optional on all models 


$1, 566. 18. 

ol aa te sed., $1,858; 2-dr. 

sed., $1,621; 2-dr. utility, $1,836.75. Super 
Jet — 4-dr. sed., $1,954; 2-dr. sed., §1,- 
932.75. Jet-Liner — 4-dr. sed., $2.956.60; 
2-dr. sed., $2,045.85. Wasp — 4-dr. sed., 
$2,256.11; 2-dr. sed., $2,209.43; cl. cpe., 
$2,256.11. — Wasp — 4-dr. sed., $2,- 
465.84; 2-dr. $2.413.28; cl. cpe., $2,- 
465.84: Hollywood, $2,704; conv., $3.004.20. 
Hornet Special —4-dr sed., $2.619; 2-dr. 
sed., $2,570.60; cl. cpe., $2,619. Hornet— 
4-dr. sed., $2.768.86; cl. cpe., $2,741.99: 
Hellywood, $2,987.75; conv., $3,287.70. 
(Hydra-Matic optional at $178.03 on all 
models in Jet catagory. Borg-Warner auto- 
matic transmission optional at $178.03 on 


all other models.) 
KAISER — Special—4-dr. sed., $2,389; 
Manhattan—4-dr. sed. 


2-dr. sed., $2,334. 


More Auto Parts 
oa ~ 
Shipped by Air 

CHICAGO.—Auto parts and ac- 
cessories placed fourth among the 
10 top cargo items carried by United 
Air Lines in 1953, according to E. 
L.. Dare, manager of cargo sales. 

Ranked by total weight flown, 
the 10 leading air freight commodi- 
ties shipped via United during the 
year were machines and machine 
parts; cut flowers; electrical equip- 
ment; auto parts and accessories; 
printed matter; aircraft parts and 
accessories; wearing apparel; mo- 
tion picture film, advertising mate- 
rial, and pharmaceuticals. 

In 1952, auto parts and accesso- 
ries were ranked seventh, Dare 
said. He attributed the higher rat- 
ing to the fact that fast transporta- 
tion enables suppliers to maintain 
lower inventories. 
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$2,670; 2-dr. sed., $2,617. 

conv., $3,668. (Hydra-Matie 

$178.20 on all models except Darrin, which 
carries overdrive as standard equipment.) 


$2,337.09; 2-dr. sed., $2,271.62; Holiday, 
$2,449. Super 88—4-dr. sed., $2,476.71; 2- 
dr. sed., $2,410.25; Holiday, $2,688.39; 
conv., $2,867.59. Series 98—4-dr. sed., $2,- 
805.82; Holiday, $2,826; Deluxe Holiday, 
$3,041.75; Starfire conv., $3,248.84. (Hydra- 


’ | Matic optional at $178.35 on all models.) 


(Hydra-Matio standard ¢ on all models 

MERCURY — Custom — 4-dr. sed., $2,- 
265.50; 2-dr. . b> 
$2,330. J . 
hardtop, $2,466.50; Sun Valley, $2,596.50: 
conv., $2,624.50; stat. wag., $2,791. (Mere- 
O-Matie optional at $189.77 on all models.) 


NASH—Metropolitan — Hardtop, $1,445; 
conv., $1,469 (both prices at cvastal ports 
of entry). Rambler a a sed., $1,- 
550. oa ne Super—4-dr. $1, 795; 2- 
dr. , $1,700; hardtop, $1,500; § Suburban, 
$1, 800. Rambler Custom—4- » $1, 965: 
hardtop, $1,950; conv., $1, 980; ‘ stat. 
wag., $1,950; “4-dr. ane. wag., $2,050. 
Statesman Super—4-dr. $2,158; 2-dr. 
sed., $2,110. Statesman “Gen 4 - dr. 
sed., $2,332; hardtop, $2,423. Ambassador 
Super—4-dr. sed., $2,417; 2-dr. sed., §2,- 
365. Ambassador Custom—4-dr. sed., §$2,- 
600; hardtop, $2,735. Nash-Healey — Le- 
Mans hardtop, $5,128.05 (at coastal ports). 
(Hydra - Matic optional at $178.85; not 
available on Nash-Healey, which is 
equipped with overdrive, or Metropolitans. ) 

OLDSMOBILE — Series 88 — 4-dr. sed., 


CPC. | Ou 


PACKARD—Clipper Special—2-dr. sed,. 
$2,544. Clipper Deluxe—4-dr. sed., $2,695; 
2-dr. sed., $2,645; Sportster cpe., $2,830. 

pper Super — 4-dr. sed., $2,815; 2-dr. 
sed., $2,765; Panama hardtop, $3,125. 
Packard — Cavalier 4-dr. » $3,344; 
Patrician 4-dr. sed., $3,890; Pacific hard- 

top, $3,827; conv., $3,935; | conv., 
se ios: 8-pas3. sed., $5,610; $5,960. 
(Ultramatic standard in Patrician, Pacific, 


STUDEBAKER — — oa ~ 
4-dr. sed., #: = 11; 2-dr. » $1,758.07. 
Champion Del — 4-dr. an. $1,918.14; 
2-ar. sed., $1.87 875.18; 5-pass. cpe., $1,- 
971.93; stat. wag., $2.18 7.23. Champion 
Regal — 4-dr. sed., $2,026.29; 2-dr. sec., 
$1,983.29; 5-pass. cpe., $2,080.04; hardtop, 
$2,241. 29: stat. wag., $2,295. 33. Com 
mander Deluxe —4-dr. sed., $2,179.13; 


convertible and Caribbean; optional at $199 


on other models.) 
PLYMOUTH—Plaza—4-dr. sed., $1, /¢5; 
ae $1,727.25; 
wag., $2,064. 
$72.50; cl. sed., $1,835; 
spt. end $2.064; conv., $2,220; stat. wag., 
.25. Belvedere—4-dr. sed., $1,953.25; 
spt. cpe., $2,145; conv., $2,301; stat. wag., 


a 


$2,207 


bus. 


cpe., 
Savoy—4-dr. 
cl. cpe., $1842, 50; 


$1,617.50; 
$1.- 


$2,288. (Hy-Drive optional at $145.80 on 


all models. PowerFlite at $189.) 
PONTIAC — Chieftain 6 Special — 4-dr. 


sed., $2,026.64; 2-dr. sed., $1,968.36; 2-seat 


stat. wag., $2,364; 3-seat stat. wag., 
419. Chieftain 6 Deluxe — 4-dr. 
130.53; 2-dr. sed., $2,072.28; 2-seat stat. 


$2,- 
sed., $2,- 


matic 
pion, 


cyl, 


$2,167; 


$1,973.09. 


$2,340.08; hardtop, 
$2,555. Land 
438.28; ” thegat 4-dr. sed., $2,533.28. (Auto- 
Drive optional at $216 on 
$226.50 on 
-) 


YS—Lark—4-dr. 
sed., $1,737. Ace—4-dr. 
sed., $1,892. Ace Deluxe—4-dr. sed., 
023; 2-dr. sed., $1,947. Eagle—Hardtop, 
Deluxe hardtop, $2,222; Custom 
hardtop, $2,411. Station Wagon—Deluxe 6- 
(Hydra-Matic optional at 
$178.55 on all models except Larks.) 


and 


Cham- 


Land 


sed., $1,823; 2-dr. 


sed., $1,968; 2-dr. 


New Commercial Car Registrations, 
40 States for May, 1954-1953 


Truck registrations by states 
are released here weekly, as 
compiled by R. L. Polk repre- 
. sentatives in state capitals. 
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Bank Outlook Better, 
Finance House Says 


oo taken by the Federal; at least seasonal gains in the sec- 
Reserve Board in ordering ajond half of 1954, the average for 
reduction of $1.5 billion in com-|the year may still fall slightly be- 


mercial bank reserve requirements 
is designed to meet anticipated 
business and Governemnt borrow- 
ing requirements during the second 
half of the year, according to 
Standard & Poor’s Corp. 


This‘ means that banks will 
have available funds with which 
to finance a theoretical expansion 
of about $9 billion in loans and 
investments, the financial house 
said. On this basis alone, pros- 
pects for bank earnings have 
been definitely improved. 


The volume of loans held by 
banks so far this year has been 
somewhat lower than in 1953. Al- 
though loans are expected to show 
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low the 1953 average, S & P said. 
Investments, however, have been 
increased, and should average mod- 
erately larger for the year. 
* + * 

7 reduction of reserve require- 

ments practically assures 
a somewhat better comparison of 
earning assets than would other- 
wise have been the case. Of at least 
equal importance, however, is the 
rate of return available on the 
earning assets, the firm said. 

Since the policy of credit ease 

was introduced by monetary au- 
thorities about a year ago, the 
decline in interest rates has been 
sharp, S & P said. The effect on 
bank earnings has been delayed 
because of the presence of older 
loans and securities carrying 
higher returns. 

Gross earnings for the year, 
therefore, may fail to equal the 
record high of 1953, the firm said. 
With no important changes in ex- 
penses and taxes, net operating 
earnings will be considered good if 
they approximate the high figures 
achieved in 1953, it added. Net 
indicated earnings probably will 
compare more favorably, since 
losses and writeoffs probably will 
be smaller this year. 

* * * 


LOF Calls Owner Meeting 


To ‘Ratify Pension Plan 


A special meeting of the share- 
holders of Libbey-Owens-Ford Glass 
Co. has been called for Aug. 24 to 
approve pension plan revisions, ac- 
cording to John D. Biggers, chair- 
man. 

The shareholders will be asked to 
ratify an agreement between the 
company and the CIO Federation 
of Glass, Ceramic & Silica Sand 
Workers of America, amending the 
former pension plan so as to give 
workmen, who retire at age 65 or 
later with at least 15 years’ con- 
tinuous service, a monthly pension 
of $1.50 for each year of service. 

7 x * 


Jacobs, Recovering from Loss, 
Shows $861,793 Profit 


Frank E. Howard, chairman of 
F. L. Jacobs Co., Detroit, an- 
nounced last week that for the nine 
months ended Apr. 30, net profits 


were $861,793 after preferred divi- 


dend requirements. 
In the same period a year ago, 


the automotive parts manufacturer | 


incurred a net loss of $181,065. 
Sales in the most recent nine- 
month period amounted to $20,309,- 
962, little changed fromthe volume 
of $20,339,504 for the same period a 
year ago. 

* = ~ 


Continental Motors Notes 


$2,293,541 Half-Year Net 


Continental Motors Corp., Detroit, 
and consolidated subsidiaries had 
net earnings of $2,293,541 in the six 
months ended Apr. 30, it is an- 
nounced by C. J. Reese, president. 
Sales for the period were $104,549,- 
643.14. 


Schuck Joins Porter 


F. E. Schuck, general sales man- 
ager of Parish Chevrolet Co., Dal- 
las, has resigned to become sales 
manager of the new Porter Pontiac 
Co. in Fort Worth. John W. Porter 


k 5000 DEALERS is owner of the new firm. 
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NAME PLATES 
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Calendar 


(Continued from Page 4) 


Assoc. Convention and Parts Show, 
Morrison Hotel, Chicago. 
Oct. 18-22—National Safety Council, Chi- 
of" Ilinois. 

25-27—National Association of Inde- 
"padent Tire Dealers, Sherman Hotel, 


Oct. Ba — American Trucking Associa- 
woe inc., Waldorf-Astoria Hotel, New 


Oct. 28-30— Western Parts and Service 
Managers Association Convention, New 
Washington Hotel, Seattle. 

item, 15-17 — American Finance Confer- 

ce, Commodore Hotel, New York 

Dec. C-7—National Standard Parts Associ- 
ation, Hotel an, Chicago. 

Dec. 8-10—Automotive ‘Service Industries 
Show, Navy Pier, Chicago. 














Qua Buick Salesmen Set Records— 


Three salesmen of Qua Buick, Inc., Cleveland, became top three in sales. Leonard 
J. Immke (center) received the first Buick salesmaster pin in the Cleveland zone from 


C. A. Richey, zone manager. 


Others are Clarence Fox (second from right), and 


Francis Fox (left), who were second and third, respectively. At right is V. B. Qua, 
owner. 


By Leon M. Leffingwell 
Staff Correspondent 


PITTSBURGH.—To alleviate a 
difficult truck-selling problem in to- 
day’s competitive market, William 
Hamilton, truck sales manager at 
Al Schwartz Chevrolet, Inc., has 
changed his sales personnel and ap- 
plied new selling procedures. 


The result in one month was 
a 30 percent sales increase over 
the previous month, earned simply 
because the staff began digging 
for profits instead of relying on 
shoppers for sales, Hamilton says. 
Too many truck dealerships, he 









Jack Fagan of 
Jack Fagan, Inc. 
230 So. 7th St. 
Phone 1073 
Delavan, 
Wisconsin 
Population 
4007 


“Our return on our investment has been excellent. 


‘Digging’ Moves Trucks 


Reshuffled Staff, Go-Getter Enthusiasm Boost 
Pittsburgh Dealer’s Sales by 30% 


says, have on their staffs “seller’s 
market” salesmen. 

Want ads in the local news- 
papers provided the dealership with 
energetic personnel who had had 
some auto selling experience, Ham- 
ilton says. 

Hamilton accompanies his sales- 
men on followups of leads, and on 
many occasions steps in and closes 
a rough deal for a salesman. 

“If a manager can’t do this much, 
his own men aren’t likely to want 
to work either. My new salesmen 
are doing their level best to match 
and better my own sales record.” 
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GM Plant Uses 
Sound Waves 
To Clean Parts 


ROCHESTER, N. Y.—An ultra- 
sonic sound-wave cleaning tech- 
nique used in connection with more 
conventional methods has solved 
a problem at Rochester Products, a 
division of General Motors. 

The ultrasonic waves, of a fre- 
quency many times higher than 
can be heard by the human ear, 
penetrate and clean crevices, blind 
holes and tube interiors better 
than any other method tested. 

These parts are tubular valve 
lifters three-eighths of an inch in 
diameter by 12 inches long and 
open-ended. They are loaded verti- 
cally in baskets and pass through 
a cross-rod conveyorized degreaser 
in the following sequence: 

Chamber of trichlorethylene at 
189 degrees Fahrenheit, clean un- 
heated trichlorethylene and a vapor 
area for drying. 

The ultrasonic generator, located 
directly under the unheated trich- 
lorethylene, beams high-frequency 
sound waves through the liquid 
bath to reach all surfaces of the 
parts being cleaned. 


Loading and unloading are fully 
automatic, and the complete cycle 
from start to finish requires six 
to seven minutes. A basket of 
cleaned parts is unloaded from the 
machine every 60 to 70 seconds. 

Immediately after cleaning, the 
ends of the tubes are closed. The 
sound waves, which have “shaken 
loose” even the most minute 
particle of dust or dirt, are used 
at a frequency of 300,000 a second. 
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Sales Mgr. Frank Spoerle 


It paid for 


itself faster than any other equipment we have. As for space, we 
utilized a former car wash stall which everyone knows can’t pro- 


duce that many dollars. 


Inland properly trained our man and 


when I say properly I base that on the amazing small percentage 


of comebacks. 


And, Inland trained him at no extra charge.” 


Few automotive services offer such a potential for new and ex- 
Of the 60-million vehicles in the U.S., over 
15-million require radiator service yearly. Inland-developed equip- 
ment allows. operators to employ highly profitable production 


panded business. 


methods. 


And Inland, world’s largest manufacturer of radiator 


repair equipment, offers the only complete package — equipment, 
training, merchandising. 
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of your time. 
be amazing! 


Fill out coupon now for your 
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Profit." Gives details and 
prices of required equipment 
and experiences of other 
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Inland Mfg. Co., 1108 Jackson St. 


Omaha, Nebraska 


| 
most it can cost you is a few minutes j 





And the reward can 


FIRM____ 


inland Manufacturing Co. 
1108 Jackson St., Omaha 8, Nebraska 


Please send free booklet 


Dept. AN-7 


‘Blueprint for Profit."" 





ADDRESS 


CITY. 





BY. 


If Dealer, make of car sold 


siieiriensies 


Are you now operating a radiator shop [] Yes 


BO. BI AVE cet 





(J No 


P.S. — Mail Coupon Now. Take Advantage of New Models At Lowest Prices Ever! 





52 
Provides Contractural Ste 


AUTOMOTIVE NEWS, JULY 12, 1954 


GM Offers Dealer Heir Plan 


(Continued from Page 1) 


or incapacity, and for 12 additional 
months. 
* * * 
EE months before the in- 

terim agreement expires, the 
division will determine whether the 
son or son-in-law is qualified to 
hold a regular selling agreement. 

Curtice said that GM divisions 
had always tried to act in a con- 
structive manner in handling ap- 
plications of sons or sons-in-law 
for taking over a business upon 
death, but added that he had 
noted an “underlying concern” 
among dealers because the policy 
never had been incorporated in 
the contract. 

Curtice added: 

“Aside from the basic advantage 
of this provision to the dealer who 
is concerned about this matter, the 
execution of this addendum will 
enable him to make more definite 
plans for the continuity of the deal- 
ership, not only from the stand- 
point of financial arrangements but 
also regarding another very im- 
portant factor—the development of 
the ability, training, experience and 
responsibility of the son or son-in- 
law who may be expected event- 
ually to become the dealer and op- 
erate the business.” 

Curtice suggested that dealers 


would find it desirable to work out | 


financial, legal and tax problems 


GM Names Head 


Of Buyer Research 


DETROIT.—Appointment of A. 
Marsden Thompson as director of 
the General Motors customer re- 
search section has been announced 


A. M. Tho 


by William F. Hufstader, distribu- 
tion vice-president. 

He succeeds Roland S. Withers, 
who has been named merchandising 
manager of the A. C. Spark Plug 
division in Flint. 

Thompson has been on the cus- 
tomer research staff since 1932 and 
helped develop methods for gather- 
ing information from car owners. 

Withers joined the customer re- 
search staff in 1933 and had been 
its director since 1949. 


Golf Champ 
Daly Wins Phila. Tourney 


For Fourth Time 


PHILADELPHIA. — Ford Dealer 
Jack Daly has won the annual golf 
tournament of the Philadelphia Au- 
tomobile Trade Assn. for the fourth 
consecutive year. He posted a one- 
under-par 71. 

Daly was ineligible to compete 
for the President’s Cup because he 
had won it for three consecutive 
years, the first contestant ever to 
have turned the trick. 

Bill Sladkin- (Oldsmobile) 
the cup with an 83. 

The tournament was followed by 
a dinner at which 125 dealers and 
their friends witnessed the trophy 
presentation. Guy Hayden was 
chairman of the golf committee. 


Bell Elected President 


Of Lewiston Dealers 

LEWISTON, Id. — Lou Bell 
(Lincoln-Mercury) has been elected 
president of the Lewiston auto deal- 
ers’ association. Thomas Tobin 
(Oldsmobile) is vice-president, and 
John Adams (Ford) is secretary- 
treasurer. 


won 


Music, Music, Music 
OTTAWA.—Canadian plants pro- 
duced 28,460 auto radio sets in the 
first quarter while sales totaled 
28,253 units with a value of $2,083,- 
290, the Canadian Government re- 
ports. 


involved, so they could determine 
if and when they should execute | 
the addendum. 
* * + 
OLLOWING is the text of the 
Interim Agreement Addendum: 


In consideration of the mutual 
agreement of the parties, the 
current direct dealer selling 
agreement in effect between them 
is hereby amended to include the 
following additional provision: 

In the event of termination of 
this Agreement by reason of the 
death or incapacity (for reasons 
of health) of the person named 
in Paragraph Third hereof, Seller 
will offer an Interim Selling 
Agreement for a term comprising | 
the balance of the term of this 
Agreement and the next succeed- 
ing twelve months, to a son or 
son-in-law of the deceased or in- 
capacitated person, who at the 
time of the death or incapacity of 
the person named in Paragraph 
Third has been and is actively | 
participating in the business op- 


Cadillac Smashes 
Delivery Record 
4th Month in Row 


DETROIT.—For the fourth con- 
| secutive month Cadillac has estab- 
| lished a new all-time monthly car 
| delivery record, according to J. M. 
Roche, general sales manager. 

Cadillac delivered 13 percent more 
new cars during June than in any 
| June in its 52-year history, said 
| Mr. Roche. 

“March, April and May new-car 
deliveries,” he added, “also exceed- 
ed deliveries during these same 
months in past years, resulting in 
a four month delivery total—March 
through June—which surpassed any 
other four-month period.” 

In addition, he stated that cus- 
tomer factory deliveries are at an 
all-time high, with deliveries for 
the past six months running 20 
percent higher than in the same 
period last year. 








erations of the Dealership and 
who is ready, able and willing to 
comply with the Operating Re- 
quirements of the then current 
standard form of Selling Agree- 
ment and will actively and, in 
fact, manage the operations of 
the Dealership. If more than one 
person should qualify to receive 
the Interim Selling Agreement 
under the above conditions, Seller 
shall, in its sole discretion, de- 
termine to which person or per- 
sons the Interim Selling Agree- 
ment shall be offered. Three | 
months prior to the expiration 
of the term of such Interim Sell- 
ing Agreement, Seller shall make 
a determination, on the basis of 
performance during the term of 
the Interim Selling Agreement, 
as to the qualifications and abil- 
ity, as owner and manager of 
the Dealership, of the person or 
persons who received the Interim 
Selling Agreement and if in the 
opinion of Seller such person or 
persons have the required quali- 
fications, and have satisfactorily 
performed the terms and condi- | 
tions of the Interim Selling | 
Agreement then being offered to 

Dealers by Seller will be offered | 





Automotive Newsreel 


Oldsmobiles in Shrine Parade— 


A fleet of 48 Starfire convertibles and an F-88 experimental Oldsmobile carried 
Shrine potentates and officials in convention parades in Atlantic City. Forty-three of 
the Starfires were painted turquoise and upholstered in matching turquoise and white 
leather. Five were painted in two-tone color combinations. Imperial Potentate Remmie 
L. Arnold, of Acca Temple, Petersburg, Va., rode in the F-88, powered by a 250- 
horsepower Rocket engine and upholstered in pigskin. 


to such person or persons for the | 


term specified therein. 


This Interim Agreement Adden- 
dum is not valid until and unless 
it bears the facsimile signature 
of the General Sales Manager 
and is countersigned by an As- 
sistant General Sales Manager, 
Regional or Zone Manager of the 

Division, General 
Motors Corporation. 


In Witness Whereof, the parties 
hereto have executed this Agree- 


y: 

Officer of Firm and Title 
SI Se sic shi cc tdscsavee k 
Witness 


Transportation Industry 
Slips in the First Half — 


WASHINGTON. — Motor vehicle | 


travel on both city and rural high- 
ways continued to rise during the 
first half of 1954, although other 
segments of the vast transportation 
industry experienced a drop in 
business, according to the mid-year 
“Transport Review and Outlook” 
of the U. S. Chamber of Commerce. 

So far this year, says the re- 
view, the drop in general eco- 
nomic activity has been mild. 
Consumption has held up, but 
production has veered off. The 
latter is picking up, however, and 
the chances of an upswing by fall 
are reported to be good. 

Concerning auto manufacturing, 
the report says: 

Output running about 10 percent 
under last year, with General Mo- 
tors’ and Ford’s combined share of 


Tire Stylist— 


Dolores Guimond is a tire stylist for 
U. S. Rubber's Detroit plant. She has 
helped design the firm's new tire. 





the total market over 80 percent. 
Sales good, but dealers’ operating 
profit very low. Output for the year 
estimated at slightly more than 
five million cars. 

Regarding highways: Alltime 
high federal-aid program author- 
ized, with $875 million for public 
highway construction in 1956 and 
1957. More emphasis on the inter- 
state system. Federal gas tax stays 


|}at two cents per gallon level. Toll 


road movement booming. Both | 
rural and city motor vehicle travel | 
show gains around three percent | 
over 1953. 

Trucks: Traffic down first 
quarter about five percent, but 
expected to pick up for second 
quarter. Still second-best year for 
industry. Reciprocity among 
states in taxing trucks big prob- 
lem, especially in Ohio and New 
York, 

Aviation passenger-miles up 10 
percent over last year. Barge lines 
show a record volume of traffic for 
inland waterway carriers. Both 

traffic and revenues of intercity 
buses running well under last year. 
Local transit shows a steady de- 
cline in passenger traffic, at rate 
of 10 percent under 1953. 

Ocean shipping and railroads well 
down. American shipyards hard 
pressed for orders, while foreign 
yards have several years’ backlog 
of work. 


Conn. Shuts 37 Dealers 


In Sales, Credit Probe 


HARTFORD, Conn.—The State 
Motor Vehicle Department has 
suspended the licenses of 37 new 
and used-car dealers for viola- 
tions of various sales and finance 
regulations, 

The suspensions, accompanied 
in many cases by arrests, re- 
sulted from a statewide cam- 
paign begun three months ago. 


Packard Anniversary— 


Ostendorf Motor Car Corp. (Packard), Buffalo, was honored for its 25 years as a 
Packard dealer. Shown during the presentation of the plaque are (from left), G. A. 
Stinard, district manager; Renwick A. Ostendorf; George C. Ostendorf; Mark Page, 
zone manager, and T. J. Sloggett, assistant zone manager. 


4-Letter Awards in West— 


Seven dealerships in the San Francisco area received the Ford Four-Letter Award 
for the fifth consecutive time. Shown (from left) are J. D. Castleton, administrative 
assistant in the Ford district office in Richmond, Calif.; H. G. Turner, general field 
manager of the district; J. P. Souza, Tracy; Everett Lampson, Geyserville; Walter C. 
Hansel, Vacaville; Clarence Tracy, Woodland; Curt Campbell, Albany; Paul Swanson, 
Los Gatos; John H. Eagal sr. and John H. Eagal jr., Stockton; James A. King, district 
sales manager, and E. F. Kerli, assistant district sales manager. 


Explaining Auto Financing to Danes— 


L. W. Lundell (left), president of Universal C.I.T. Credit Corp., New York, explains 
the role of installment credit in the American auto industry to Gunner Holm (center), 
and Otto B. Nielsen, Danish bankers who are touring the nation to study the 
development of installment buying. Lundell uses scale models of old and new cars 
to show changes in design during the last decades. Denmark recently passed its first 
installment credit law. 
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Now Second Behind Michigan . . . 
Missouri Passes Calif. 


In Auto Production 


(Continued from Page 1) 


by assembly plants in other 
states. 

3. Indiana, in fourth place last 
year, dropped to twelfth place in 
1954’s first half because of reduced 
output by Studebaker and Plym- 
outh, the only car-assembly plants 
in that state. 

4. Twenty of the 48 states have 
car-assembly plants. 

* a * 
ALIFORNIA’S slip occurred de- 
spite the fact that it had 10 

assembly plants last year, compared 
with Missouri’s four, Producers in 
California included Ford division, 
Chevrolet (two plants), Lincoln- 
Mercury, Chrysler Corp. (two 
plants), Nash, Willys, Studebaker 
and a Buick - Oldsmobile - Pontiac 
facility. Missouri plants are Ford, 
Lincoln-Mercury and two for Chev- 
rolet. 

A big reason for Missouri’s 





40th Anniversary 
Ford Executives Celebrate 


Seyffer Jubilee 

DETROIT. — Charlies J. Seyffer, 
assistant general sales manager for 
dealer relations of the Ford divi- 
sion, last week 
celebrated 
his 40th anniver- 
sary with the 
company. 

One of the best- 
known executives 
in the Ford sales 
organization, Sey- 
ffer is responsible 
for broad aspects 
of dealer rela- 
tions, such as the 
Ford Dealer 





O, J. Seyffer 


Council. 

L. D. Crusoe, general manager, 
and L. W. Smead, general sales 
manager, paid tribute to Seyffer’s 
sales leadership at a luncheon in 
Ford division headquarters in Liv- 
onia, Mich. 


Seyffer started with Ford in New 
York on July 6, 1914. He has been 
district sales manager in New 
York, Jacksonville, Cleveland, 
Chester, Pa., and Somerville, Mass. 
He was sales manager of the north- 
eastern region from 1945 to 1953 
when he was appointed to his 
present position. 

“In addition to the active par- 
ticipation of Seyffer at the home 
office,’ Smead said, “the Seyffer 
family. is continuing its Ford tradi- 
tion through two sons who are Ford 
dealers—Howard J. in Pittsfield, 
Mass., and Kenneth W. in Holyoke, 
Mass.” 


ADVERTISEMENT 





NOW... 


have you got 
a headache? 
'f your headaches are multiplying 


in 1954... then be sure to see 
the back page of this issue! 








climb is that Chevrolet’s top as- 
sembly plant is in St. Louis. It 
turns out 16.2 percent of the 
Chevrolet total, compared with 
only 9.2 percent at Flint, 

L-M’s most productive plant is 


Cooke's Gift— 


The Vanderburgh County (Ind.) Society 
for Crippled Children has a new station 
wagon, thanks to Rance Cooke, president 
of Cooke Chevrolet Co., Inc., Evansville, 
who donated the car. 





New-Car Stocks Drop 


Reverse Trend of Year Ago, Now Back 
To Pre-Spring Level of 12.3 Autos 


also in Missouri—also at St. Louis. 

The survey revealed that the bulk 
of Buick, Oldsmobile and Pontiac 
production is at B-O-P plants, 
rather than at their “home” facil- 
ities. Buick makes only 17 percent 
of its cars at Flint; Oldsmobile, 12.3 
at Lansing, and Pontiac, 15.4 per- 
cent at Pontiac, 

+ + * 
pros division’s output also is 
greatly spread around. Only 13 
percent of its cars are turned out 
at Dearborn. 

Chrysler Corp. sticks closer to 
Michigan, producing 80.6 percent in 
the Detroit area. 

Though some auto makers—like 
Ford — opened assembly plants 
around the nation in the 1920s, 
the big move to decentralization 
away from Michigan came after 
World War II when auto firms 
moved closer to expanding mar- 
kets throughout the country. 
Decentralization also caused states 

other than Michigan to benefit di- 
rectly from car output by way of 
employment and taxes. 

om * * 


NOTHER reason for the shift 

was fear of another war. Auto 
companies felt it would be better to 
have part of their facilities bombed 
than the whole works. 


The trend is continuing. General 
Motors began output at its new 
B-O-P plant at Arlington, Tex., 
early this year, while Ford division 
is constructing new facilities at 
Louisville, San Jose, Calif., and 
Mahwah, N. J. 

However, the Ford plants will 
merely replace older ones at 
Louisville, Richmond, Calif., and 
Edgewater, N. J. It still will mean 
higher production potential, 
though, since the new plants will 
be more modern and larger. 

Another move soon to occur will 
be the shift of Hudson to the Nash 
plants in Wisconsin. 

Reversing the trend is Chrysler 
Corp., which last month halted as- 


(Continued from Page 1) 


and this was to a modest 15-day 
level from 10 days the month be- 


fore. 
a * * 


bare shrinkage in the new-car 
stockpile appeared to be na- 
tionwide, but in many areas it 
was achieved in the face of ad- 
verse sales conditions. 

Long trading was prevalent 
and, in some instances, “becoming 
more severe all the time.” The 
effect of credit terms on the new- 
car market tended to vary geo- 
graphically. 

Perhaps the most common prob- 
lem uncovered concerned prices. 
Nearly everywhere packing on the 
part of dealers was reported, and 
there even were “increases” in the 
packs in places where each sale 
amounted to a slugging match 
between dealers. 

* + 7 


ANWHILE, this hectic situa- 

tion was further complicated 
by advertising that placed increas- 
ing emphasis on price. 

In the language of one dealer, 
it was creating “suspicion” among 
buyers who found one price em- 
blazoned acress the pages of 
their newspaper or blared over 


Standard Signs 
For Car Bodies 


CANLEY, Coventry, England. — 
Standard Motor Co., Ltd., has an- 
nounced that it has completed an 
agreement with Mulliners, Ltd., for 
the supply of bodies by the latter 
on a long-term basis. 

Mulliners will continue its present 
extensive manufacture of large pas- 
senger vehicles and also accept or- 
ders from any British Government 
department. 

Mulliners expects to increase its 
current output of 325 bodies a week 
to 630 a week by the end of the 
year. 





their radio, but who encountered 
quite another price when visiting 
a dealership. 


Most dealers said flatly they) 
could see no signs that the auto| 
business was likely to settle down | 
to a sounder basis. One had no- | 


ticed a slight improvement, but 
said the competitive pressure from 
certain Big Three makers still was 
annoying.” 








Many dealers said they had | 


increased or were planning to in- 
crease their sales staffs. 





New-Car Stocks 
In Field, In Transit 


(Compiled by Automotive News) 


Dealers’ 
Cars Cars in Total 
ta Transit Potential 
Period Field te Inventory 
Ending Dealers Stocks 
dan, 1, ’50.... 261,754 440,254 
Apr. 1, ’50.... 276,136 158,000 434,136 
dune 1, ’50.... 247,680 160,200 407,880 
Sept. 1, ’50.... 239,642 160,400 400,042 
dan. 1, 51... 888 900 404,788 
Apr. 1, ’61.... 406,541 138,500 545,041 
duly 1, ’51.... 357,606 90,700 448, 
Sept. 1, ’51.... 283,402 800 370,202 
dan, 1, ’52.... 224,968 31,000 255,968 
Feb. 1, ’52.... 198,762 69,000 267,762 
Mar. 1, ’52.... 182,577 76,000 258,577 
Apr. 1, ’52.... 213,391 83,000 296,391 
May 1, ’52.... 261,674 88,000 339,674 
dune 1, ’52.... 232,036 70,000 302,036 
duly 1, ’52.... 193,462 1500 277,962 
Aug. 1, ’52.... 162,086 12,000 174,086 
Sept. 1, ’52.... 149,091 77,000 226,091 
Oct. 1, ’52.... 233,556 89,000 322,556 
Nov. 1, °52.. 894 90,500 399,394 
Dec, 1, ’52.... 287,247 76,000 363,247 
Jan. 1, ’53.... 291,671 83,300 374,971 
Feb. 1, ’53.... 324,835 600 412,035 
Mar. 1, ’53.... 389,011 87,200 476,211 
Apr. 1, ’53.... 445,882 89,300 535,182 
May 1, ’53.... 490,381 97,700 588,081 
June 1, ’53.... 463,546 73,500 537,046 
duly 1, ’°53.... 479,698 7800 562,498 
Aug. 1, ’53.... 517,119 82,200 599,319 
Sept. 1, °53.... 514,569 74,500 008 
Oct. 1, ’53.... 519,037 60,900 579,937 
Nov. 1, ’53.... 538,087 9387 
Dec. 1, ’53.... 430,876 29,000 459,376 
Jan, 1, ’54.... 428,125 36,600 464,725 
Feb. 1, ’54.. 176 60,600 526,776 
Mar. 1, ’54.... 611,122 62,000 ‘673,122 
Apr. 1, ’54.... 541,911 64,000 605,911 
May 1, ’54.... 538,775 68,500 607,275 
June 1, ’54.... 503,219 62,500 *565,719 
duly 1, ’54.... 455,011 62,500 517,511 
t Field stocks include cars actually at 
dealerships, those warehoused by dealers 


and factories, and demonstrators. 
* Revised. 


Nn en 





sembly work at San Leandro, Calif., 
to concentrate on its Los Angeles 
operation. 

Here are how the various states 
rank as to car production volume: 





Output by States 


Percent of cars produced in 
each state: 

1954 1953 
(First Half) - (Full Year) 
Pos. % % Pos. 

1—30.8 Michigan 35.8— 1 
2—10.4 Missouri 9.7— 2 
38— 9.4 California 94— 3 
4— 5.9 New Jersey 5.0— 5 
5— 5.1 Georgia 4.3— 6 
6— 4.7 New York 4.2— 7 
7— 3.5 Maryland 3.2—10 
8— 3.4 Wisconsin 4.1— 8 
9— 34 Kansas 2.9—11 
10— 3.3 Ohio 3.3— 9 
11— 2.9 Massachusetts 2.3—12 
12— 2.8 Indiana 5.1— 4 
13— 2.7 Texas 1.5—15 
14— 2.0 Mllinois 1.5—14 
15— 2.0 Delaware 1.7—13 
16— 1.7 Pennsylvania 1.3—16 
17j— 1.7 Minnesota 1.3—17 
18— 16 Virginia 1.3—18 
19— 14 Tennessee 1.1—19 
20— 13 Kentucky 1.0—20 








Gar Wood Puts 
Sales Under Hill 


WAYNE, Mich—E. F. Fisher, 
president of Gar Wood Industries, 
last week announced a reorganiza- 
tion program cen- 
tralizing the sales 
and marketing 
functions of all 
divisions of the 
corporation and 
of National Lift 
Co., a subsidiary. 

E. B. Hill, vice- 
president, was 
named director of 
sales, on % 
and export for al 
corporation prod- a 
ucts. Division sales managers, who 
formerly head-quartered at plants, 
now will report directly to Hill. 


“Centralized sales management, 
with new and reengineered prod- 
ucts, will enable us to better pin- 
point our sales effort in all markets 
and will make it possible for us 
to render better service to our 
customers,” Fisher said. 
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Shackelford Opens 


©. W. Shackelford has established 
the Shackelford Buick Co., on Gal- 
latin Rd. and Due West Ave., Nash- 
ville, Tenn. Shackelford, formerly a 





Metropolitan 


Granada (Miss.) dealer, is now op- 
erating from a temporary office at 
the site. Construction is underway 
on a new building. 


New York's 


FIRST REAL STEADY WEEKLY AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


This is it ! > 


NEXT SALE WILL BE 
HELD JULY 13TH 
29 House Cars at 


Absolute Auction 
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32 Authorized New Car Dealers 


Insured Auto Auctions 


All checks insured by the 
Fidelity Insurance Co. of Tenn. 
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W. K. BRAASCH 


Dean of Automotive Sales Trainers 
A LIFETIME OF EXPERIENCE 
iS YOURS FOR JUST A FEW DOLLARS. 
BETTER BUY THESE SIX MANUALS TODAY! 


THE FOLLOWING SIX MANUALS CONTAIN ALL o THE FIELD-TESTED SALES 


PRINCIPLES WHICH WE HAVE USED SUC 
AUTOMOBILE SALESMEN. FOLLOW 
SALES GROW. WE'LL 
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OurR —— AND WATCH YOUR 
LL GUARANTEE GOOD 


Ne. 1—-The Eight Automotive Success oe EACH 
No. 2—The Selling Process. 
‘ Ne. 3—Eighty Ways to Find New Prospects. $2.00 POSTPAID 
Se te Leadership. SAVE $2.00! 
Ne. 5—The Technique of Used Car Salesmanship. 
No. 6—Developing and Testing Your Sales Talk. Order All Six for $10.00 


NATIONAL SALES TRAINERS 549 Washington Bivd., Chicago 6, Illinois 





WITH THE 


3. NON 





Tag 1% x 2%” 
Wire .055 


STIFF WIRE 


OVAL DEADLOCK KEY RING 


SUPERIOR BECAUSE: 
1. EASIEST AND FASTEST TO APPLY 
2. POSITIVE LOCK AGAINST LOSS 


TANGLING 


METAL EYELET TAGS & DEADLOCKS 


Shipment Prepaid if 


; 7 
ae eck Accompanies 


; a 
Order 
. 4.00 Geneon Cc. O. D. 


GARD rating Company... 


GRAND ISLAND, N. Y. 


In the Letterbox 
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one time what he thought of in- 
stalling about a $10 radiator orna- 
ment on a Packard car without any 
increase in the delivered price of 
the car. Gardner replied: “That 
would be sufficient reason to cancel 
your franchise.” 

Ray Chamberlain called me to 
Detroit about 25 years ago because 
of a report one of his field men had 
turned in on me—that we were dis- 
counting Packard cars on an aver- 
age of $25 per car in the form of 
over allowance on trade-ins. The 
report was wrong. 

Those policies were far cries from 
the $800 to $1,200 overallowances 
that dealers are giving these days 
with the factory’s knowledge and 
consent. 

Packard gave me a 25-year plaque 
and a nice party the other day, 
which of course, I appreciated very 
much. — W. L. Owen, president, 
Owen Motors & Oil Co. (Packard), 
Little Rock. 

* 


Aids Dealers 


I would like to congratulate you 
on your new section on engineering 
design and production. This should 
bring a closer understanding be- 
tween dealers and manufacturers, 
since it gives the dealers an oppor- 
tunity to learn about the problems 
and ideas in the design engineering 
department. 

This department to a great extent 
determines the type of product that 
the dealer can offer his customers; 
yet dealers probably have never 
been familiar with this important 
part of the manufacturers’ opera- 
tions. 

The news and information brought 
out in these articles also are of 
value and interest to those of us 
concerned with the engineering 
aspects of the business. 

I was most interested in your 
comments on automatic transmis- 
sions. The major selling point of 
automatic transmissions has been 
their convenience, with customers 
accepting less performance and 
economy to get this convenience. I 
was pleased to note that there now 
is a trend to consider the engine- 
transmission combination as a single 
powerplant unit, with the perform- 
ance of the two being intimately 
related. 

If engineers take this viewpoint, 
better performance and economy 
are sure to follow. 

I am amazed at the great amount 
of interesting information you have 
in these articles. Keep up the good 
work. — Automotive ENGINgeErR, De- 
troit. 


Frame vs. Frameless 


John Benedict’s “Frame vs. 
Frameless Bodies” article has done 
an excellent job in analyzing the 
subject, and presenting impartially 
and understandably arguments on 
both sides of the question. 


Those of us at Nash, who have 
been involved in this controversy 
over a period of years, are not in- 
clined to agree with the claims 
made by the A. O. Smith engineer. 
Also, we would prefer that some 
mention be made of safety phases. 
—L. H. Naauer, Staff Engineer, Nash. 


* * * 


I have just read your article 
“Frame vs. Frameless.” 

I feel you have presented the sev- 
eral opinions on this subject very 
well, and I find it interesting to see 
how divergent they are. I am sure 
everyone speaks with complete sin- 


Reynolds Metals to Build 
Plant in Philippines 

LOUISVILLE. — Plans for an 
aluminum foil and sheet plant in 
the Philippines have been an- 
nounced by J. Louis Reynolds, op- 
erations vice-president of Reynolds 
Metals Co. 

Reynolds said the plant is to be 
built and operated by a corporation 
to be created under the laws of the 
Philippines. Fifty-one percent of 
the stock of the company, to be 
known as Reynolds Philippines 
Corp., will be owned by the parent 
organization. 

Total capital required for the 
plant will be approximately $3 
million. 


cerity on this matter and fully be- 
lieves that their particular choice 
of construction does have definite 
technical advantages. 


I am quite sure, nevertheless, that 
those who favor the frameless con- 
struction do not have the entire 
picture and that there is, in fact, a 
missing link in their knowledge. 

Our experience here is supported 
by many, many years of detail ex- 
perimental study, and I do think 
we have a better intimate knowl- 
edge of the subject than most. I 
think this is borne out by the fact 
that frames are still preponderantly 
in use, although I can remember 
top engineers telling me that the 
day of the frameless car was immi- 
nent as far back as 1928 or 1929. 


The automobile industry, after 
all, does not hold off major im- 
provements for a quarter of a cen- 
tury just because facilities would 
be upset.—D. W. SHERMAN, execu- 
tive engineer, A. O. Smith Corp., 
Milwaukee. 


5 Rubber Firms 
Contest ‘Combine’ 
Ruling in Canada 


OTTAWA.—Five Canadian rubber 
companies have asked the Supreme 
Court of Canada for permission to 
appeal a judgment ordering each 
of them to pay a $10,000 fine and 
prohibiting them from engaging in 
certain practices allegedly arising 
out of an illegal combine. 

Petitioners are Goodyear Tire & 
Rubber Co. of Canada, Ltd.; Dom- 
inion Rubber Co., Ltd.; Dunlop Tire 
& Rubber Goods Co., Ltd.; Gutta 
Percha & Rubber, Ltd., and B. F. 
Goodrich Rubber Co. of Canada, 
Ltd. 

The companies charge that the 
Federal law allowing the court to 
issue such an injunction is an in- 
vasion of the exclusive rights of the 
provinces. The Department of Jus- 
tice claims that the trial judge was 
within his rights. 


Dealers Donate Bond 


The Sullivan County Automobile 
Dealers’ Assn, donated the U. S. 
Savings Bond awarded the winner 
of a “Teen Age Driving Rodeo” 
sponsored by the Newport (N. H.) 
Lions Club. 


Georgia Truckers 
Meet; Ton-Mile 
Levy Is Blasted 


AUGUSTA, Ga. — Although the 
trucking industry could bear a 
greater tax load, Ohio’s assessment 
of a ton-mile levy is “misguided' 
and “too costly,” members of the 
Georgia Motor Trucking Assn. wer: 
told last week by Walter R. Mc- 
Donald, state public service com- 
missioner and chairman of the 10- 
state southern reciprocity commit- 
tee. 

Addressing the association’s 19th 
annual convention, McDonald ex- 
pressed a preference for fuel taxes 
and registration fees, which he said 
are easier to administer than the 
Ohio levy. 

Forums on reciprocity and labor 
relations highlighted the three-day 
conclave, attended by 400 delegates. 

A widely known leader in the 
field of traffic safety was selected 
as executive vice-president. He is 
Eugene S. Burke, president of the 
National Police Traffic Safety In- 
stitute, who is resigning from the 
Georgia State Patrol after 17 years’ 
service. 

J. L. Lawhon, Atlanta, was elect- 
ed association president, succeeding 
L. R. Schwall, Hapeville, who be- 
comes chairman of the board. 

Other new officers are: George A. 
Maiden, Atlanta, vice-president; 
Harold A. Eason, Atlanta, secre- 
tary; James R. Smith, Cartersville, 
treasurer, and Guy W. Rutland jr., 
Hapeville, vice-president for the 
American Trucking Assns., Inc. 

New divisional vice-presidents of 
GMTA are: H. D. Winship, Atlanta, 
common carriers; R. Q. Black, At- 
lanta, contract carriers; Nat Har- 
din, Forsyth, private carriers, and 
George Boyd, Atlanta, allied indus- 
tries. 

In addition to Schwall, GMTA 
named the following directors to 
three-year terms: Maurice Dykes, 
Thomasville; T. S. Johnson, At- 
lanta; J. A. Morgan, Atlanta; Win- 
ton Teagle, Atlanta; Taft Chatham, 
Cornelia, and Cliff Barnes, Carroll- 
ton. 


Dodge Midwest 400 Club 
Inducts 5 Top Salesmen 


The five top Dodge salesmen in 
the midwest were inducted into 
the Dodge “400” Club in Minnea- 
polis. 

They are Roy A. Andersen, Su- 
perior, Wis.; Frank A. Bolduan, La- 
Crosse, Wis.; Francis Bussey, Hib- 
bing, Minn., and Wayne Kelley and 
J. D. Kirschman, Jamestown, N. D. 


BINDER for 
Automotive News 


A semi-permanent binder to retain this 
publication for ready reference. 


A quality binder that will stand the gaff. 


This binder is covered with black Le- 
vant leather cloth, has stiff sides, holds 26 
issues of Automotive News in removable 
metal blades. Price $7.50 postpaid. 
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‘End Exclusive Pacts, 


Harley-Davidson Told 


(Continued from Page 1) 


many auto makers influence deal- 
ers in that direction. 
= - +. 


ARLEY-DAVIDSON is said to 

be the largest manufacturer of 
motorcycles in the United States. 
Its sales in 1949 were reported to 
be more than $15 million. It sells 
its products to approximately 800 
independently owned franchised 
dealers. 

Holding that the exclusive- 
dealing practices of the company 
“have the capacity and probability 
of causing a substantial adverse 
effect on competition” and “creat- 
ing a substantial tendency to- 
ward monopoly,” the FTC issued 
its order. 

The commission’s opinion points 
out that the practices in question, 
“if engaged in by a lesser company, 
might not lessen or restrain com- 
merce seriously.” 


Under the order issued by the 
FTC, Harley-Davidson must stop 
“selling or contracting to sell 
motorcycles, motorcycle equipment, 
parts accessories, oil and related 
products on condition, agreement 
or understanding that the pur- 
chaser shall not sell, use or deal 
in similar products supplied by any 
Harley-Davidson competitor.” 

+ * * 


= order also prohibits the en- 
forcement or continued opera- 
tion of any such condition, agree- 
ment or understanding in con- 
nection with any existing contract 
or sale. 

It further bars Harley-Davidson 
from causing any of its dealers to 
refuse to purchase competitive 
products by: 

1. Threatening the cancellation 
of its franchise, contract or sell- 
ing agreement. 

2. Participating in or encouraging 
efforts to secure, either individually 
or through dealer associations, 
pledges or agreements to deal ex- 
clusively in any or all of Harley- 
Davidson's products. 

3. Intimidating or coercing deal- 
ers or other purchasers in any way 
for the purpose or with the effect 
of causing them to deal exclusively 
in any way or all of Harley-David- 
son’s products. 

~~ . * 
7 ae order contains a proviso 
making clear it does not pro- 


Dayton Rubber 
Appoints Roney 


DAYTON, O.—R. G. Roney has 
been named sales manager of Day- 
ton Rubber Co.’s automotive whole- 
salers division, L. C. Strobeck, vice- 
president in charge of mechanical 
sales, has announced. 

His appointment coincides with 
a new program in the promotion 
of fan belts, radiator hose and 


other rubber products for the au- 
tomotive replacement service in- 
dustry. 

Roney, formerly sales manager 
of General Armature & Mfg. Co., 
has more than 25 years’ experience 
in the automotive after-market. 





hibit the firm “from entering into 
an agreement with its dealers pro- 
hibiting them from using or selling 
for use, in a Harley-Davidson mo- 
torcycle, oil or parts which would 
adversely affect its mechanical op- 
eration.” The Commission said: 


“The paramount need in this 
case is to prohibit respondent 
from restricting its independently 
owned dealers from exercising 
their right to make their own 
decisions as to what they want 
to sell. 


“Harley-Davidson Motor Co. can 
select its own dealers, but it can- 
not legally, by threats of cancella- 
tion, force its dealers to agree 
to sell any class of its products 
exclusively. However, as to func- 
tional parts and oil, we believe that 
an agreement prohibiting the use of 
oil or parts which would adversely 
affect the mechanical operations of 
Harley-Davidson motorcycles would 
pe proper in all respects.” 

In its order in the matter of Gen- 
eral Motors Corp., 34 F.T.C. 58, 86 
(1942), the Commission recognized 


Chevrolet Dealers 
Get Year in Jail 


For Tax Evasion 


DETROIT—Louis W. Bohm and 
Robert T. Bolo, president and vice- 
president respectively of B. & B. 
Chevrolet, Inc., were sentenced to 
a year in prison last week by 
Federal Judge Theodore Levin for 
evading $275,000 in income taxes. 

Convicted on nine counts of per- 
sonal and corporate income-tax 
evasion, they could have been sen- 
tenced to 30-year prison terms and 
fined $60,000 each. 

Federal attorneys are expected 
to file civil suits to recover the tax 
money, with penalties. 

Bohm and Bolo were freed on 
$50,000 bonds, pending an appeal 
from their convictions by a jury 
several weeks ago. 

Judge Levin, in passing sentence, 
said, “It will serve no purpose to 
put salt on the wounds you have 
already ‘suffered. And you face 
heavy assessments.” 

In Des Moines last week, a Sioux 
City (Ia.) Oldsmobile dealer was 
sentenced to three years in prison 
and fined $10,000 on a charge of 
evading $44,354.78 in income taxes 
during 1947 and 1948. 

Carl J. Noltze originally pleaded 
innocent, but later changed his 
plea to nolo contendere (no con- 
test). 





Auto Stocks 


July June 1954 
7 30 High Low 
Am. Mtrs. 11% ns 14% «i121 
Chrysler 63% 65 66% 56% 
GM 78% #$72% 785% 58% 
Kaiser 2 2 2% 2 
Packard 3% 3% 4% 3% 
Stude. 18% 18% 23 14% 
Average 29.42 28.88 


Compiled from reports of trading on the 
American and N. Y. Stock Exchanges. 





‘L-M Salesmen in Seattle Meet— 


Fifty salesmen from Lincoln-Mercury dealerships in the Seqttie area attend a 
“spring tonic” sales meeting. Robert E. Henderson, Seattle district sales manager, 
feports that 67 salesmen attended a similar breakfast sales meeting in Portland, Ore. 
Other meetings in Walla Walla and Spokane also were well attended. 


this right as to automobile parts 
necessary to the mechanical opera- 
tion of an automobile, even though, 
where there was no other source 
of proper parts, the agreement 
might have the effect of requiring 
exclusive dealing as to such parts. 
* * * 
N THE field of accessories, the 
opinion notes that Harley-David- 
son’s competitors have continued to 
do business with Harley-Davidson 
dealers, despite the restrictive 
agreements. It adds, however, that 
“at all times respondent has had 
the power. under its agreements 
with its dealers to foreclose com- 
petitors from this market. And 
from time to time, it has given its 
competitors a little squeeze.” 


Commissioner Mason’s opinion 
points out that “unsportsmanlike 
activities in the accessories field 
were only sporadic. They only 
happened from time to time and 
in different areas. Too zealous 
salesmen (but with the encour- 
agement and knowledge of com- 
pany officials) took the initiative 
in most of these cases, On occa- 
sion, a complaint to respondent’s 
home office by an indignant com- 
petitor would cause a halt in a 
particularly obnoxious form of 
coercion.” 

Harley-Davidson did not “defend 
these acts of coercion and intimi- 
dation by its salesmen,” according 
to the opinion. “It denies responsi- 
bility for them and denies it has 
committed any illegal act.” 

* € * 


i AN opinion accompanying the 
ruling, Commissioner Lowell B. 
Mason said: 

. We reject the idea that 
success and resultant bigness in 
a@ company makes it a threat to 
our free competitive system. But 
in a field where large and small 
companies compete, the larger 
ones must be especially careful 
to stay within the rules.” 

“Size brings with it increased 
responsibilities, commensurate with 
its increased power.” 

In his opinion, Mason noted that 
if “the American spirit of adven- 
ture and competition sputters out,” 
there will be no market for motor- 
cycles. 


* « eo 
— great majority,” (of motor- 
cycles), he said, “are sold to 


people young in spirit who love 
motion, the rush of air, the sense 
of freedom, the joy of the open, un- 
inhibited by glass windows, plush 
arm rests, adjustable seats and 
thermodynamic air conditioning.” 

Mason said that certain prac- 
tices in motorcycle racing could 
be compared to those in motor- 
cycle retailing. 

“Sometimes, when a motorcyclist 
drifts out on the turn to force out 
a rival, it is difficult to determine 
whether it was deliberate or acci- 
dental,” he said. “The same holds 
true in the field of industry . 
Whether the challenged action was 
intentional or not, the turn must 
be called when someone fudges on 
| the Sees. o<25 


Teachers to Tour 


2 Nash Plants 


MADISON, Wis.—A tour of Nash 
assembly plants at Milwaukee and 
Kenosha, Wis., will be a highlight 
of a four-week “Economics-in-Ac- 
| tion” program being carried on at 
the University of Wisconsin here. 

Attended by 22 colleges and uni- 
versity teachers, the program will 
include lectures, discussions and 
field trips to other industries that 
contribute to automobile produc- 
tion. 

Directing the program, which 
opened July 6, is Prof. John L. 
Miller, of the university’s extension 
division. Twenty-eight business and 
education leaders will conduct ses- 
sions for the teachers. 

Included in the July 7 program 
was a luncheon with the Madison 
Auto Dealers Assn. 


New Wiper Package 
Still Not Available 


A story carried in the July 5 issue 
of Automotive News said that the 
package unit of the new “wrap- 
around” windshield wipers, recently 
brought out by Anderson Co., was 
currently available. 

The company says that, while 
the package unit will be offered in 
the near future, it is not yet avail- 
able. 




















Mechanical Mule Joins Willys Roster— 


This Willys, called the Mule, weighs only 750 pounds and is said to be the first 
military vehicle able to carry a load greater than its weight—half a ton. With 
speeds ranging from one to 25 miles per hour, it can be ridden, led like a horse 
or guided with one hand, leaving the operator's gun arm free. 





Buffalo Dealers Back Code 


Endorse Better Business Bureau’s 13-Point 
Credo on Ad Ethics 


BUFFALO. — The Buffalo Auto- 
mobile Dealers Assn, has thrown 
its support behind a 13-point code 
of ethics in advertising and selling, 
which has been adopted by the Buf- 
falo Better Business Bureau. 

Said the association: “Our board 
of directors went on record as 
definitely approving your stand- 
ards and indicating its willing- 
ness to encourage all our mem- 
bers to apply them to their ad- 
vertising and selling programs.” 

These are the standards of adver- 
tising and selling practices as 
adopted by the Bureau: 

1. The arrangements of illustra- 
tions, text and prices should be so 
clear that there is no possibility of 
misunderstanding. 

2. The public has the right to ex- 
pect complete honesty and accuracy 
from an advertiser. 

3. Use of fictitious or exaggerated 
claims is an unfair advertising 
practice. 


ity of the advertiser to prove shall 
not be used. 

12, The misleading use of the 
asterisk as a mean’ of qualification 
should be avoided. 

13. Proof of any advertised claim 
shall rest with the advertiser and 
shall be made available immediately 
to the Bureau upon request. 


Oldsmobile Outlets 
Do $400 Million 
U.C. Business 


LANSING — More than 400,000 
used cars valued at more than 
$400 million were sold nationally 





,by Oldsmobile dealers from Jan. 


4. Advertised merchandise should | 


be available in sufficient quantity to 
meet normal consumer demand and 
should be willingly sold. 

5. The misleading use of the term 
“free” shall be avoided. 

6. Merchandise schemes involv- 
ing contests, credit checks, prices 
and discounts, which are offset by 
inflated retail prices, should not 
be used. 

7, Where manufacturers custom- 
arily bring out new models each 
year, older-season merchandise 


.| should not be advertised in such a 


manner as might lead the reader 
to assume the item is the newest or 
latest model. 

8. Such terms as “at wholesale” 
should not be used unless the mer- 
chandise is priced at or below the 
actual cost or the current wholesale 
cost. 

9. Emergency or distress themes 
may not be used unless they are 
supported by facts. 

10. Standards listed in the man- 
ual, “Guide For Retail Advertis- 
ing and Selling,” regarding down- 
payment, charge for credit and 
terms apply to any advertising 
offering credit privileges. 

11. Exaggerated claims or prom- 
ises which ises which may be beyond the abil~ ¢@ eee ————— be beyond the abil- 


21 to June 30, the fatcory said 
last week. 


The pace was approximately 11 
percent greater than in the similar 
period of last year and 49 percent 
greater than in 1951. 

Frank Frost, used-car merchan- 
dising manager of Oldsmobile, said 
that retail activity in July con- 
tinues at a brisk pace. 


According to Frost, current Olds- 
mobile dealer stocks of used cars 
represent 25.1 days’ supply. The na- 
tional average of dealers of all 
makes of cars, as compiled by the 
national dealer association, is 39 
days’ supply. 





Identification Number 


Now Put on K-W Bodies 

TOLEDO. — Kaiser-Willys now 
is stamping vehicle identification 
numbers on the bodies of its 
vehicles, The numbers are the 
same as the serial numbers, 
which will continue to appear on 
the usual plates. 

The new numbers can be used 
in lieu of engine numbers as a 
means of identification if the 
engine has been replaced or the 
number mutilated. 

Engine numbers will continue 
to appear on the engine blocks. 








Cleveland Group Takes Nash Delivery— 


Following a visit to Nash's Kenosha (Wis.) plant, a group of 48 dealers and owners 
from Cleveland participated in a new-cor driveaway. 








Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U.S PRODUCTION ONLY) 





Chevrolet. ...................... 
Oldsmobile ................... 


AMERICAN MOTORS 1,595 





Total Cars, U.S. ........ 
*Revised 


1954, 
To Date 


16,545 
2,243 
1,560 
1,266 

11,476 

38,804 

$2,126 

153 
5,925 

67,882 

12,382 
3,349 

33,827 

11,282 
7,042 
2475 
1,219 


pike 1,256 


194 


Jan. 1 
to 
duly 11, 
1953* 


735,459 
105,372 
77,485 

. 189,843 
362,759 
714,585 
548,075 
29,613 
136,897 
1,628,344 
292,171 
66,173 
818,329 
207,594 
244,077 
159,249 
52,213 
107,036 
45,818 
19,692 
26,126 
62,187 
103,548 
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Packard, Dodge Resume This Week ... 


Holiday Slashes Output 21 Pct. 


dan. 1 


te 
duly 10, 
1964* 


395,620 
58,632 
39,147 
69,209 

228,632 

964,378 

782,471 
22,852 

159,055 

1,594,530 

298,703 
65,082 

794,942 

234,466 

201,337 
52,612 
15,542 
37,070 
14,410 

5,783 
8,627 
19,554 
45,342 


109,296 128,660 3,449,190 3,086,446 


COMMERCIAL CARS 
(U.S. PRODUCTION ONLY) 


Week 
Ended duly, 


Week, July 3, 1954, 
1953* 1954* To Date 





6,349 6,719 
81 


372 
205 


eilpiedeaidixacastivotats 1,562 1,717 
284 79 97 


Total Trucks, U.S..... 15,350 22,961 19,260 22,743 


Total Cars, Trucks, 


Jan. 1 
toe 
duly 11, 
1953* 


222,290 
4,557 
1,375 

62,417 
1,076 
137,755 
73,944 
65,511 
6,424 
8,956 
25,983 
8,232 
42,225 
8,239 


668,984 


dan, 1 
te 
duly 10, 
1954* 
189,103 

1,872 
2,049 
50,265 
867 
170,678 
47,609 
57,806 
3,740 
5,520 
7,267 
5,751 
33,157 
3,297 


578,981 


ethalbshea Tispantbons 101,400 156,130 128,556 151,403 4,118,174 3,665,427 


‘Total Cars, Trucks, 


Canada. ..............0. 9,726 4,787 6,290 281,632 259,827 


Cars and Trucks, 


U.S. and Canada.. 107,690 165,856 133,343 157,693 4,399,806 3,925,254 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 


N.B.: All U. S. totals include cars and trucks for military orders. 


Used-Car Price Bettas ES 


Drops $29 in Week 


(Continued from Page 2) 


the depreciation rate of used cars, 

have noted that ’53s have had a 
particularly bad year. 
* * ” 

INCE Jan. 1, a 26.2 percent drop 

has been noted for ’53s. The 

‘significance of this loss can best 

be judged in the light of ’52s, which 


Oldsmobile June Sales 
Set Monthly Mark 


LANSING. — Oldsmobile retail 
sales in June set an alltime 
monthly record of 41,166, accord- 
ing to dealer reports, the division 
announced last week. 

The record was set as official 
1954 registration thus far 
available (through April, plus 42 
states for May) showed Oldsmo- 
bile had climbed into fifth place, 
ousting Pontiac. 


fifth, or outsold Pontiac. 
Oldsmobile’s previous monthly 
sales record was set last April 


have declined only 10.5 percent in 


value in the same 


period. 


Other declines since Jan. 1 are: 
61s, down 14.5 percent; ’50s, down 
18.1 percent; ’49s, down 16.6 per- 
cent; ’48s, down 15.2 percent, and 
47s, down 29.1 percent. 

The value of 54s has dropped 10 
percent since they were added to 


the index in mid-February. 


The price spread between models 
after last week’s adjustments was 
(previous week’s spread in paren- 
theses): '54 to '53, $619 ($646); ’53 
to 52, $337 ($399); '52 to '51, $297 
($265); 51 to ’50, $185 ($197); ’50 
to 49, $136 ($147); ’49 to ’48, $123 
($135), and °48 to 47, $83 ($48). 


Son Succeeds Hillis 


Elwood Hillis has been elected to 
succeed his father, Glen R. Hillis, 
as president and a director of 
Mason Motors, Inc. (Ford), Koko- 
mo, Ind. The father retired be- 
cause of illness. Others elected 
were J. Ralph -Mason, secretary- 
treasurer and general manager, and 
Randall H. Peters, vice-president 
and assistant genera] manager. 


(Continued from Page 1) 


two-week shutdown, caused by 
shifting over to making its own 
bodies, and Dodge returns to pro- 
duction after being down all last 
week for inventory adjustments. 
That leaves only Studebaker and 
Kaiser-Willys down. Though K-W 
will be virtually closed for another 
five weeks, it still is producing a 
handful of knocked-down vehicles 
for export. Studebaker will operate 
only its Los Angeles plant this 
week, but will reopen at South Bend 
next Monday. 
* * * 
To Big Three last week turned 
out 95.5 percent of the car total, 
down from the 96.0 percent the 
week earlier. 
General Motors boosted its 
share to 53.2 percent, compared 





with 51.5 percent in the previous 
week; Ford went up to 30.8 per- 
cent from 29.8, while Chrysler 
Corp. dipped to 11.5 percent, com- 
pared with 14.7 percent. 

So far this year, U. S. makers 
have produced 3,086,446 cars and 
578,981 trucks, against 3,449,190 and 
668,984 in the comparable period 
of 1953. 

+ cs * 

ATURDAY work slackened off 

somewhat last week. Ford divi- 
sion operated only one plant, and 
Chevrolet reduced its Saturday 
schedule. 

On the truck scene, Federal, 
after being sold two weeks ago, 
has left the production rolls for 
an indefinite period. The new 
owner, Dallas E, Winslow, said 
his firm now is surveying the 


7 


Fruehauf Builds 1,300-Trailer Fleet— 


A part of what is described as the largest private trailer order in the history of 
the trucking industry is shown here in Memphis. The order was placed by Riss & Co., 
Inc., Kansas City. The 1,300 trailers were built by Fruehauf Trailer Co. The trucking 
firm also bought 500 tractors from General Motors. Total cost of the purchase runs 


to $14 million. 







specialized-truck market. 

Diveo shut down last week and 
will not resume output until Aug 
2, while the Bridgeport (Conn.) 
plant of International Harvester 
closed July 6 for vacation and in- 
ventory, which will end July 26. 

* + * 


eS car and truck pro- 
duction bounded up last week 
to an’ estimated 6,290 units, com- 
pared with 4,787 in the preceding 
week when Canada observed a two- 
day celebration for Dominion Day. 

Ford of Canada has laid off 
another 450 employes at its plant 
in Windsor, located across the river 
from Detroit. 

Ford of Canada President Rhys 
M. Sale said the Windsor truck 
line will be closed permanently 
July 30, when the truck-assembly 
operations are moved to the new 
Oakville (Ont.) plant. All car- 
assembly work recently was mov- 
ed to Oakville. 

Sale said that when 1954 output 
schedules were set up last fall, 
most makers estimated that sales 
would be down not more than 5 
percent from 1953. That would 
amount to 22,000 vehicles. 

“The indications now are that... 
total sales in 1954 may be 75,000 or 
even more vehicles below the 1953 
total,” Sales said. 


—Tom Hewrrr 
. s & 


Great Lakes Steel 


Advances Prices 


DETROIT.— Great Lakes Steel 
Corp. announced last week that it 
had increased the base prices of 
its products by an average of about 
$3 a ton. 

Great Lakes apparently was fol- 
lowing a pattern established a week 
earlier when U. S. Steel Corp. hiked 
its prices about $3 on the heels of 
a pay raise for the CIO United 
Steelworkers. Auto makers are ex- 
pected to absorb the increase. 


CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 150,000 readers engaged in all branches of the automotive industry from Maine 
; to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERYION. POSITION WANTED ADS. 
i 10¢ PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. Add One Dollar ($1) per insertion for 


: of Automotive News. Replies to Box Number ads: are forwarded to the adveriiser, unopened, the same 


: day received. Display ads: $11.20 per column inch, per insertion. CLOSING: SIX DAYS IN ADVANCE 


’ OF PUBLICATION DATE. 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOY BUILDING, DETROIT 26, MICH. 


Kindly Acknowledge 


AUTOMOTIVE NEWS 


HELP WANTED 


SERVICE MANAGER. Large Ford dealer- 
ship, midwest metropolitan city, has open- 
ing for top flight, experienced service man- 
ager to assume complete management 
responsibility of large service operation. 
New, modern buildings and facilities. 
Must be able to manage and supervise 
personnel, deal with public. Excellent 
salary. Write, giving detailed information 
relative to qualifications, background, 
age, and salary expected. Box 3917, c/o 
Automotive News, Detroit 26. 

SALESMAN-DISTRIBUTOR. Several state 
franchises open. New, three wheel, eco- 
nomical, commercial and passenger car. 
Sells for $995. Unusual profitable oppor- 
tunity. Commission, small investment. 
Tri Wheel Motors, 1537 Main, Springfield, 
Mass. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter’ to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise if will be forwarded 
immediately to the advertiser. 


WANTED — MOTOR EQUIPMENT SUPT. 
Beginning salary from $7,100 to $7,700 a 
year depending upon training and experi- 
ence. Annual increases are automatic. 
Manage municipal garage. Motor vehicle 
fleet maintenance required. Position open 
to residents of Michigan, Illinois, Iowa, 
Minnesota and Wisconsin. Applications 
will be accepted until the needs of the 
service are filled. Write Personnel Divi- 
sion, City Hall, Madison 3, Wis. 


SALES MANAGER FOR Pontiac dealership 


in a town of over 100,000. This is an 
excellent opportunity for a young, ag- 
gressive sales executive to participate in 


the profits of a successful dealership and 
take complete charge of Pontiac sales. 
Must have experience and best of ‘refer- 
ences. Box 3948, c/o Automotive News, 
Detroit 26. 


GENERAL SALES MANAGER. Large 


Ford dealership in midwest metropolitan 
city. Must be thoroughly experienced in 
all phases of automobile business includ- 
ing sales, service and management; cap- 
able of assuming full responsibility of 
volume operation. Top salary. Write giv- 
ing full resume of background, qualifica- 
tions, references and salary desired. Box 
3916, c/o Automotive News, Detroit 26. 


WANTED TO HIRE! Combination parts 
man and bookkeeper for small Pontiac- 
Cadillac dealership in Excelsior Springs, 
Mo. Box 1014. 


POSITION WANTED 


NEW CAR SALES MANAGER available. 
Age 33, married, three children. Fully 
experienced in all phases of retailing, 
promotion, advertising. Former factory 
sales promotion manager, retail sales- 
man, owner of own retail agency. Ex- 
cellent background. Presently located in 
midwest but willing to relocate. Box 
32939, c/o Automotive News, Detroit 26 


| 
| 
| 
use of a box number, in care 
i 


POSITION WANTED 


VENDORS 
ATTENTION 


Available August Ist. 


SALES ENGINEER. Strong, top level con- 
tacts. Ten years’ experience for O.E.M. 
and others. Metal fabrication, plastics 
and trim. Three years project engineer 
major auto manufacturer. Native De- 
troiter, college—Business Ad. and Mech. 
Engineering. Age 35 years. Will con- 
sider direct employment or manufac- 
turers agent. 


Box 3951, c/o Automotive News, 
Detroit 26 


ACCOUNTANT - BUSINESS and credit 
manager, 38. Large volume dealer experi- 
ence to assume heavy responsibilities and 
will guarantee reduced expenses now 
when needed most. Daily operating re- 
ports; taxes; prompt, accurate, realistic 
financial statements. Broad automotive 
background with GM and Chrysler deal- 
ers. Highest recommendations. Will re- 
locate east coast. Write Box 3940, c/o 
Automotive News, Detroit 26. 


MARRIED, COLLEGE MAN wants start 
with auto dealer or manufacturer. Ac- 
counting and sales experience. Prefer 
western states, but will relocate else- 
where. Age 21. Donald Lorance, 524 A 
Lodge Ave., Evansville, Ind. 


ACCOUNTANT AND BUSINESS manage! 
Experienced it. volume operation. Sober 
healthy, married. Can relieve dealer 0! 
responsibilities and details. Have know 
how on expense control. financing an) 
credit. Seeking connection with Chrysle 
or Ford dealer in midwest. Box 3920, c/v 
Automotive News, Detroit 26. 


CHEVROLET PARTS MANAGER, no’ 
employed, desires position with aggres- 
sive dealership. Age 33, married, 2 chi'- 
dren, 15 years’ experience as parts ma" 
ager of medium and large Chevrol.'! 
dealerships. Best of references. Box 392: 
c/o Automotive News. Detroit 26 
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POSITION WANTED 


DEALER SERVICES CARS FOR SALE TRUCKS FOR SALE 
DRI DEALERS! Insure first place in 








1948 LINCOLN CONTINENTAL § sport | 35 FOOT MECHANICAL handling system 


MISCELLANEOUS 
REPLACEMENT AUTO HEADLINERS — 





»ut and sales in your area, through an coupe. For full details and price contact transport and 1951 Dodge tractor. Hauls $12.50. Replacement body cloths. 3-ply 
nb.atable aggressive manager with INVENTORY SERVICE King-Tucker Motor Co., Inc., 2001 Noble seven jeeps or three jeeps and three convertible tops—$18.95. Order today! 24 
aier and General Motors factory ex- Parts and Accessories St., Anniston, Ala. Phone Number Adams Willys passenger cars. Complete rig $1,- hour service. Boston Big Buck Products, 
per‘ence. Knows car and truck sales and @ CERTIFIED REPORTS © 6-7635. 500. Roy Bridges Company, 728 South 278 Cambridge St., Boston, Mass. 
) fixed operation thoroughly. A leader and| 64s the facts now — find out if you are in| ~~~ OARS WANTED ~—~ 2ist St., Birmingham, Ala. ENGINE REBUILDING — Crankshaft 






closer who can get you the business and shape for ‘54. Obsolescence and shortages 








: grinding and metalizing. John P. Hughes 
ee eee eee A&*| can kill profits so don't walt for the year end SHOP EQUIPMENT FOR SALE Motor Co., Inc., 800 Commerce 8t., 
3, Pry nny Ry A ~ 4 York a to learn how this department is operating. OLDSMOBILES POR GALE—SOSTORIA intraaed produc. scenes. Lynchburg, Virginia. 
wi “travel otherwise. Box 3949, c/o Au- Dealers say our analysis and testing of tion type bake oven. 8’ wide, 21’ long 
w it 26. procedures alone cost of inventory and 10’ high—will accommodate tr } 
tomotive News, Detroit WA g e trucks. 
Full time experts. No pick-up part time help. Used four years. Excellent condition. Our New Model 

















DEALERSHIPS AVAILABLE 
GONNECTICUT, WITHIN fifty mile radius 
of N.Y.C. — now operating new car 
agency. Will lease building 6,000 square 
feet, clear span, modern, showroom, 
ample parking, with used car lot. Pro- 


Automotive inventory Service Co. 





Bivd., Phone Mi 4781. 


LBOT" VE with Frigidaire. Also 98 Holidays, 
™ 8. wecnward. Eaataghese gh ; we super and 88 sedans. We transport. 


ssive location, population approximate- : 
4 45,000. Tremendous trading area.| West 4-5355. Call or wire immediately PUBLIC A UCTIO N 
fools, machinery, parts, and misc. All CARS FOR SALE Don Pierson—Olds Cadillac Co. 


replies held confidential. Contact owner 
direct. Box 3942, c/o Automotive News, 


Detroit 26. 


————— 
AGENCY HANDLING PONTIAC-CADIL- 
LAC with good parts and service depart- 
ments. Located in prosperous county seat 
town in north central Iowa. 75 car po- 
tential. Will sell or lease almost new, 
modern building. Write Box 3943, c/o 
Automotive News, Detroit 26. 


——_——_——— 
NO RASH PROMISES. Honestly, unlimited 
possibilities for real automobile man. 
Surprising dual franchise doing good 
business even in these times. Best show- 
room in town—fast growing area—mod- 
ern establishment with enough room and 
in the right place. Tough but gentleman- 








Ford, Mercury. Crankshaft grinding. 
We have for sale a nice selection of Competitive prices. Sharp Manufacturing 


fleet leased 1953 Chevrolets, Fords and| © Nelsonville, Ohio. SALE WEDNESDAY 


Plymouths in all body styles. These cars ECAR JULY 14th 12 NOON 


tools and signs. 


of location. Phone or write for informa- 


Kokomo, Indiana 
UMS PARTS : 
tion: GM & Orv Noble, Owner 











f Complete with switches, bulbs, and ven- 
10040 Freeland Detroit 27, Mich, WE 3-6445 Wanted — 100 new, 1954 Oldsmobile tilating system. $3,000 F.O.B. Dayton, 


98 sedans and Cadillacs, preferably Ohio. Klyce Motors, 850 8S. Patterson TOW BARS 





Complete line of latest type automotive 
Eestiend, Texas shop equipment including Hydraulic jacks, P E R F ° R M A N Cc E 


Bear wheel balancer, Sun testing equip- 
SOMETHING NEW PARTS FOR SALE —__| ment and many other items. Also a full Meet 1LC.C. Requirements 


USED CARS DELIVERED REBUILT AND BLOCK tested engines— line of MODERN OFFICE FURNITURE and A Oo T @) e MA A T I ¢ 


Plymouth, Dodge, DeSoto, Chevrolet, | MACHINES and Lincoln-Mercury special 


can be delivered to your door regardless | | ONE SOURCE FOR NOBLE LINCOLN-MERCURY 











LEAD IN SALES... 
VALUE AND... 


TOW ® GUIDE 


and 


BRAKE-MOBILE 


TOW « PILOT 


ly competition and tremendous opportun- aaa 
ites te sn set seney ne Ee = Robinson Auto Rental, Inc. JOBBER DISCOUNTS with Automatic Brake 
gi e. , 229 $. Hanson St. Philadelphia, Pa. 
_News, Detroit 26007 6 aeate, Gind Ger timer as high as 50% on een Cannot Be Matched 
EALERSHIP HANDLING BUICK in She ‘4 BEAUTIFUL, 1907 MAXWELL runabout: . 
Ptecee panhandle. County seat town. Two 8-1500 UMS parts four, fine, brass lights, good feather, runs At Any Price 
county territory including eleven small cniniee good, 2 cylinder. Photo on request. Box 
towns. $8,000 buys everything. Gone, — DISCOUNTS INCREASED 3930, c/o Automotive News, Detroit 26. Write Today For 
on building an r lot. , ae | eee eee eee 
Automotive News, Detroit 26. ON BUICK PARTS MISCELLANEOUS Illustrated Catalog 
Kansas. Established 1 ine bu o y oaies vision 
d d lot at low rent—now net- SPECIALIZING IN THE SALE OF ® ° 
ting “about $2,800 monthly. Sell all or EX-TAXIS (Example: Buick Muffler lists at Lick The Bootlegging 

















$10.00. Your cost only $4.69) 




















half — depreciated value $35,000. Will 


carry back part. Write 3924, c/o Auto- Problem 


Excellent Bodies - Good Motors - Heaters 


motive News, Detroit 26. Upholstery New Send For FREE CATALOG. One day serv- Every time one of your prospects looks at 
= = amen aiaen. BUY NOW — LOWEST PRICES EVER ico. — cash tes on Phone an advertisement in which a new car is 

ee, os aca Sa.008 o—_ 1950-1951 Orders. All Shipments ° gaan by a mod car deoker, it costs you 
’ * 00, i tually sell him. 

ulation. Always money maker. Takes Your sunpallensean bw ed that much 
ee ee —_ Tease — Plymouths — Fords — Chevrolets G Oo R D oO N B U | G K or more, in order to get the deal. ig 
3925, c/o Automotive News, Detroit 26. 1 te 500 (formerly Robertson Buick) Even worse, if you lose the deal to the 


bootlegger, you lose your entire profit. 


Further, all of your sales are less profit- 
able, by an unmeasured amount. 


You can lick the bootlegging problem 
however, with the hand-out book, "How 
to Buy a Car." Instead of spending hours 
combating the problem on each deal, 
your salesman merely covers the points 
in this book and then hands it to the 
prospect to take home. He'll even buy 
one in order to get the inside information 
on how to buy. 


pe 

DEALERSHIP A VAILABLBHB handling 
Dodge and Plymouth. Located in north- 
western Ohio in a good farming territory. 
This is a profitable, going business. Pres- 
ent owner with Dodge since 1914. Modern 
building with adjoining used car and 
parking lot. Building well equipped for 
ear and truck service. Will sell at book 
value and lease bidg. and lot. Box 3946, 
c/o Automotive News, Detroit 26. 


eS 
DEALERSHIP, HANDLING FORDS, in 
small city in northeastern Wis. Complete 


abash Ave. 5, i. 
MORRIS FREEDMAN — Chicago 
54th & LINDBERGH BOULEVARD WAbash 2-1030 
PHILADELPHIA 43, PA. 
SARATOGA 17-2300 SHERWOOD 7-1700 








SAVE ON: 
NASH PARTS 





AUTO AUCTION 
TIM ANSPACH 





pair bod ; ing used car “Midway,” Stop 20 Large Stock 
ete ee ee Albany-Schenectady Road * larg ORDER NOW 
July ist. All parts, accessories, tires, ALBANY, N. Y. %& 1939 to 1953 Models First COPY-..-cecceccecccscececeeeseeeee $2.95 


wrecker, tools, shop equipment, office 
equipment, etc. can be purchased for 
about $25,000. Real estate can be rented 
or purchased. If interested write Box 
3947, c/o Automotive News, Detroit 26. 
eee SD 


FLORIDA EAST COAST; agency handling 
Pontiac. Located in most promising area 
in Florida. No used cars or accounts re- 
ceivables. Selling to handle larger deal. 


(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 


% Must sell at once 
% Will sell all or any part 
%* Make us an offer 


Will furnish complete inventory on 
request 


Ten Copies ...............-0-a-ece0e0-$19.50 
50 copies .............sscscssseeeeeee$45.00 
Mass quantities . . . Very cheap. 


Enclose your check now for at least one, 
you'll buy more, 


JAMES SERVICE 

























DEALERS SAY 





Long, reasonable lease on modern build-| QOygr greatest dollar values are at si Mien 
Shr, ane Mince News, Derolt 30. CARL MARKER'S Call — Write — Wire Ache eesaiek ee 
FORT WAYNE 
T 
SELLING AUTO AUCTION BRYON STOU 
on Oldest in the Mid-West PONTIAC, INC. EASTERN DRIVERS 


AVAILABLE 


Have eo onggne sn | available, 25 
responsible individuals, now re- 


an 
AUTOMOBILE DEALERSHIP One of the Nation's Best 


Consult a Specialist 


LEO J. KLEM 


1214 E. Douglas Wichita 7, Kansas 
Sale Every ye ae 2-1 aan P 


12:30 P. 





siding in Chicago and leaving 








412 Fisher Bidg. Detroit 2, Mich. OPEN ALL NIGHT MONDAY city, who will pick up your car 
Phone E 1254 Phone E 5209 A tion: Hud Deal in Chicago and deliver it to you 

DEALERSHIP HANDLING CHEVROLET | 324 West Main Street, Fort Wayne, Indiana tention: Hudson Dealers in any of the following commu- 
in central Arkansas. Good trade territory. We Guarantee Checks GOING OUT OF nities: San Diego; Los Angeles; 
cence Wy Ad Dealers Only San Francisco; Portland, Oregon; 

perienced staff. Seattle, Washington; Anch 
; roximatel, 0,000 will E . ‘on; chorage 
fanals' cal. “Busaing' can te teased BUSINESS! Alaska. 
A motive ews, 
— oo oo GRAND RAPIDS AUCTIONS, INC. All Parts 60% Off Write Assistant Personnel Mgr. 
a ak 
NDLING STUDEBAKER. | On M2!i—One Half mile west of Grandville, 

Oklahoma college town, sell 00 inventory. Mich. ALL SHOP EQUIPMENT Otis Clark Company 
Sell or lease new, modernistic building EVERY TUESDAY PRICED FOR QUICK SALE! 110 S. Dearborn St Chicago, Il! 
end used bg J 3950, c/o Auto- At 1:00 P.M, Sharp—Dealers Only i c . go, it. 
motive News, oe Auctioneer: Col. W. E. “'Bill'’ Nagy ; n- w o. 

CALIFORNIA AGENCY handling GM dual. “Michigan's Best" Allington-Newe 
Located in one of the richest, productive Phone: ARdmore 6-4720 Saginaw, Michigan 





A. S. Levinsohn, Trustee 
Phone 2-6121 














SYRACUSE AUTO AUCTION 
(fer dealers only) 
Every — at noon 
We gvarantee and tities 
Route 11, 3% miles south; Attention—Used Car Managers 


U. S. 
of Syracuse suburbs miles north of junction 
of Routes 20 and 11 Wate bus service). | Make your vorene eenns’ ane wen ee 
fi 


—#IKKS FOR SALE 





for One Year $8 [] 


Auctioneer: A. V 9, Jr lect Goodyear, Firestone, U.S. Royal, Good- 
WANTED a rich at 75% off list, pos 
FORD—GM SINGLE PO! 600x16 $5.15 710x15 $6.26 
DEALERSHIP 640x15 $5.39 760x15 5 
0 units or more, ie liquid om, Sones 670x15 ae a on 53 
. Sell to - . 
oe = — inquiries will a. 1953 CHEVROLETS Original tread design deepened, clean, free TO... 200s Chiesecsnegehdeshtaesevesacecesess 


of any repairs also large quantities of army 

surplus used truck tries at low prices. 
ALLIED TIRE SALES 

Broadway and Atiantic Ave. Camden, N. J. 


200 OF THEM 
PHILADELPHIA POLICE CARS 


$750.00 EACH 


Apply 
John R. Clark, Jr. 


fox 3938, c/o Automotive News, Detroit 26. 











DEALER SERVICES 





BUSES FUB SALA 











See Hotel John Bartram 1950 White Wayne, 60 ; 1949 GMC TRADE CONNECTION: 
ID INVENTORY CO.. troad & Locust Sts. Philadelphia, Pa. |) etter, passenger,’ I Ford, B7s0—Su.|{ Car Dealer C] Truck Dealer Manufacturer (] 
— = . mM ‘a Semenoen fe tock Gapas sy yn Jobber [] insurance [J Financial [) Supplier [) 
tano Ponchecot Side” Detroit 26, Mich Shenenbuger's Auto Parts 101 N. 33rd - Philedelchie 4, Pa. Make of id vs sins dacnes sees nciean dca Hovccccccecccccccccseccccecs 
WOodward 2-8242 Harrisburg, Pa. Phone BA 2-760 


mc ene a ee ee i 








New Subscription Order 


Send Automotive News to Address Below 


for which check is attached [] or send bill [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


COPHP POOH OH OHHE SEO SETHE OC CEEEHOCE ROLL OOOOOEOEDODOOE CEOS OO SEES EOOECOSOSS 


POPC SC CHOC OOOH OEEOOEOOOOSOOO SE OOOOOOEO EE SCOOOESEEO OOOO ES ESSE OSDOEES 


PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 


Automatic Braking 


With BRAKE HOOK-UP 


ONLY ..°51 ais 


COMPLETE with 
Guide Cables and +61" 
BRAKE HOOK-UP .......... 

Meets ALL 1.C.C. Requirements! 
—SPECIAL— 
Protecto Covers (Tailor Made)......$6.95 
Carrying Bags........$1.00, $2.00 & $3.50 
SAFETY CHAINS, set of 2, only....$2.50 


CASE with Wheels & Hondies 913095 


(Add 55¢ for Padiock with 2 keys) 


te-tumper Tow der... 919.50 


TRI-KING 3-Point Hook- 
Up intra-State Tow te-...942.50 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-6888 DO 3-8373 BU 8-7466 
40 So. Clinton St., Chicago 6, Ill. 
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‘or Two Years $14 [] 


eeeeeeeeee eee eee eeeee 
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How Chrysler Corporation Dealers 


MAKE BIG PROFITS 


with Carlife Guaranty 


OHIO DODGE DEALER 
NETS $13,431.00 IN 5 YEARS! 


Read what other 
Chrysler Corporation 
Dealers say... 


Belleville, illinois 
“We have found Carlife to be profitable, helpful in selling new 
cars, and a tremendous benefit in selling service department volume 
by using the above mentioned plan.” ~ 
Oliver Joseph, Inc. Dodge-Plymouth 


Seattle, Wash. 
“We have built up quite a surplus and fully 50% of the money 
collected is still on hand to take care of future service or claims.” 
S. L. Savidge, Inc. Dodge-Plymouth 


Atlantic City, N. J. 
“We have also used the Carlife warranty on late model used cars 
and got the asking price because of the warranty.” 
Eastern Motor Company Dodge-Plymouth 


Lancaster, Pa. 
“| would not like to see any quality dealer be without a Carlife 
Program at this time.” 
Brubaker Motors, Inc. 


New Orleans, La. 
“Carlife has been, without a doubt; the-greatest help to our shop 
that we have tried in our 26 years as a New Car Dealer.” 
O. E. Haring, Inc. Chrysler-Plymouth 


DeSoto-Plymouth 


Mr. DiNovo in his modern showroom. 


Facts speak for themselves! Whenaggres- ‘Another side of the story is the improve- 


sive, wide-awake dealers like Michael A. 
DiNovo, Owner of Pietro DiNovo & 
Son Dodge-Plymouth Agency, get be- 
hind a superb program like Carlife, the 
results are amazing. But let Mr. DiNovo 
tell you the story himself! 


Mr. DiNovo writes, “On a basis of gross 


ment in our service operation due to the 
steady volume of Carlife customer busi- 
ness, as shown by the following table. 


CUSTOMER LABOR 


1949....... $63,791.00 


Brockton, Mass. 
“Carlife is the best system of its kind we have ever tried for getting 
repeat business.” 
Hall Motors, Inc. 


New Orleans 12, La. 
“Carlife helps in New Car Selling, Used Car Selling, and acts as a 
constant creator of shop traffic.” 


DeSoto-Plymouth 


DeSoto-Plymouth 


Howard Motors, Inc. 


Worcester 4, Mass. 
“90% of these Carlife customers return regularly for service.” 
George Motor Company Dodge-Plymouth 


Flint, Michigan 
“Only regret is that we didn't have Carlife two years before.’ 
Victor L. George, Inc. Dodge-Plymouth 


Minneapolis, Minn. 
“We got our initial cost back on Carlife in about a month.” 
Twin City Motor, Inc. DeSoto-Plymouth 


V9SO. .ccccccces 
MN a Getta aca 


eeeeee 


68,595.00 
85,240.00 
ccccees --» 83,954.00 
91,493.00 


profit on investment, it is the best buy 
we have ever made, as the following 
figures clearly show! 


Total sales, 1097 Carlife 
Guaranties 
Cost of sales 


GROSS PROFIT $26,628.00 


DISTRIBUTION OF GROSS PROFITS 
Customers’ claims .........$ 6,997.00 
Reserve for further claims... 6,200.00 
Transferred to net profit..... 13,431.00 


TOTAL... 0... eeeeeeeeeee + $26,628.00 


27,910. [ 
$27,910.00 “The above facts speak for themselves. 


We feature Carlife in our advertising, in 
newspapers, and in our radio broadcasts. 
We know it will serve other dealers, as 
well as it has served us.” 


Yes, the facts do speak for themselves! 
Why don’t you take advantage of a pro- 
gram that can do all this for you. Don’t 


delay .. . write today! ; 
Fill out the coupon today, or clip it to your letterhead and send it 


on to us. We'll send you full particulars about how you too can 
use this amazing plan to increase your customer good will, and 
your profits. Naturally, there is no obligation! 


The CARLIFE GUARANTY CO. 


16501 Wyoming, Detroit 21, Michigan 
Telephone: Diamond 1-2388 


Tell us, without cost or obligation, all about the Carlife Profit Story: 


Name of Dealership 

Name Title 
Make of Car 

Address 
iiicsnciuntahiasctinteidicestitemtienmntennng etl. 3.21.2 iii 
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Note spacious, modern quarters housing Pietro DiNovo and Son, Dodge-Plymouth Agency. 
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